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ting Dealer Case for Area Responsibility— 


ing enactment of the Potter territory-security bill is Dean Chaffin, 
at hearings before the Senate Interstate and Foreign Com- 


, NADA president, 


Bozeman, 


Committee in Washington last week. Chaffin is directly behind water pitcher. 


right is Dr. Rowland F. Kirks, 


NADA legislative counsel. Auto makers and rep- 


s of Federat agencies qiso testified. 


| 


By Maynard M. Gordon 
News Editor 
E highest car production of 
the second quarter last week 
fered in the start of ‘59-model 
jangeovers. 
Chrysler Corp. and Ford Motor 
@h reached second-quarter rec- 
last week as an estimated 92,- 
cars were completed. Not since 
f week ended March 29, when 
44 passengers were built, have 
many cars rolled forth. 
However, the 90,000-plus mark 
not about to be touched again 
the current model year. Buick 
its "58 run Friday and 
unged into a seven-week 
geover operation, while Pon- 
shut down its main plant for 
o-week inventory adjustment 
ther. 
Suly is expected to bring other 
geover-closing news from the 
Mium-priced makes, hardest hit 
fsales setbacks and dealer inven- 
gy jamups. 
> - . 
PONTIAC will reopen its '58 line 
} July 14 for but a few weeks. 


fercury, DeSoto and Dodge are} 


0 scheduled to taper off toward 

f@ end of July. Buick assembly | 

il resume Aug. 138. 

Last week's production perform- 

te was especially bolstered by 

ord division and Mercury, whose | 
rose sharply from the I 
week. 

| Steel peel industry observers were observers were 


S Top Cars Cars 


New-car registrations for four 
Ronths, plus 24 states for May: 
1957 
Pos. 
501,394— 
535,061— 
219,154— 
147,157— 
162,216— 
123,185— 6 
36,401—12 
103,276— 7 
94,972— 8 
53,430— 9 
41,668—11 
42,115—10 


Make 
Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Rambler 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Edsel 
Stude. 
Lincoln 
Imperial 
Met. 


458,510 
353,336 
142,491 
121,634 
105,856 
89,236 
50,516 
50,257 
49,733 
49,266 
24,006 
19,749 
16,446 
14,706 
11,954 
6,461 
3,654 


22,201—13 
15,177—14 
12,969—15 
3,273—16 
1,278 Packard 2,513—17 
102,837 Misc. 52,408 
Total All Makes 
1,671,926 2,168,571 
Further details on Page 38. 
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ar Production Picks Up 
is Changeovers Start 


watching the Ford production 
trend closely, since the company 
has been operating on a hand- 
to-mouth inventory basis since 
sales began to slump last Decem- 
ber. 


Ford Motor Co.'s steel inventory | 


through June reportedly totalled 
only a two-week supply, despite 
firm indications of steel price 
rises after July 1 and dealer sales 
contest promotions designed to act 
as sales sparkers. 


The only car builder, on the! 
ordering side for '58-model steel at 


month-end was Chevrolet, whose 
car production held steady above 


(Continued on Page 45, Col. 3) 


First-Half Sales 


Flop to 2.3 Million’ 


Lowest Six Months 
For Cars Since °52 


By John K. Teahen Jr. 
Staff Writer 

S THE last dealer switches off 

the lights and turns the key in 
the lock tonight, he may mumble, 
“The next six months can’t be this 
bad—I hope.” 

His fellow dealers across the 
country—and the manufacturers, 
too—will join him in that prayer. 
For the auto industry today (June 
30) pulls the curtain on its sad- 
dest half year since the Korean 
War year of 1952. 


The recession turned its full fury 
on the auto industry during the last 
six months and limited new-car 
sales to 2,371,736 units, according 
to Automotive News estimates. 

* ik . 


T WAS the first time since 1954 
that the half-year count has 
been below three million. The total 
topped 2.8 million in 1950, 1951, 
1953 and 1954. 


One must. go back to 1952 to find 
a six-month total lower than this 
year’s. In 1952, the halfway tally 
was 2,139,855. 

As the first half closed last 
year, the industry was reasonably 
well pleased with the sales pic- 
ture. The period had seen 3,070,- 
875 new-car sales, and prospects 
for a six-million-car year were 
bright. 

The second half almost lived up 
to expectations, and the full-year 
effort was only about one selling 

(Continued on Page 4, Col. 3) 
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t Join 2 U.S. Agencies 
In Knifing NADA’s Bill 


By William Ullman 

Washington Bureau Chief 
ASHINGTON.—The Justice Dé- 
partment and the Federal 
Trade Commission, along with 
General Motors, Ford Motor/ Co. 
|and Chrysler Corp., are oppoged to 
passage of the NADA- baf ked 

Potter territory-security bi 
Chrysler Corp. and GM iy they 
| favored some form of térritorial 
security, and Ford Motof said it | 
would go along if legiglation is 
adopted. Factory nalts to the} 
measure was directed more at its| 

language than its genefal intent. 

The measure, which Would make 
it lawful for auto mdkers to pay 


bonuses to dealers for cars sold} 


within their own territories, drew 
support only from NADA witnesses 
and the Commerge — Department 


| during two days of Senate hearings | 


last week. 
Even with the blessing of the 
Administration and Detroit, the 
| bill would have a tough time 
squeaking through either the 
Senate or House at this late hour 
in Congress, As it is, the solid 
lineup of opposition makes pas- 
sage this session a virtual impos- 
sibility, apart from any virtues 
the bill might possess. 
The Justice Department, in a 
| letter to the Senate Interstate and 
| Foreign Commerce Committee, 
| warned that the Potter bill “would 
have the effect of increasing the 


dealers’ wholesale cost of any auto- | 


mobile which was sold to a cus- 
tomer outside of his assigned geo- 
graphical territory.” 

Justice indicated it didn’t care 
whether a manufacturer offered an 


' “incentive” for _selling acar _at 








(Cars Still Attract 


Auto Row in Norfolk Value Fair— 


More than 100 new autes lined Granby St. in the Value Fair staged by merchants 


of Norfolk, Va. Chairman C. B. Gifford 


jr., Green-Gifford Motor Corp. (Plymouth), 


said the 14 new-car dealers who participated reported they sold 72 cars during 


the one-day sale. Five blocks of downtown Granby St., 
were converted into a giant outdoor showroom. The fair will be an annual 


trict, 
event, Gifford said. 


A Sellathon in | Phoenix— 


A holiday atmos 
than 1,000 new and 
the final event of 


| cars were sold in @ 


the city’s main shopping dis- 


ere, full participation by all new and used-car deoalers, more | 
ied cars on display and a full barrage of advertising climaxed 


" campaign in Phoenix, Ariz. Actording to 


the"You Auto Buy Now 
Bob Montana (Plyme¢ ), president, Phoenix New Car Dealers Assn., more than 300} 
hour Seliathon at the Park Central Shopping Center. | 


home or a “penalty” for selling it 
|} 100 miles away—the “competitive 
impact” would be the same. 

= * * 

EFERRING to the Government’s 
| pending antitrust suit against 
Volkswagen of America and its 14 
| distributors, Justice said the Potter 
| bill would “authorize an indirect 
means of achieving the same anti- 

(Continued on Page 41, Col. 1) 


How Makers View 
Territory Security 


ERE’S how the auto makers 
stated their positions on ter- 
ritory security at the Senate 
hearings on the Potter bill: 
General Motors Asked Con- 
gress to authorize makers and 
their dealers to restore territory- 
security plans as incorporated in 
past GM franchises; said Potter 
bill is “merely declaratory of 
existing law.” Story on Page 42. 
Chrysler Corp.— Favors some 
form of territorial security, but 
opposes Potter bill as too confus- 
ing to makers, dealers. Page 41. 
Ford Motor Co. — Would go 
along if territorial-security legis- 
lation is adopted, but said Potter 
bill is “obscure in its objectives.” 
Story on Page 41, 


Thunderbird Plant 
Is Flying High 


By Martin L. Whitmyer 
Staff Writer 


IXOM, Mich.—There’s no re- 

cession, either in scheduling or 
product quality, at the Thunderbird- 
Lincoln plant here. 

Wixom’s lines have been hum- 
ming along on heavy overtime 
schedules almost from the intro- 
duction of the Thunderbird last 
February. The four-passenger unit 
actually went into production in 
early January but was not intro- 
duced until February. 

Working on a backlog of nearly 
10,000 orders, the Wixom plant 
has been producing approxi- 
mately 30 units an hour and 
working nearly every Saturday 
since March. 

As of last Tuesday (June 24), 
Ford division had built 22,637 units 
of the four-passenger Thunderbird 
and by the time the line goes down 
for changeovers in September, it is 

(Continued on Page 4, Col. 1) 





BULLETIN 


WASHINGTON.—The House 
passed and sent to the White 
House Thursday the Monroney 
price labelling bill. 


Inside 


Make way for aluminum 
engines! Page 17. 

e@ History of territory secur- 
ity, Page 44. 
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Three-Month Strike Goes On... 





AUTOMOTIVE NEWS, JUNE 30, 1958 


Salesmen’s Bid Rejected in Seattle 


the offer would have meant a 19 | practices filed against Kilbourn’s, 


By Frank Gawronski 
Staff Writer 


EATTLE-AREA automobile deal- 
ers, voting by secret ballot, 
unanimously rejected a union pro- 
posal for ending the three-month 

strike of automobile salesmen. 
The ballots were counted by 
Albin Peterson, Federal labor con- 
ciliator, in the presence of Eugene 
Hauck, president, Local 882, Auto- 
mobile Salesmen’s Union, and Carey 
Donworth, representing the Metro- 
politan Automobile Dealers Assn. 
Peterson said 59 of the 66 dealers 
involved in the dis- 

pute voted. 

The salesmen 
made the proposal 
and requested that 
the dealers vote 

secretly on it. They contended 


SEC Sponees 
Wolfson of Fraud 
In AMC Stock 


NEW YORK.—Louis E. Wolfson 
has been accused of fraud and 
stock manipulation in shares of 
American Motors. He was barred 
from dealing in the stock pending 
a hearing Aug. 5 on an injunction 
requested by the Securities and 
Exchange Commission. 

The SEC charged that Wolfson 
had sold his entire 400,000 shares 
of AMC before confirming a report 
that he would liquidate his hold- 
ings. The SEC also alleged that 
Wolfson and associates sold an- 
other 150,000 shares short in hopes 
of making a big profit. 

Short selling is not illegal, but 
the SEC alleges that Wolfson’s an- 
nouncement that he was selling his 
AMC shares depressed the price 
and enabled him to buy at a profit 
against his short position. 

If that is true, it would constitute 
stock manipulation, which is ban- 
ned by the SEC. Wolfson denied the 
charges. He said he owns no AMC 
stock at this time and hasn't owned 
any “for several weeks.” 

Wolfson’s interest in AMC be- 
came known in March, 1957, when 


$6 and $7 a share. It has ranged 
from $8 to $14.88 this year and was 


$12.75 when the news that Wolfson | 


was selling was published. 
The stock dropped more than $1, 


but recovered with the announce-| 


ment of the restraining order. 


Wolfson’s 400,000 shares amounted | 


to about 7 percent of AMC com- 


mon outstanding. His holding re-| 


portedly had been accumulated 
over several years’ time. 


An SEC spokesman said no de-| 
cision had been reached on whether | 
action against | 


to bring criminal 


Wolfson. If convicted of the charges 
against him, he would face a maxi- 
mum penalty of two years in prison 
and a $10,000 fine. 


Straw ‘Tops’— 

Here are six samples of hand-crafted 
Jamaican straw hats available for $1 
through Ford dealerships during June and 
July. The hats, hand-made except for 
stitching, are offered in six colorful styles 
for adults. 





percent cut in their earnings, 


The union, an affiliate of the 
Teamsters Union, went on strike 
April 1 chiefly over the dealers’ 


request for a change in commis-| 


sions paid salesmen from 5% per- 


cent of the factory list price to| 
25 percent of the gross profit on} 


the sale of a car. 

A statement that the dealers 
have offered a monthly minimum 
pay 
contradicted by Hauck. 

“We have been offered an in- 
crease in the drawing account from 
$125 to $350 a month,” Hauck said. 
“This 
guaranteed wage. Auto salesmen 
work strictly on a 
basis.” 

A spokesman for the dealers said 
the $350-a-month proposal, in ef- 


fect, would be a raise in the draw- | 


jing account. A salesman would 
| have to sell about three-and-a-half 
|ears to replace that sum in his 
drawing account, the spokesman 
| said. 
* * * 
Fact-Finding Study OK’d 
EANWHILE, both sides have 
accepted Mayor Gordon 5S. 


Clinton’s offer to appoint a fact- 
finding committee in the dispute. 


The appointment will be made 
after the union and dealers agree 
on the scope and details of a 
three-point program laid down 
by Clinton. These points are: 

1. What facts are to be consid- 
ered? 
| 2. From what sources are they to 
be obtained? 

3. What periods of time, in 
months or years, are the facts to 
cover? 

In Decatur, Ill, the National 
Labor Relations Board has dis- 
allowed a charge of unfair labor 





Import Price Cut Unlikely 


increase of 180 percent was| 


is not a salary or even a) 


commission 


Inc. (Dodge-Plymouth). 

The charge was filed by Ma- 
chinists Lodge 493 and its rep- 
resentative, James A. Jones jr. 
In its decision, the NLRB said 

that it will not take further action 
on the union charge which claimed 
that the dealership laid off three 


| union members in January because 


of their union activity. 
+ * * 


Dealer Wins NLRB Case 


an M. MADDEN NLRB re- 
gional director, notified the 
union that the charge had been 
investigated and there was insuf- 
ficient evidence produced to pro- 
ceed further. 

Jones, who indicated earlier 
that the union was waiting for 
the outcome of its charge before 
agreeing to an election by the 
repairmen involved, said the 
union wants the NLRB to decide 
on which voters would be eligi- 
ble and set a date for an election 
hearing and election. 


John Kilbourn, dealership presi- 
dent, previously filed a charge with 
the NLRB that the union was il- 
legally picketing the firm's three 
outlets in Decatur by passing out 
handbills. 

The union began it’s organizing 
attempt at Kilbourn’s May 5. Two 
days later it began passing out 
handbills raising questions about 
service. 

Kilbourn contends the passing 
out of handbills is an “illegal effort 
to coerce employes and to force 
the employer to recognize the 
union when, in fact, the union does 
not represent a majority of the 
employes involved.” 

The NLRB has taken no action 
on Kilbourn’s claim as yet, nor on 
a charge filed by the union against 
Gregory Ford. The charge against 

(Continued on Page 46, Col, 1) 








Despite Reduced Tariff 


the stock was selling for between) 


DETROIT. — Import duties on 
|foreign cars will be decreased to- 
morrow (July 1), but prices are not 
expected to drop, an AvuTomorTive 
News survey disclosed last week. 


The tariff cut is the third since 
July 1, 1956, and will fix the levy 
at 8% percent. It has been 9 per- 
cent for the last 12 months. 

The saving will be pocketed by 
| the importers and will be used, 
they said, to help defray in- 
creases in marine insurance and 
ocean freight charges. 

On many models, they said, the 
tariff dip will amount to only a 
few dollars per car. 

Tomorrow's reduction in import 
duties is the third and final cut 
authorized by the Customs Simpli- 
fication Act which was passed early 
in 1956. The auto duty then was 10 
percent. It dropped % of 1 percent 
each July 1, beginning in 1956. 

The act applies only to goods 
produced in free-world nations. 





cars built in Iron-Curtain countries, 
such as Czechoslovakia’s Skoda. 

The import duty is figured on the 
appraised value set by the U. S. 
Government on the basis of the 
manufacturer’s cost. Auto import- 
ers (and their customers) also 
pay the 10 percent U. S. excise tax 
which is levied on the manufac- 
turer’s wholesale price, as in the 
case of domestic models. 


ure which provides that such 





If We're Late 


If your copy of the July 7 


Automotive News is late, it will 


be due to the Fourth of July | 
weekend and the | 


holiday next 
subsequent delay in mails. 





The duty remains at 10 percent on | 


Another law affecting imported | 
cars is a recently enacted meas- | 


vehicles may enter the U. S. duty | 
free if they are brought in solely | 


must be exported within six 

months. 

Foreign-car sources said last 
week that they doubted that much 
use would be made of this law 
except in the case of special “show” 
models. 

In general, they pointed out, it 
will be easier to follow the current 
practice of having dealers or dis- 
tributors loan floor models for dis- 
play at auto shows. 

Joun K. Teanen Jr. 
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| AMA's New Officers— 


| New officers of the Automobile Mfgrs. 


Detroit, include, from left, J. N. Bauman, 
| commercial-car division; L. 






Assn., elected at the annual meeting i, 
president, White Motor Co., vice-presideni, 


L. Colbert, president, Chrysler Corp.—president; P, 0 


Peterson, president, Mock Trucks, Inc., treasurer, and Harlow H. Curtice, presidem, 
General Motors, secretary. Henry Ford Il, president, Ford Motor Co. and newy 
elected AMA vice-president, passenger-car division, is not shown. 


+ * > 


First from Bi 


* * * 


Three... 


Colbert New AMA Chief 


DETROIT.—L. L. Colbert, presi- 
dent of Chrysler Corp., last week 
became the first Big Three execu- 
tive to head the Automobile Manu- 
facturers Assn. 

Elected at the AMA annual 
meeting, Colbert succeeds George 
Romney, president of American 
Motors, who has completed the 
regular two-year term as AMA 
president. 


Henry Ford II, president of Ford | 


was elected vice- 
division, 


Motor Co. 
president, passenger-car 
succeeding Colbert. 

J. N. Bauman, president of 
White Motor Co. was named 
vice-president, commercial-car 
division, succeeding E. J. Bush, 


of Diamond T, who has retired. | 


P. O. Peterson, president of Mack 
Trucks, Inc., was elected treas- 
urer, succeeding Bauman. 

Harlow H. Curtice, president of 
General Motors, was reelected sec- 
|retary. Harry A. Williams con- 
| tinues as managing director, a post 
to which he was appointed last 
November. 

In addition, the following direc- 
tors whose terms had 
were reelected for three-year terms: 

Ernest R. Breech, Ford chair- 
man; Curtice; Ford; C. L. Jacob- 
son, dealer-relations vice-president, 
Chrysler Corp., and J. J. Timpy, 
vice-president, American Motors. 

Other directors are: Bauman; 


Business Barometer 


Automotive News Economic Index — 


101.2 Percent of Last Week 
90.9 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 
Truck Registrations—yYear to date. 
Steel Production—tons 

Lumber Production—Board feet.... 
Paperboard Production—tons ... 
Soft Coal Output—tons 

Oil Refinery Output—tBorrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales index . 
Stock Market Price index 


U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks 


June 25 June 18 1958 Range 
13 14%- 8 
48Y%, 57%-44 
41% 424%,-37% 


39% 40%-33% 


$80,341,848,000 
Commercial and Industrial Loans $29,879,000,000 


Percent of 
Like Week 
Last Year 


71.1 
76.7 
77.1 
81.6 
81.4 
94.5 
98.5 
82.8 
96.8 
96.8 
85.3 
99.3 
94.2 


Percent of 
Last Week 


108.0 
98.3 


84,436 
17,304 
1,671,926 
242,643 
1,751,000 
246,385,000 
271,117 
8,375,000 
46,899,000 
11,941,000,000 
347 644 

138 

330.4 


101.3 
107.9 
93.3 
106.8 
97.9 
98.6 
99.3 
102.2 
99.6 


105.0 

93.3 
119.5 
107.7 
120.3 


102.0 
100.1 

99.7 
114.2 


$962 
290 


Common 

Stocks June 25 June 18 1958 Range 
345% 36 -27 
9% 10%- 7% 
26%, 26%-21% 
5% =6%- 2% 
46%, 48 -40% 


* Kaiser Industries, parent firm of Willys Motors. 
(June 30, 1958) 





expired | 





| Robert F. Black, chairman White 

Motor Co.; Studebaker-Packan 
President H. E. Churchill; Colbert; 
|W. F. Hufstader, vice-president of 
General Motors; Edgar F. Kaiser 
president of Kaiser Industries 
Peterson; Romney, and W. C. Schw 
macher, vice-president of Interne 
tional Harvester. 

K. T. Keller and B. E. Hutch- 
inson, former Chrysler executives, 
were reelected to new terms as 
honorary directors. 

Bernard W. Crandell, public rm 
lations director of GMC Truck ani 
Coach, was elected chairman d 
the motor truck public relation 
committee of the association. 

Crandell succeeds the late Dak 
Cox, former public relations direc 
tor of International Harveste, 
who had headed the AMA com 
mittee more than 10 years unt 
his death in May. 


. o 
Citizens Launch 
. 
‘Plan to Aid S-P 
. 
By Buying Stock 

SOUTH BEND.—A program ¢ 
pyramiding aid has been launchd 
by Citizens for Studebaker, Inc 
formed by 30 civic leaders ¢ 
South Bend to help eas 
Studebaker-Packard’s financial but 
den. 

Each of the 30 citizens promise 
to buy at least one share of S? 
stock and to bring another citize 
to a meeting in the pyramiding-all 
plan. 

A spokesman for the group sail 
the chief objective of the progra® 
is to spread ownership among ! 
large number of persons who wi 
be inclined to buy S-P cars ar 
“talk up” the firm’s products. 

Citizens for Studebaker wa 
formed amid reports that S? 
planned to ask bank and insurance 
company creditors to accept pre 
ferred stock in exchange for $% 
million in long-term loans. The fir8 
now has no preferred stock. 

An exchange for only half thé 
amount would wipe out S-P’s det 
cit, it was said, Such a plan woull 


require approval of common stoc 
holders. 


Chrysler Buys 
200 Acres in Ohio 


FINDLAY, O. — Chrysler Cor 
has purchased 200 acres southwe 
of Findlay as part of the compa 
long-range facilities planning, 
cording to L. B. Bornhauser, powé 
train manufacturing group exec 
tive. 

Bornhauser said the site hé 
been selected after careful consié 
eration but that the company hay 
;no plans for building on the land@ 
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himself, for he sets the tone of 
his establishment. We all know 


this, but do you recognize this | 
dealer? 

He wears a handerchief which | 
says: “Business Is Good.” 


He maintains an air of confi- 
dence at meetings of the dealer 
line association (which he some- | 
times calls “The Liars’ Club”). 
And he addresses the weekly 

meeting of his salesmen this way: 

“You guys gotta make business 

good by thinking business is good. | 
And if you don’t do a better job 
of it, I'll have to lock up the joint) 
at the end of the month.” | 


* * * 


Vehicle for Followup 


N PART, this is a description 
provided by Herman Farrand, 
Detroit, who has been seeking the} 
answers to dealer sales problems} 
for a dozen years. | 


We mentioned last week that we| 
would go into some of the gg 
he has developed. Basically, in 
selling, forms provide a_ vehicle 
for follow-through, For example, 
the daily record sheet for salesmen | 
simply provides an easy way for| 











Decker Dealers | 
Lose Appeal of | 


Recovery Claim | 


CHICAGO. — The U. S. Court of 
Appeals here ruled last week that 
two former Tucker dealers cannot 
recover their franchise investments. | 
Any dealers still owing money on} 
their franchises must settle in full} 
with the trustees of Tucker's! 
estate, the court also held. 

In affirming a Federal District | 
Court decision, the appellate bench 
upheld rulings against Boyd Veen- 
kant, an Allegan (Mich.) dealer 
who sought recovery of $4,000, and | 
Clyde O. Bates, of Lyons, Ill., who} 
Sought $1,500. 

A trustee’s counterclaim for $500 
due on Veenkant's $2,000 franchise 
was upheld. 

A trustee estimated that the 1,- 
80 former Tucker dealers owe 
the corporation $3.7 million and 
have more than $3 million in 
claims against the bankrupt com- 
pany. 

Barring a reversal in the U. S. 
Supreme Court, the debts will re- 
main valid and the claims unre- 
coverable. Trucker Motor Car Co. | 
went bankrupt in 1949 and its 
ee. Preston Tucker, died in 


Texas Dealers Form Group 

GARLAND, Tex. — Executives of | 
six dealerships here have formed 
the Garland New Car Dealers Assn. 
Red Bankston, Red Bankston Ford, 
Was named president. 
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by Robert M. Finlay 





| 
a auto dealer has to watch | the sales manager to keep salesmen | 


plugging at the routine of sales-| 


manship by checking up on them. 
In a similar manner, the form for 
phone prospecting gives the sales- | 
man a vehicle for moving the con-/| 
versation along till the prospect is 
softened up for the sales pitch. | 
This method of organizing the | 
follow-through is vitally needed | 
in a business so dependent on the 
initiative of individuals. 
Outstanding salesmen will keep | 
their own records, because they| 
recognize the need to organize their | 
time effectively. The simple action | 
of setting down tomorrow’s goals 
each evening, while noting today’s | 
accomplishments, keeps the sales- 
man on the right course. 
* * 
Maps of Customers 
EFORE going into the addi- 
tional forms, it might be well | 
to complete the background on}! 
Farrand. We mentioned that he| 
came from the direct-mail field to 
auto sales promotion at the dealer} 
level. Naturally, he brought direct- | 
mail ideas to the business. In 
working with dealers, he developed 
maps showing the location of cus- 
tomers. 


Farrand contends that the 
maps show that a dealer does a 
neighborhood business — his cus- 
tomers are clustered about his 
dealership. 


Conveniently for the Farrand ap- 
proach, then, the way to reach them 
is through direct mail. So Farrand 
developed a newspaper designed to 
sell those in the dealer’s neighbor- 
hood on the dealer's facilities. This, 
by the way, Farrand is still using, 
as he is the idea of plotting the 
dealer customers on a city map. 


However, his search for the 
answer to dealer sales problems has 
kept him moving. We mentioned in 
the previous column that a recent 
approach was through the idea of 
training sales management. 


Always, he noted, there is the! 
pressure for time. Wheels are 
spinning fast. This goes on from 
top to bottom, and often the wheels 
are spinning just for the sake of 
spinning. They arrive nowhere. 

. «= = 


On the Spin-Off 


HE latest Farrand venture is 

to provide salesmen to dealers 
on a rapid spin-off basis, assuming 
that some will make good and some 
will be dubs, yet it is difficult to 
tell which is which until, after some 
training, the salesmen have had a 
trial. 


So, operating on monthly fees 
from dealers, Farrand advertises | 
for salesmen, weeds them out, 
gives them 25 hours of training 
and turns them over to the deal- 
ers where their development is 
supposed to continue in a planned 
manner. 

In the course of this program, 
Farrand has questioned candidates 
coming from other sales fields. On 
the basis of this, he says that while 
those in the auto business generally 
have a low opinion of auto selling, 
those coming from other fields re-| 
gard it as no worse. 

x x 


Research View 


]_ Comite at auto selling on a 
research basis, Farrand says 
the answers lie in these points: 

1. Attract more men on a career 
basis. 


2. Forget the “hard” sell and ac- | 
cent the “professional” sell. 

3. Train men before they get into 
the dealership. 


4. Research what you are 
doing. (For example, studies 
show that the average salesman 
working the floor has two ups a 
day lasting 20 minutes. What has 
he been doing with the rest of 
that time?) 


5. Daily check list, which the 


* 


7 
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County to Buy Cars Now 


To Beat Subsidy Halt 


OAKLAND, Calif.—The Ala- 
meda County Board of Super- 
visors ordered immediate pur- 
chase of 69 new cars after 
receiving a report that manufac- 
turers’ subsidies to dealers will 
end later this year. 


County Administrator Earl R. | 


Strathman told the board it 
should “buy now” because it could 
save $250 to $300 per car for the 
county. Total fleet cost was set 
at $100,367, a savings of $7,812. 
Both Fords and Chevrolets will 
be ordered, 





Oklahoma Assn.’s Plan . . 








OKLAHOMA CITY.—A call for a 
top level conference of dealers and 
factory executives to clarify the 
future of auto retailing has been 
sounded by the Oklahoma Automo- 
bile Dealers Assn. 

The purpose of the conference, 
according to the OADA bulletin, 
would be to remedy the “moral 








Dealer Launches Educational Project— 


Zac R. Dunlap (Oldsmobile), Ames, Ia., 


has initiated a personolly-directed educa- 





tional project to promote more industrial careers among high school graduates in | 
predominately agricultural Ames. As a starter, Dunlap sponsored a tour of all 
Lansing General Motors plants for three graduates to study their reactions to an 
industrial vocation. Included in the group watching a die-sinking machine at 
Oldsmobile's forge plant are, from left, Dunlap (foreground); Owen Shadile, vocational | 
education coordinator, Ames High School; Dunlap’s son, Zac jr.; Lloyd Perkins, ma- 
chine operator, and Bud Erickson, Donald Overland and Marty Klingseis, the grads. 





Summit Parley Urged 
On Dealers’ Future 


relapse” within the industry that 
has caused a “weakening of the 
public pulse on the subject of 
new-car buying.” 

To make such a meeting effec- 
tive, OADA declared, the dealer 
delegates should come from the 
grass-roots level, not from the “ad- 
ministrative officials of some deal- 
ers’ organization.” 

(The above statement seemed to 
be an indirect slap at NADA’s role 
in factory-dealer relations, The 
bulletin included other stinging 
references to the work of the na- 
tional body.) 

State associations could elect a 
representative of each line group 
to the meeting, the Oklahoma unit 
suggested. 

Enlarging on the “moral-relapse” 
contention, OADA declared: “Manu- 
facturers, dealers and those of the 
allied industries (including finance) 
all must come in for a share of the 
blame. 

“Conversely, the means of bring- 

ing some order out of chaos rests 
squarely in the laps of these same 
|segments of the industry.” 
The dealer group conceded that 
| the passage of certain measures 
now before Congress may have a 
| salutary effect. However, it adds, 
| “many believe that there is only 
one positive approach to this 
gigantic problem.” 

The OADA approach is: “The 
manufacturers must be willing to 
admit that something is wrong with 
the automobile business, They must 
eliminate the theory that 1958 is a 
little valley on their sales graphs 
instead of a peak, and that time 


| Cadillac), secretary-treasurer. 


Urges 15 Pet. Discount 


As Profit Rebuilder 


LOS ANGELES.—A pricing pol- 
icy under which the dealer's fac- 
tory discount would be reduced to 
15 percent has been proposed by 
J. A. Eisele, president of Eisele 
Sales, Inc. (Lincoln-Mercury). He 
said he believed it would boost 
sales volume and net profit. 

Eisele would cut the suggested 
list price of a car approximately 
10 percent, with the dealer re- 
ceiving a 10 percent discount at 
the time of billing and the fac- 
tory withholding the remaining 
5 percent which would be paid at 
the end of the year. 

“If the dealer will sit down with 
his auditor he will see where this 
10 percent (discount) in this plan 
will give him ample returns to pay 
his operating expense, plus the 5 
percent he will receive at the end 
of the year, which would give him 
a substantial net profit,” Eisele 
said. 

“In additon,” 


he added, “this 


| would let us go back to operating 
lon a legitimate and honest basis.” 

He based the plan on his figures | 
for a Mercury Monterey hardtop | 


sedan and a Chevrolet Bel-Air 





| 3 Dealer Groups 


Choose Officers 


RALEIGH, N. C.—Three dealer 
associations in North Carolina have 
elected officers for 1958-59. They 
are: 

Alamance County New Car Deal- 
ers Assn.: J. B. Lee, Lilien & Lee, 
Inc. (Cadillac-Oldsmobile), presi- 
dent; Steve Cole, Cole Motors, Inc. 
(Pontiac), vice-president; Wes 
Pickens, 
secretary-treasurer. 


Hendersonville Automobile Deal- 
Pete Folsom, Folsom) 


ers Assn.; 
Motor Co. (Dodge-Plymouth), presi- 
dent; T. D. Hunter jr., Hunter 
Chevrolet Co., vice-president; L. A. 
Blair, Blair-McLeod Motors (Stude- 
baker), secretary-treasurer. 

Rocky Mountain Automobile 
Dealers Assn.; Ray Bandy, Ray 
Bandy’s (DeSoto-Plymouth), presi- 
dent; J. C. Friar, Allan Mims, Inc. 
(Ford), vice-president; Joe Nelson, 
Davenport Motor Co. (Pontiac- 


Auto Finance Co. 


| hardtop sedan. He is a dealer for 
| both makes. 

| Here’s how the plan works, based 
| on his figures: 

The present suggested delivery 
| price of the Mercury is $3,359, in- 
|cluding list price of $2,802.90 
| (freight included) and accessories 
| worth $556.10, he said. Federal ex- 
| cise tax of $238.10 and handling 
| charges of $50 would be extra. 
| A 25 percent discount of the de- 
|livery price would give the dealer 
| $839.75, he said. 

Eisele proposed that the car as 
equipped be reduced by $334 to 
$3,025. Adding $233 in excise tax 
and $50 handling charge would 
boost the delivery price to $3,308. 
| A 15 percent discount of the 
|lower price of $3,025 would give 
| the dealer a gross profit of $453.75. 
|At the time of billing the dealer 
would receive a 10 percent discount 


would be withheld by the factory 
(Continued on Page 46, Col, 1) 





dustry leading 


tive News said 


them. It is the 


Wemhof 


When the mind 
when the closed hand that holds the nation’s dollars opens . 
perity will return.” 

Speaking of business, we liked the little folder from Marty 
Bazner which says, in part: “Nuts to a business slowdown. Ammco 


on new and used cars . 





| of $302.25 and 5 percent, $151.50, | 


On the House . . 


volume is up 28.3 percent over last year” . 
to millions of U. 8S. employes could mean a lot of downpayments 
. . Charley Smith, Ford dealer in Burling- 
ton, was one of three U. of Vermont alumni to receive the univer- 

sity’s first Alumni Distinguished Service Awards .. . 

Prime Minister Harold Macmillan made a surprise talk before 
Indiana dealer convention recently, caught several dealers under 
a hypnotic spell cast by a professional entertainer, and they failed to 
rise when Macmillan was escorted into ballroom by Gov. Handley. 


will zoom sales back to normal or 
| above. 

“The key is in the hands of Gen- 
| eral Motors, Ford, Chrysler, Ameri- 
can Motors and Studebaker- 
Packard. The first move must be 
made by officials of these corpora- 
tions.” 

The association then mentioned 
its plan for a conference and said, 
“Out of such a conference certainly 
could come suggestions that might 
be utilized to bring about a sane- 
ness of operation and a restoration 

(Continued on Page 44, Col, 2) 





Oregon Relaxes Policy 


On Out-of-State Buyers 


PORTLAND, Ore. — Motor Ve- 
hicles Director James F. Johnson 
announced that his department now 
is accepting applications bearing 
valid addresses in states other than 
Oregon when a nonresident pur- 
chases a vehicle from an Oregon 
dealer. 


“Plates and tabs may be issued 
or, if the buyer elects to utilize 
only a continuous-trip permit, he 
may do so for the purpose of re- 
turning to his home state,” John- 
son said. No nonresident applica- 
tion involving factory delivery will 
be accepted, he added. 





There’s been lots of talk about the auto industry 
causing the current recession and about the in- 


the nation out of the doldrums. 


That’s a lot of bunk because it’s still equally true 
now, as it was in the 1938 recession when AUTOMO- 


this editorially: “The automobile 


industry no more cures depressions than it causes 


people themselves who make and 


unmake American prosperity. By their thinking, or 
lack of it. By their confidence, or lack of it. By 
their spending, or lack of it... 
is up to the real boss 


The next move 
the Ultimate Consumer. 
that is afraid casts off its fear... 
. . pros- 


.. The 10 percent raise 


Pete Wemuorr, Editor, 
Automotive News 





ow 
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Quality Hailed on New Model. . . 


T-Bird Plant Hums, 
Sees No 59 Letup 


(Continued from Page 1) 


expected to run that total to ap- 
proximately 37,000. As of the same 
day, 61,437 Lincolns had been rolled 
from the same assembly line. 
= = = 

LTHOUGH Ford officials are re- 

luctant to forecast too precisely 
1959 sales expectations, orders for 
the new Thunderbird are expected 
to be just as heavy as they have 
been during the eight-month ’'58 
model run, which will set a record 
for model run sales of the T-Bird. 

As one official put it: “Sales in 

1959 will reflect a growing prefer- 
ence for the Thunderbird.” 

From the ’55 model through the 
57 model, all of which were of 
the two-seat variety, Ford sold 
approximately 50,000 units. This 
year sales are expected to ap- 
proximate 37,000, and next year 
may see Ford top the 50,000 mark 
if sales hold to predicted levels. 
Despite the fact that nearly one- 

third of orders now being received 
by dealers and district offices are 
for the soft-top convertible, produc- 
tion officials at the Wixom plant 
have encountered little allocation 
difficulty. 


a * * 


HyAVine worked out any assem- 

bly line “bugs” prior to putting 
the car into full scale production, | 
A. D. Weir, planning and engineer- | 
ing manager at the Wixom plant, 
said the convertible, whose top 
tucks away in a well in the trunk} 
compartment, had presented some 
problems at the beginning, “but 
nothing big.” 

Experience gained in the produc-| 
tion of the Ford retractable hard-| 
top was especially valuable in in- 
troducing the new softtop unit, he 
said. 

Weir played a key role in the 
construction and layout of the 





tion in cars in the lower-priced 
field in 1959. 

Two techniques stand out in par- 
ticular in the assembly program at 
Wixom. 

One consists of the preventatives 
taken against rust and corrosion to 
the underbody of each car, and the 
other is the- extent to which the 
company goes to produce what 
plant officials consider the best 
“quality” cars in the industry. 

“The company has left no stone 
unturned to get the best quality 
it can into each car,” said Weir. 

* * = 
—~ DO this a triple audit pro- 
gram has been put into effect— 
the only plant in the Ford empire 
where this type audit is used. In 


other plants a double audit is used. | 


At the Wixom plant, cars are 
audited by a team from the plant, 
a team from M-E-L division and 
a quality audit group from the 
parent company. In addition, the 
cars are checked at various points 
along the assembly line. 

The quality audit program 
alone has achieved a 50 percent 
reduction in the number of 
quality defects since the program 
started at all Ford Motor plants 
last year, according to Carl T. 
Doman, Ford division national 
service manager. 

After each car has been inspected 
as it comes off the assembly line, 
24 cars are picked and given a 
heavy inspection by M-E-L officials. 
In addition, one car is picked at 
random by a group of auditors 
from Dearborn and given a heavy 
operational and visual audit cover- 


|}ing three hours and 1,500 different 


items. 
> > > 


A Usa quality always has 
~% been paramount at Ford, this 





New Cars Attract Folks— 


These 1958 automobiles created a lot of interest when they were displayed at 
Gateway Center in Pittsburgh's downtown area. The display was arranged by Jones & 
Laughlin Steel Corp. to call attention to its advertising campaign to sell cars and steel. 
| The autos on display were the same models that were pictured in a J&L advertisement. 
| Thousands of persons examined the cars. 








First-Half Sales Recede . 
'To 2.3 Million Cars 


(Continued from Page 1) 


|day short of the charmed figure. | 
| Registrations totalled 5,982,342. 


estimate results in a calculation of 
4,677,058 new-car sales (including 





ee er |imports) for 1958. A reviving U.S. 
— year’s 2,371,736 first-half| economy, of course, could sweeten 
sales are 22.8 percent below /| that total. 


those of 1957. Almost as difficult for| The projection is based on 1952-57 
the domestic manufacturers to| figures which show that an average 
swallow is the fact that imported|of 50.71 percent of the year’s total 
cars have accounted for an esti-|has been chalked up during the 
mated 160,000 of the 1958 total. | first half. 

That’s about twice as many as The following table shows the 
the 83,244 foreign models regis- relationship of first-half sales to 


tered during the first half last (the full-year total during the 
1952-57 period. 





Sales Rise 25% 
In ‘Buy’ Drive, 
Say Ala. Dealers 


DETROIT.—Auto sales during the 
10-day Auto Buy campaign in Bir. 
mingham, Ala., increased 24 percent 
over a corresponding period in May, 
according to Blaine Brownell, pres. 
ident of the Birmingham Automo. 
bile Dealers Assn. The drive closed 
June 14. 

The Birmingham group also spon- 
sored simultaneous campaigns in 
the nearby communities of Ensley 
and Bessemer. 

R. N. Atwater, Burlington (N.C) 
area chairman for the North Caro. 
lina Automobile Dealers Assn., said 
the campaign in Alamance County 
was “a whopping success.” 


In Fort Wayne, Ind., a 50 percent 
increase in sales was reported in 
a seven-day period. Sixteen partici- 
pating dealers said they sold % 
new and 164 used cars on the first 
two days of the drive. 

A campaign spokesman said new- 
car sales on opening day “were at 
a rate of almost 300 a week, more 
than double the rate for the first 
four months of 1958.” 

Dealers in Norfolk, Va., said 
they sold 72 new cars during a day- 
long “Value Fair” conducted on a 
roped-off street in the downtown 
business section. Fourteen new-car 
dealers took part in the event, 
which will be an annual affair. 

The Bluefield (W. Va.) Automo- 
bile Dealers Assn. reported that the 
city’s drive, which closed. Saturday 
(June 28), was a success. The Blue- 
field Retail Trade division was a 
co-sponsor of the campaign. 


Draw for Space 


At Chicago Show 


Wixom plant, which was built 
especially for producing the uni- 
tized body now being used on both 
the Lincoln and Thunderbird. 


| quality audit represents the first 
jtime in the industry that a pro- 
|\gram has been initiated which 
|} rates numerically the quality level 


Thunderbird bodies, supplied by | of a vehicle, thus enabling both the | 


the Budd Co. plant in Detroit, come| plant manager and the general 
to the plant complete, while the) office to compare day-to-day quality 
Lincoln bodies must be assembled | of each plant against other plants 
from parts brought in from Ford/|and against the national average. 





year. On a market-penetration ist Has | CHICAGO. — Passenger car ex- 
basis, imports scored an esti- | \,4, ist Half Full Year Sales Pet.| hibitors at the 1959 Chicago Auto- 
mated 6% to 7 percent this year, | 1957.... 3,070,875 6,008,348 51.3% |mobile Show will draw for spaces 
.... 3,088,487 5,955, i 

compared with 2.7 percent last | 1958---. 3si9.e29 7169908 49.1 | Tuesday (July 1) at the Drake 
year. 1954.... 2,816,800 5,535,464 50.9 hotel. Drawings for truck spaces 
Projecting this year’s first-half| 1953.... 2.880,025 5,738,989 50.2 will be announced later, according 
1952.... 2,139,855 4,158,398 = 51-5 | +) Don C. Mullery. president of the 
e Totals 17,515,671 34,540,345 50.7 |Chicago Automobile Trade Assn, 

2,120 Miles of Roads S288 sponsor of the annual show. 


| Authorized by U. S. 


WASHINGTON.—In the con- 
| tinuing program of Federal as- 
sistance for the improvement of 
the Federal-aid primary and sec- 
ondary highway systems and 


‘ : . The exposition is set for Jan. 1T- 
HIS ratio did not hold true imies in the International amphi- 


1950 and 1951 because of a buy- 

: \theater. The first floor of the 
ing spree touched off by U.S. — |amphitheater, including Exposition 
into the Korean war on June ’| Hall, will be used for exhibits, with 


1950. . ..._|the central arena of the amphi- 
Auto owners, fearing a cessation | theater set aside for a twice-daily 


Motor stamping plants in Dearborn, | 
Cleveland, Chicago and Buffalo, and} 
a Budd factory at Philadelphia. 

> > > 


as Wixom plant, according to 

Weir, is the only unit in the} 
Ford empire that is capable of pro- 
ducing the unitized body. If other! 
Ford units—Ford division, Mercury | 
or Edsel—were to go in for the 
unitized construction, the company 
would be forced to great expense 
to transform operations. 

And since no great expansion 
or renovating plans have been 
undertaken by Ford plants in re- 
cent months, it would be impos- | 
sible for the company to come 
out with unitized body construc- | 


Legality Study 
Bars Tenn. Dealer 
Cancellation Quiz 


NASHVILLE. — The state motor 
vehicle commission has been en- 
joined by Chancellor Ned Lentz 
from conducting a hearing into 
unfair practice charges against 
Ford Motor Co. until the law in- 
volved is tested. 

The commission had set a hear- 
ing for June 26 on charges brought 
by E. R. Walker and E. R. Walker, 
jr.. owners of Cocke County Motor 
Co., Newport. 

The Walkers charged Ford with 
threatening unfairly to withdraw 
their dealership franchise. 

Chancellor Lentz issued the in- 
junction against a hearing on the 
charges until he has an opportunity 
to rule on the constitutionality of 
the 1955 motor vehicle sales license 
act regulating the manufacture, 
distribution and sale of motor ve- 
hicles in Tennessee. 

The writ was requested by Ford 
in a bill charging the act is “spe- 
cial legislation, drawn, sponsored 
and lobbied through the Legislature 
by an association of Tennessee 
automobile dealers.” 





their urban extensions, construc- 
tion was authorized on 2,120 miles 
during May, Bertram D. Tallamy, 
Federal highway administrator, 
announced. This work is esti- 
mated to cost $152 million. 


In addition, $2 million was au- 
thorized for preliminary engineer- 
ing and $9 million for right-of- 
way acquisition, according to 
records of the Bureau of Public 
Roads. Construction was com- 
pleted on 1,070 miles of these 
systems during May, at a cost 
of $59 million. 


If a plant manager deviates 
from the norm, trained special- 
ists are available to help bring 
the plant back to the average. 
The corrosion resistance program, | 

which was put into effect at Wixom 
this year, calls for the body of 
each car to be dipped in 7,000 gal-| 
lons of paint prior to its hitting the | 
chassis line. The body is submerged | 
approximately 21 inches so as to 
coat all areas which might become | 
rusted. Both Thunderbird and Lin-| 
coln bodies are given this treat-| 
ment. 


“py steieiagee ae 


Price Facts for Customers— 


In an effort to end the mystery about new-car prices, H. B. Hatch, of Hatch 
Chevrolet, Los Altos, Calif., has set up a “Figure Your Own Deal" corner in his 
showroom. It consists of a table, blue book and a copy of the new-car prices pub- 
lished in Automotive News. Every car on the floor is tagged with the manufacturer's 
suggested price. Then comes all the information that makes up the total price of 
the car — Federal tax, freight, preparation and delivery cost, the net price of any 
factory option and accessory, and finally the downpayment and monthly payments. 
Hatch reports a definite pickup in floor traffic since the qampaign started. 





or drastic curtailment of produc- 
|tion similar to that of World War 
II, made 1950 a banner year of 
6,326,438 new-car sales. They bought 
55.3 percent of those cars during 
|the second half of the year. 

The 1950 full-year total is still 
the second highest on record, being 
surpassed only by 1955. 

The buying fever continued dur- 
ing the first half of 1951, as that 
six-month period accounted for 55.5 





percent of the year’s sales. By mid- | 


year, prospects apparently had 
realized that production was not 


poned their purchases. 
7 a” = 


N THE used-car arena last week, 

the average wholesale price of 
units sold at auctions declined $3 
to $962, according to AUTOMOTIVE 
News’ index. The price of ’58s 
dipped $19 to $2,561, a new low for 
that model. 

Four other models showed de- 
creases. The price of ’57s fell $1 to 
$1,653; ’56s were off $7 to $1,191; 
‘55s slipped $1 to $918, and ’52s 
lost $4 to level off at $228. 

Gains were recorded by ’54s, up 
$7 to $586 and ’53s, which rose $1 
to $364. The average price of ’51 
models was unchanged from the 
previous week at $193. 


Ford Truck Sales Hit 


Highest Rates of Year 


DEARBORN.—Ford division an- 
nounces that Ford truck sales dur- 
ing May were the highest of any 
month this year and that the daily 
selling rate during the first 10 days 
of June was greater than any other 
first 10-day period in 1958. 

Wilbur Chase, Ford truck mar- 
keting manager, said the sales in- 
crease points to a rising trend in 
the truck market and predicted the 
June sales total for Ford trucks 
would substantially exceed the May 
sales record, A total of 18,702 Ford 
trucks were sold during May, 6 
percent above any other month this 
year. 


going to be halted and many post-| 


presentation of a stage show. 





Pittsburgh Glass Opens 


New Plant in Maryland 


CUMBERLAND, Md. Pitts 
burgh Plate Glass Co. last weel 
dedicated its new mile-long plate 
glass factory here. The plant, rep 
resenting the largest single ex 
penditure in the corporation’s 17> 
year history, was designed, engi- 
neered and constructed at a cost 
in excess of $34 million. 

Production capacity of the new 
unit is estimated at 50 million 
|square feet of polished plate glas 
a year. The factory now has nearly 
750 employes. 





Moment of Decision— 


A seemingly endless sea of dream cary 
designed and built by boys from all 
states, awoit judging in Detroit wh 
professional auto designers and industri 
arts instructors are determining winnets 
in the 1958 Fisher Body Craftsman's Gui 
model car competition. Winners will sho 
$115,000 in university scholarships © 
cash awards. The annual guild conventi¢ 
and banquet will be held Aug. 12-15. 
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the Monday that never materialized 


This salesman called Mr. Jones, all right... but Mr. Jones had already signed a purchase 
order with another dealer . . . sought his financing elsewhere . . . and bought the same 
make of car from a competitive dealer. 

The salesman here did most of the selling job for his competitor. He convinced his 
prospect on what to buy but he didn’t tell him how. Chances are, had he offered his 
customer the ease of financing and insuring with the complete dealership finance plan, 
he would have closed the deal on the spot. So can you with the help of Associates 
Pleasant Purchase Program, the most convenient finance and insurance plan available. 
Put the plus services of one of the nation’s largest and most progressive finance com- 
panies on your side. Call the man from Associates . . . now. 


Re oe 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO, 














































































A Dodge Sale— 


soles made.” 






















Because of its longer 
reach — up to 18" — and 
lower silhouette, the Watco 
Service Master Pneumatic 
Safety Lift will lift more dif- 
ferent makes of passenger 
vehicles from the rear axle 
than any other portable 
end lift manufactured. 

Heavy duty double tank 
construction, exclusive four- 
way positive automatic 


locking features insure 100% 
safety even with complete 
air power failure. 








A boatload of 1958 Dodge cars was put on display at the Cleveland Arena in a 
three-day sale by Dodge dealers in the area. The dealers also sponsored an extensive 
radio-television-newspaper ad campaign to promote the sale. Dealers, selling cars 
during the promotion, said they were “astonished by the large number of cash 
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Dealer Forum 


(Continued from Page 3) 


sales manager goes over with the| 
salesman. | 

6. Prospect file—based on service 
customers, owners, etc. 

7. Followup training at the deal- 
ership. 

8. Necessity for sales managers to 
take training in management. 


The ‘Pro’ Sell 


_ professional sell mentioned | 
above means working with di-| 
rection—calling on logical prospects | 
rather than hit-or-miss lists, using 
a logical approach to the prospect. 

Farrand contends that random | 
knocking on doors or random) 





phone solicitations are for those| 
who have more time than brains. | 

For example, take the phone- | 
solicitation form. This is made a | 
week after the salesman mails a 
copy of the dealership paper to | 
@ prospect, and it is designed to | 
break the ice and get the conver- | 
sation rolling. 

It goes like this, with spaces for 
answers: 





Did you receive your copy of the 
a ____paper? 

Have you ever dealt with a 
________before? 

Do you prefer to buy a car 
from a dealer in your neighbor- 
hood? Why? 

Which form of advertising in- 
fluences you most in the decision 
to buy a car? Billboard__.__—Di- 


No ‘Double’ Penalty 
In Mercury Contest 


DETROIT. — An example of the 
penalty provision in the Mercury 





sales-bonus program was stated 
incorrectly in Automotive News 
|last week. 

There is no “double” penalty. 


The example should have read as 
follows: “A dealer might choose 
a target of 60 cars which might 
pay $100 per unit. If he sold 58, 
he would earn $5,800, but he would 
be penalized $100 for each car by 
which he fell short of his goal. 
His bonus, then, would be $5,600.” 





WATCOQ END LIFT JACK 


Eliminates costly bumper damage 


No more shop damage to bumpers and 
grille work of your customers’ cars with 
the all new Watco Iron Horse end lift 
jack! Extra long reach and deeper ele- 
vator allows it to be used where ordi- 
nary bumper jacks just won't do the job. 
The Watco Iron Horse has a full 12'/2" 
reach measured to center of saddle . . . 
gets in and under where no other jack 
. « lifts directly from brackets 
or pads without touching bumpers or 
chrome. Hi-Lift extender converts your 
Watco Iron Horse into two jacks in one. 
Doubles as a high lift at a fraction of 


can go . 


the cost. 





For complete information 
on the entire Watco line, 
contact your dealer or 


WRITE TO: WATERVLIET 


The finest equipment in- 
vestment you can make... 
pays for itself quickly in 
increased profits . . . in- 
sures customer goodwill. 


WATCO SERVICE MASTER sarery wer 


The Watco Service Master Safety 
Lift clears bumpers as low as 8'/2" 
from the floor . . . lifts higher by 
tive inches than any other end lift 
made. Automatically locks in any 
raised position desired. Indispen- 
sable for garages, gas stations, 





Un-retouched photo shows how 


lower cars. 


body shops. 


WATCO Hi-Speed 
HANDY SANDER 


ideal tool for tric 


Time-tested Watco Pneu- 
matic Handy Sander is the 
grinding 


The Watco Iron Horse end lift jack is espe- 
cially engineered to reach right under the 
bumper. Easily and safely lifts today's longer, 

Sasomatied ly operated. Com- 
pletely portable. Over 3000 lbs. capacity. 





jobs. Light, small, vibrationless. Operates up to 
10,000 R.P.M. on 60 Ibs. air pressure. Handy Sander 


Kit includes sander, extra 


d and hub assemblies, 


wide assortment of abrasive discs. Packed in strong 


metal carrying case. 


TOOL CO. INC, 


ALBANY 4, N. Y. 











rect mail Newspaper____ 
A ssimselineeiapeiies Recom. 
mendation of a friend. 
hi nccisbrntnitiies 


How many dealerships did yoy 
shop before buying your present 
car? ___ From whom did yoy 
buy your present car? 

Do you have a second car in the 
family? 

Another form of guided phone 
interview based on a registration 
list: 

Are you still driving the__ 
i you purchased? 

If not, what kind of car are yoy 
driving ? a ounce 
Year Model aa 

Where did you buy your present 
GU icatinsitiiiiiniin _ . _ 

Why did you buy from that com. 
pany? ae iclmaedal 

Did you shop us before you pur. 
chased ? ; Siac 

Has our service department been 
satisfactory? ; 7 

Do you have a second car in your 
family?_ _ ‘ 5 ‘ 

Of course, dealers can work w 
their own guides for salesmen, bas. 
ing the questions on the points they 
want to bring out about their 
dealership —its methods of doing 
business, its service department. 
new equipment or current stocks 
of new or used cars. 


Over 77 Million 
Made Up Nation’s 
Work Force in’57 


WASHINGTON. — At least 777 
million persons, or two-thirds of 
the population of working age, 
worked during all or part of 1957, 
according to advance data released 
by the Bureau of the Census from 
a survey conducted in February, 
1958. This record number repre 
sented a gain of 8.8 million workers 
since 1950, an average increase of 
1% million per year. 


Although the expansion in the 
nation’s working force resulted 
mainly from the steady rise in the 
population of working age, another 
important factor has been the in- 
creasing proportion of women who 
take jobs outside the home for at 
least part of the year, the Bureau 
said. The total number of women 
workers increased by 5.5 million 
since 1950, whereas the increase in 
the number of men with work 
experience was 3.1 million. 


Persons who worked full time 
during the entire year represented 
more than half (55 percent) of the 
total work force, a slightly lower 
proportion than in most other 
years since 1950. 

About two-thirds (66 percent) of 
the 48.7 million men with work 
experience had full-time year-round 
jobs, whereas about one-third (7 
percent) of the 29 million wome 
with work experience worked ful 
time through the year. 


GM to Host 
29 Educators 


DETROIT.—Twenty-nine faculty 
members from 24 colleges and uni- 
versities in the U.S. and Canad 
will attend the seventh annual 
General Motors Conference for Ex 
gineering and Science Educaton 
here July 6-22. 

The conference provides educa- 
tors a firsthand view of how 
science and engineering knowledge 
and skills are used in research, 
product development and produt- 
tion organizations. It is designed 
also to give GM management 4 
better understanding of educational 
problems in training future scien 
tists and engineers. 

The educators will attend meet- 





‘|ings with various executives at GM 


Technical Center, GM Institute and 
GM Proving Ground. They will be 
the guests of Charles A. Chayné 
engineering staff vice-president; Dr. 
Lawrence R. Hafstad, research 
staff vice-president, and Robert M 
Critchfield, process development 
staff vice-president. 


Slump Closes Clevite Plant 


CLEVELAND. — The Cleveland 
Graphite Bronze division, Clevite 
Corp., closed its Fort Wayne (Ind.) 
plant because of “general economic 
reasons.” The firm said any reopet- 
ing would depend on the “business 
climate and the division’s produc 
tion requirements.” 
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Southern Bankers 


Judge Farm Magazines! 


Every bank president in every Southern town up to 10,000 population has 
just been asked by the Service Bureau of International Business Machines 
Corporation to appraise the merits of individual farm magazines. 


The banker, having such close personal and business relationship with the 
leading farmers of his community, is uniquely qualified to appraise the influence 
and editorial soundness of farm magazines. He is usually a farm owner and farm 
magazine reader himself. 


Nearly one half of the South’s 4,000 rural bankers responded to this survey. 
Here are the questions and their answers: 





Which one farm magazine is making the greatest contribution to Southern agriculture? 


61% named 13% named 11% named 15% named 
The Progressive Farmer Farm Journal Farm & Ranch All others 


Which one farm magazine has the soundest views on matters of great importance to the South? 


53% named 19% named 12% named 16% named 
The Progressive Farmer Farm & Ranch Farm Journal All others 


Which one farm magazine has greatest influence among farmers in your area? 


62% named 12% named 10% named 16% named 
The Progressive Farmer Farm Journal Farm & Ranch All others 


Ask your Progressive Farmer representative or write any office for the complete results of this survey by states. 


In the South, more bankers, more farmers, more dealers, more agricultural leaders prefer The Progressive Farmer than all other 
farm magazines combined. The Progressive Farmer dominates the rural South as no other magazine dominates a market of similar size. 


The Progressive Farmer 
5,000,000 readers in the 16 Southern states 


Advertising Offices: BIRMINGHAM + RALEIGH » MEMPHIS + DALLAS » NEW YORK « CHICAGO --LOS ANGELES - SAN FRANCISCO 
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Word from Baltimore Dealers . . . 


Sales Boost Seen by Fall 


By Kate Savage 
Staff Correspondent 


BALTIMORE. —An increase in 
sales by fall, a little better busi- 
ness this summer and an optimistic 
hope that the introduction of ’59 
models will spur purchases of 
cleanup ‘58s were among opinions 
expressed by Baltimore auto deal- 
ers last week. 

Most were optimistic, feeling the 
current, national economic decline 
was at its low point and the situa- 
tion would begin to improve soon. 

Several felt that the record 
sales year of 1955 is still being 
felt adversely; that is to say 
some of the cars which would 
have been sold this year were 
bought three years ago and 


Golden Wedding 
Is Celebrated 


By Tom Kinmans 


GRAND ISLAND, Neb. A 
horse-and-buggy-era marriage hit 
the 50-year mark here June 22 
when Mr. and Mrs. T. F. Kinman 
celebrated their golden wedding 
anniversary. Kinman put more than 
400 dealers in business in Nebraska, 
the Dakotas, Montana, Minnesota, 
Wisconsin and Iowa. 


Hundreds of friends congratu- 
lated the 80-year-old Kinman and 
his wife, Bertha, 68. 

Kinman started with Chevrolet 
in 1915, then went on to General 
Motors. He formerly was a zone 
manager in Fargo, N. D. and 
Omaha. Since leaving the company 
he has been active in Central 
Chevrolet Co. here. 

GM Group Vice-President 
Thomas H. Keating paid tribute to 
Kinman recently in Detroit, saying 
“it took men 


country dirt roads for business in 
those early days to make what we 
know today as General Motors pos- 
sible.” 


Used-Car Bulletin from Detroit .. . 


Latest Auction 


(Copyright, 1958, 


Aptco Auto Auction. Sale every Wednesday. 


June 25. 


BUICK —'58 Riviera, $2.600° 


(ps) 


Special 


$1,.960°, 
$1, 705° 
(pes) 


$1,900° 
Century 


sedan 
$1,740°, 
$1, 785° 
2-dr $1,465° 
$1,.410° 

"SS Special sedan 
era, $800° 

‘s RM 2-dr 
Riviera, $610* 

‘52 Super 2-dr 

CADILLAC 58 
(ps) 

"ST (62) coupe, $3.100° (ps). 

‘53 coupe de Ville, $775* (ps) 

"52 (62) sedan, $420° 

CHEVROLET Bel Air (8) 
$1.770°*, $1,760*°, $1,550; 2-dr.. 
350° 

"56 Two-ten (8) Hardtop, $1,100; 2- 
dr., $900; One-fifty station wagon, 
$1,100. 

‘55 Bel Air sedan, $825°. 

‘54 Two-ten (8) station wagon, $740; 
Bel Air sedan, $550°. $525, $520, 
$515", $485 

‘53 Bel Air sedan, 

CHRYSLER..'53 NY sedan, 

DeSOTO— ‘57 2-dr., 
(ps) 

‘55 Fireflite conv., 

DODGE—'58 Coronet 
2s0* 

‘ST Sierra station wagon, $2,120*; 
Royal (8) Hardtop, $1.800*. 

56 Custom Royal sedan, $1,200* 
(ps); Coronet 2-dr., $1,015* (ps). 

‘55 Royal Lancer club coupe, $990*. 

"54 Coronet sedan, $410*. 

FORD--'58 Fairlane (8) 500 2-dr., $2,- 
220* ips); Custom (8) 300 sedan, 
$1,725*; Custom (8) sedan, $1,595*. 

’ST Fairlane (8) 500 Victoria, $1,890* 
(ps), $1,675*; conv., $1.725*; se- 
dan, $1,680* (ps), $1,530*; Coun- 
try sedan, $1,820*; Custom (8) 
300 sedan, $1,435*, $1,370*, $1,- 
285°, $1,175. 

’56 Country Squire, $1,550* (ps), $1,- 
365*, $1,125; Ranch Wagon, $1,- 
450* (ps), $1,250* (ps); Fairlane 
(8) Victoria, $1,220*, 2 at $1,100*; 
sedan, $1,130* (ps), $1,110* (ps), 
$895; conv., $1,180*; Custom (8) 
sedan, $890, $770*; Main sedan, 
$935*, $690*. 

‘55 Fairlane (8) sedan, 
(6) sedan, $490*. 


"ST Special 
Riviera, 
Riviera 

‘56 RM 
Riviera, 


(ps): Special 

$905° 

ips): RM 
$620° 


Super Rivi- 
2-dr.. $515*° 
(ps); Century 


$185° 


(62) coupe, $4,.275* 


conv., 


= 
of 


$400* (ps). 
$265". 


Firedome 2,010* 


$1,100° 
‘s) 


(ps) 
2-dr., 


$2,- 


$710; Main 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 33, 34, 35, 36 and 38. 








like Tom Kinman| 
beating the bushes and combing'| 


by Automotive News) 


“I find business is picking up. Sales | 
are acting with caution. have shown improvement already | 
While the Baltimore outlook is|for the first 10 days of June. I 

not bright, it is still much better| expect this trend to continue.” 

than nationally. Figures bear out| Walter Scott (Cadillac): “Busi- 
that this city has been much less | ness is there, but you must go out 
affected than other areas. jand get it. Our sales for the year 

For the first five months of 1958,| are off only about 8 percent. I find 
through the end of May, there| business on the upturn. The future 
have been 33,103 new-car registra-|looks good with many new high- 
tions in Maryland. Last year, at the| ways built or under construction.” 
same time, the total was 42,573, a Mark Chenowith (Dodge- 
drop of about 22 percent. |Plymouth): “I denote an air of 

Through the first week of June,| optimism which was lacking a 
total U. S. car production was 34| month ago. 

percent below a year ago. “Many buyers are waiting for 

Most optimistic of the local |late summer when they feel the 
dealers contacted was Louis | imminent introduction of the next 

Schaefer (Rambler). Schaefer re- | year’s models will mean better 
ported business “very good.” |deals for them on '58 cars. We 
“In fact.” he said. “we wish we|°Vversold three years ago, and had 


had more cars to sell. I have full) 800d year in 1957, so we are 


confidence in the auto industry and | feeling a drop.” 
feel we can pull ourselves out of Dan Brooks (Buick): “I blame 


the present letdown.” the ee oe pe os big 
: a 6 .| promotion which resu na 
Z Bill Rennix (DeSoto) reported: peak sales year in 1965. I feel 
| we sold this year’s cars then. 
Sales have dropped every year 
since, and I see no immediate 
improvement in the situation.” 
Mickey Behrend (Ford): “Many 
would-be buyers are being cautious. 
This hurts the auto industry per- 
haps even more than most. People 
have the money, according to bank 
figures, but are afraid to spend it 
after seeing neighbors and friends 
lose their jobs. I look for some 
real stimulation with the introduc- 
tion of ‘59 models in October. 


people, with their autos paid off, 


Stewart Heads New Unit 


Of Utah Dealer Group 


SALT LAKE CITY. Perry 
Stewart (Cadillac-Pontiac), Kays- 
ville, was elected president at the 
organization meeting of the Davis 
County chapter, Utah Automobile 
Dealers Assn. 

Other officers are: Don Willey 
(Ford), Bountiful, vice-president, 
and Finley Wilkinson (Buick), 
Bountiful, area chairman. 


Dealers Urged to Get Set for Better Days 


SAN ANTONIO.—A Ford sales 
executive last week said weakness 
in a business organization becomes 
more apparent in a recession pe- 
riod. He urged American business- 


sales manager for Ford division, 
told Ford dealers 
attendinga 
Southwestern re- 


men to “get their houses in shape” ~ Da a the 
now to prepare for better profits nation in emerg- 


when the economy resumes its up- 
ward course. 
Walter J. Cooper, 


ing from a period 
of “unfounded 
pessimism, where 
fear exceeded 
fact.” 

He said the 
bottom of the 
“limited recession” has been 
reached, and declared, “Our econ- 
omy is sound underneath, but we 
should expect ripples and waves 
on the surface. 

“This is the time to organize} 
your business, reduce costs and | 
strive for efficient operations at) 
“Re- i 


general 





Walter J. Cooper 


Prices 


54 Custom sedan, $630* 
top, $375* 
"53 Crest 
$525° 
$60 
HUDSON'53 Super Jet 
Wasp sedan, $355* 
LINCOLN 55 Capri Hardtop. 


Crest Hard- 


Victoria, 
2-dr $385". 


$590°, $580*, 
Custom sedan, 


full potential,” Cooper said. 
viewing weaknesses now will en- 
able us to take full advantage of 
the volume markets we expect in 
the near future. 

“Business has been selling off the 


sedan, $205 


$1,- 

(ps) 

MERCURY 
915° 


785° 


‘ST Montclair sedan. 
(ps); Monterey sedan, 
$1,620° (ps) 

"56 Montclair Hardtop, $1,240°: 

tom sedan, $960° (ps) 

55 Montclair Hardtop, $925°: 

rey Hardtop, $915*: sedan 

‘54 Monterey Hardtop, $725*, 

Sun Valley $615* (ps); 
$690° 
NASH —'55 Statesman 2- 
OLDSMOBILE — 58 
610° ‘(ps) 

57 (88) sedan, 

sedan, $2,110* 

"56 (98) Holiday, $1,560* (ps): 

Holiday, $1,340* (ps). 
"55 (98) sedan, $1,275* (ps), $1,025* 
(ps); (88) Holiday, $1,070*, $950. 

"54 (88) sedan 8695* (ps). 

PACKARD 400" Hardtop, $900* 
(ps) 

‘53 Clipper sedan, $200*. 

PLYMOUTH—'58 Belvedere 
Hardtop, $2,310* (ps). 
"ST Belvedere (8S) coupe, 

(ps); Hardtop, $1,500*; conv., $1,- 
690*, $1,650°; Savoy (8) sedan, 
$1,340*, $1,315*, $1,245, $1,235*. 

"56 Belvedere (8) conv., §$1,190*, 

$930; Hardtop, $1,120", $1,045*; 
Suburban, $845; Savoy sedan, 
$820*, $800. 

"55 Plaza sedan, $500. 
PONTIAC—'56 Star Chief 

$1,220*. 

"55 Chieftain sedan, $850*; 

Chief club coupe, $825* (ps). 

'54 Chieftain Catalina, $430. 

"53 Chieftain coupe, $405*, 

"52 conv., $250*. 


RAMBLER—’56 Custom sedan, $1,365*. 
‘55 station wagon, $1,075*. 
'54 station wagon, $795; 2-dr., $400. 
"52 station wagon, $340. : 
STUDEBAKER—'54 Champion 
$360. 
WILLYS—’58 Jeep Dispatcher, $1,100. 
MISC,—’58 Ford Cab and Chassis, $2,- 
705. 
55 Chevrolet 


$1,- 
$1.- - 


Research Group 
Charges Lack | 
Of Tire Standards | 


LEE, N. H. Motor Vehicle 
Research of New Hampshire, after 
testing almost all brands manufac- 
tured, charged a complete lack of 
standards for tires. 

A. J. White, MVR director, told 
a recent press conference, “we 
have been engaged in investiga- 
|tions of all brands and grades of 
tires for several years. The results 
of these investigations show a com- 
plete lack of standards and indus- 
try practices for tires that cost 
motorists millions of dollars an- 
nually. 

“We have found that the inex- 
| pensive grades of most tires are 
stronger than most premium and 
first grades. The word premium, 
when used in connection with tires 
is an excellent clue for tire buyers 
to realize that the word means only 
a premium price and not quality, 
performance or strength,” White 
added. “We feel the industry must 
grade tires by a method similar 
to throwing darts at name squares 
while the buying public foots the 
bill. Basically, a tire buyer will 
receive greater value in a 3-line 
tire than in most premium grades.” 

‘ 





Cus- 


Monte- 
$765° 

$510; 

conv., 


dr., $975*. 


(88) sedan 


$2,- 


(98) 


$2,240° 
(ps). 


(ps); 


(88) 


55 


(8) 2-dr. 


$1,725° 


Catalina, 


Star 


$385*. 





sedan, 





%-ton pickup, $660. 


gion merchandis- 


| industry auto sales in May, season- 


| banks have increased their lending 


| ener than a year ago; steel out- 
| 


| Mexico City for the summer. 
















"Price Is Right in Hastings’ — 


Members of the Hastings New Car Dealers Assn. posed with their products in cop 
nection with the Nebraska city's 10-day drive called “The Price Is Right in Hosting 


Nebrasko." Participating dealers were Pickett Buick, Huntsbarger Ford, A. H. Jong 
Chrysler-Plymouth, Schaaf Pontiac-Cadillac, Kerr Chevrolet, Rose-Kohl Lincoln-Mercury, 


Rossell Rambler, Hastings Motor Sales (Dodge-Plymouth-DeSoto), F. H. Brandy 
Studebaker-Packard and Spady Motors (Oldsmobile). 
: © @ - 2 ie 


‘Prosperous’ Town Conducts Drive... . 
NS 


A Switch on ‘Auto Buy’ 


HASTINGS, Neb.— Dealers and|the Hastings New Car 
merchants here came up with a/Assn. and the Hastings 
novel switch on Auto Buy Now| Trade Assn. 
campaigns which have swept the| | Burton Thompson and Howard 
nation since last February. They | O’Donnell, retail committee co- 
called their 10-day drive in the chairmen, said the Purpose of 
14-county trade area “The Price} the drive was to give folks s 
Is Right in Hastings, Nebraska.” bargain, not to spur the area's 

The drive was cosponsored by| ©conomy. 

——--— - - “Nebraska has not been hit 
deep recession troubles at all,” the 
said. “Our farm economy is th 
best that it has ever been. Busi 
ness is good in Hastings and this 
Midwest farm region. 

“However, Hastings merchant 
and car dealers, believing tha 
business can always be improved 


Dealer 
Retail 


shelf, but the end of inventory 
liquidation is in sight, and produc-| 
tion will have to increase just to 


maintain inventories at their re- 
| even here, feel that their customer 


duced levels.” . ; : 
- jare interested in buying, not be 
Cooper cautioned that employ-| cause of flag-waving ‘musts,’ bu 
ment rates and profit margins are) pocause of price savings. 


not going to return overnight to} 
their boom levels. They said the sales promotion 
was handled in the same manner 


Pointing to the positive side of| ,. in cities where Buy Now cam- 
the nation’s economy, Cooper said: paigns were conducted. 


“This is a time for cautious The Hastin ribu i 
gs T ne publishe 
ee ne, ~~ hich |2 Special “Price Is Right” editiot 
up mn in May, e & June 18 to kick off the promotion 


point for the year. May also The edition carri : 
. . ed eight full page 
marked a decline in unemploy- | o¢ 192 coupons entitling the hold 


ment, with 97 to 98 percent of : : 
: ers to special bargains. Car dealer 
those who had jobs last year still | inserted 1,102 inches of local dis 


employed.” play advertising. 


Cooper told the Ford dealers that ee 
ATA Denounces 

Rail Truck Lines’ 

Haulaway Bid 


WASHINGTON. — The trucking 
subsidiary of Southern Pacific Rail 
way Co. should be denied its rece 
application for temporary authoritj 
to haul General Motors trucks am 
autos from California into seve 
western states, the Americal 
Trucking Assns. contends, becaus 
it has failed to show there is a 
“immediate and urgent need” fo 
the service. 


Pacific Motor Trucking Co 
wholly-owned by Southern Pacifi 
Railway, also failed to show tha 
there is “no carrier service capabh 
of meeting such need,” the AT! 
protest said. 


The railway’s trucking subsidiary 
now has pending application fo 
permanent unrestricted contrac 
trucking rights, covering the sam 
routes sought in the temporal 
authority. The ATA has partic 
pated in those proceedings, askin 
the Interstate Commerce Commis 
sion to deny the grant of unre 
stricted authority. 


At least four, and possibly mor 
independent trucking companie 
now serve the area PMT seeks t 
serve, the ATA protested. Th 
PMT’s latest application, the AT! 
said, is an effort to “prejudge th 
issues now pending” in the earlie 
cases. 


“The application, in fact, seem 
more designed to ‘pressure’ th 
Commission into a decision in th 
pending permanent application pro 
ceedings than a genuine effort t 
disclose a drastic need for tempe 
rary motor carrier service no 
otherwise available,” the ATA dé 
clared. 





ally adjusted, were up about 4 per- 
cent over earlier months. He said 


|ability, and interest rates are 
lower; department store sales in 
early June equalled sales a year 
ago and are approaching a record 
for 1958. 


Heavy construction contracts are 





put is up 30 percent above April, 
and applications for FHA loans 
have tripled since April and are 
the highest since 1950, he added. 


Ark. Parley Shifted 


LITTLE ROCK, Ark.—Dates for 
the Arkansas Automobile Dealers 
Assn. convention have been changed 
to Oct. 25-27 at the Hotel Arlington, 
Hot Springs, Ark. 








Exchanging Ideas— 


T. C. Mallon, right, president, Mallon 
Chevrolet, Inc., Norwich, Conn., explains 


the firm's daily operating controls to 
Alvino Manzanilla jr., son of a Chrysler 
dealer in Mexico City. Manzanilla, a stu- 
dent at Bryant College in Providence, vis- 
ited the dealership before returning to 
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FOUR-WHEEL 
BRAKES 


DUO-SERVO* 


BRAKES POWER POWER 
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CERAMETALIX* BRAKE 
LININGS AND 
CLUTCH FACINGS 


Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF 


Bendix tivisiox South Bend, wo. 








10 





AUTOMOTIVE WASHINGTON 


Defeat of Excise Slash 
Laid to Budget Deficit 


By William Ullman 


Washington Bureau Chief 


TTEMPTS in the Senate to reduce automotive excise 

taxes were defeated by just one thing—the deficit in 
the Federal budget. In offering the bill to extend present 
corporate and excise tax rates for another year, Senator 
Harry F. Byrd, Virginia Democrat, warned his colleagues 
that failure to approve the 
measure would mean a $2.6 
billion drop in Federal tax 
receipts. 

Even with this money coming in, 
Byrd added, his staff expects a 
budget deficit of about $4 billion} 
for fiscal 1958, and an $11 billion| 
deficit in fiscal 1959. 

The floor debate over several | 
amendments to reduce or repeal | 
automotive excises ran into three) 
days. It represented the most 
serious attention that auto excises! 





have received from Congress. in a 
aiie long time. 

It was signif- 
icant that sena- 
tors did not argue 
over whether the 
rates were dis- 
criminatory or 
unfair. It was evi- 
dent that a sub- 
stantial majority 
of the Senate 
thinks they are. 
On the other 





William Ullman 
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1955, General Motors, Ford, and 
Chrysler alone paid 10 percent of 
the entire corporate income tax 
paid in the United States. 


od * * 


Big Dip Seen in Big 3 Taxes 


hand, everybody seemed to agree 
that budget deficits are serious 
business, too. 


What was the crux of the debate? 
Senator Paul Douglas, Illinois 
Democrat and author of an amend- 
ment to repeal taxes on autos and 
other commodities, put his finger 
on it when he stated: 


“I shall argue that instead of 
concentrating all of our attention 
on the deficit in the budget, we 
should think of the deficit in the 
economy. If the economy is in 
good shape, then the tax revenues 
will come in. If there is high un- 
employment, reduced production, 
reduced incomes and reduced 
profits, naturally the taxable base 
will shrink.” 

The real question before the 
Senate, then, was whether the tax 
loss to the Government that would; Michigan. 
result from a cut in auto excises “Not only will those workers not 
would be offset by the tax gains| be paying income taxes,” Monroney 
from an auto-industry recovery. | declared, “but they are drawing 

Senator A. S. Mike Monroney,| down the benefits, meager though 
Oklahoma Democrat, thought the|they be, from the unemployment- 
losses would be offset. He told his | compensation reserves, accumulated 
colleagues he wouldn’t be in favor| through the good years.” 
of repealing the excises if he| Senator Charles E. Potter, Michi- 
didn’t feel that repeal would “result | gan Republican and author of an 
in greater revenues than a continu-| amendment to cut auto excises in 
ation of the burdensome tax .. .”| half, interrupted to point out that 

Monroney pointed out that in|after World War II, Canada cut 


“that automobile sales will fall 
to perhaps 4.2 million this year if 
the tax on the automotive industry 
is not repealed. If that happens, the 
$1,219 million paid by those three 
large companies last year on the 
profits they made—of which Uncle 
Sam gets 52 percent—will decline 
substantially.” 

The Oklahoma lawmaker also 
pointed to the fact that “the 
Government will receive little in- 
come from taxes on the dealers,” 
as well as from dealer employes 
and the 17 percent unemployed in 











ENJAY 


Enjay Butyl is used in the new Willys ‘Jeep’ FC-150 Truck—as 
weather strips, transmission mountings, small extrusions for doors. 


BUTYL 


Improves performance, cuts costs in new ‘Jeep’ 


The new Willys ‘Jeep’ ‘“Forward Control” 
Truck features all-direction visibility. The 
more than 2,700 square inches of glass 
demanded a window-sealing material that 
would stay firm and weather-tight for the 
life of the truck. Supplier B. F. Goodrich 
Co. chose Enjay Butyl for weather- 
stripping because of its exceptional resist- 
ance to weather and aging. A tighter, 
longer-lasting seal is assured by the well- 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N.Y. 
Akron * Boston + Charlotte + Chicago + Detroit « Los Angeles * New Orleans * Tulsa 


known vibration and shock-absorption 
qualities of Butyl—ar important factor in 
this rugged-duty ‘Jeep.’ 

Butyl offers improved quality at low cost. 
More and more automotive manufacturers 
are switching to Butyl. Today over 100 
automotive parts are made with this 
modern rubber. For further information 
and expert technical assistance, write or 
wire the Enjay Company. 


BUTYL 


Enjay Butyl is the greatest 
rubber value in the world. 
It’s the super-durable rub- 
ber with outstanding resist- 
ance to aging « abrasion « 
tear « chipping « cracking « 
ozone and corona « chem- 
icals * gases « heat « cold « 
sunlight « moisture. 
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“yr IS no guesswork,” he said,| Boom Linked to Price Cut 


—. 


taxes three times before the VU. g 
cut her taxes. 


“After each tax reduction, her 
national revenue increased,” Fotter 


claimed. 
* ae * 


THINK it is absolutely proy. 
able,” Monroney continued 
“that if the prices of the popular. 
priced cars were reduced immedi. 
ately by $200 or $300, there would 
be a larger number of cars sold, 
I do not think anyone would dispute 
that statement. If a poll were taken 
on the street, it would be found 
that two out of every 10 people 
would say that they are ready to 
buy at a reduced price.” 


Not everyone agreed. Most out- 
spoken opponent of the would-be 
tax cutters was Senator Prescott 
Bush, Connecticut Republican. He 
said he didn’t believe cutting the 
auto excise from 10 to 5 percent 
would be “a sufficient stimulant 
to help the automobile industry 
back into what might be called 
normal production.” 

Bush was harshly critical of the 
auto makers, and accused them of 
“making cars too big, too fast and 
too costly.” 

The cost of even the most moder- 
ately priced cars, he said, is, gen- 
erally speaking, “out of the reach 
of the working men and women of 
the country.” 

The Connectcut senator warned 
that it will take more than a cut 
in excise taxes to “clean up the 
market of its oversupply of cars; 
it will require something like a 
25 or 30 percent reduction of the 
prices of the cars themselves.” 

* = * 


Tax Reform Need Admitted 


FTER all the crossfire, the stern 
arguments of Senator Byrd 
chairman of the Senate Finance 
Committee, prevailed. While he ad- 
mitted the country could probably 
use some tax reform, Byrd pointed 
to the fact that his powerful com- 
mittee had voted against a move 
to cut auto excises before reporting 
out the bill. 
The Secretary of the Treasury, he 
said, was opposed to any cuts. The 
problem of the deficit had to b 


| faced squarely. 





When the votes were taken, the 
Potter and Douglas proposals, as 
well as other amendments to cut 
auto levies offered by Senator Pat 


| McNamara, Michigan Democrat 


and Senator Estes Kefauver, Ten- 
nessee Democrat, were all licked 


on the floor. 
*. > 


|Driver-Training Aid Asked 


EW-CAR dealers, however gen- 

erous, are not the best source 
of instructional automobiles for 
high-school driver-training courses, 
according to Robert L. Marshal, 
consultant in safety education for 
the Kansas City (Mo.) public 
schools. 

Marshall testified during one- 
day hearings before the House 
subcommittee on traffic safety on 
a bill to provide states with $% 
million in driver-education assist 
ance. 

While many schools have de 
pended on the generosity of dealers 
who have contributed “substan 
tially” to driver training by lending 
practice cars, Marshall said driver 
education “can achieve assured 
continuity” only if schools own 
their own equipment. 

“A nearby county in the State of 
Virginia,” he said, “planned and 
budgeted for a summer program in 
driver education with the expecta- 
tion that dealer-loaned cars would 
be available. The cars are not avail 
able, and the program for this 
summer has had to go by the 
board. 


$51 Million Outlay 
At Timken Bearing 


CANTON, O.—An investment o 
$51 million in new equipment 
facilities covering the next five 
years is being planned by Timke® 
Roller Bearing Co. Approximately 
$13 million of the total is being 
spent this year. 

Foreign operations of Timket 
will get approximately $12% million 
for expansion and improvement 
during the next five years. 

“Timken planned the approprié 
tions for capital improvements fe 
the next five years to improve Doe 
the product and productivity a! 
to maintain a strong compctiti 
position,” a spokesman said. 





Why these front-surface mirrors 
will appeal to your customers 
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E-Z-1° 3-WAY MIRROR Perfect vision for night driving 


SOLD THROUGH NEW-CAR DEALERS ONLY. Now 
standard equipment on top-line Buick* models. 
With this amazing E-Z-I Mirror, headlights behind you are 
— distinct—yet glare-free. You can judge more accurately how 
Pat olcti near the headlights are behind you. No guessing, no blinding! 
Safer! It’s optically better because it’s a front-surface mirror— 
you see only one image. 


[ ) 


er 


—— Not just two positions, but three! 
123 

(1) DAYTIME, you get a clear, soothing yellow-green image. 

(2) NIGHT IN CITY, you filter out low-beam headlight 
glare. 

(3) NIGHT ON HIGHWAY, you de-glare “brights” behind 
you. 


CROMIR® OUTSIDE MIRROR 


Perfect vision in clear or rainy weather 


SOLD THROUGH NEW-CAR DEALERS ONLY. 


Cromir is an outside-mount, front-surface, chromium-alloy- 
type mirror. It provides clean, sharp, single images. No ghost- 
ing! No blurred reflections! A Cromir gives you better day- 
night vision than ordinary back-surface mirrors. It’s clearer in 
wet weather because moisture droplets run off, don’t cling. 
The mirror is guaranteed for as long as the first driver keeps 
the car. Available from manufacturers of outside mirrors. 


*Also available from Accessory Department. 


7 LIBBEY-OWENS-FORD 
or: a Great Name in Glass 


LIBERTY MIRROR DIVISION - Brackenridge, Pennsylvania 
GLASS Tune in THE PERRY MASON SHOW, Saturday Nights, CBS-TV Network 
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Capsule Comment 


While voting relief on transportation and freight excises, 
the Senate has turned thumbs down on a cut in auto, truck 
and parts levies. 

Seems like everyone gets help but the auto industry. 
Is the industry's approach too stuffy and realistic? 


Scrapped last year were 4.8 million cars, trucks and buses, 
slightly below the 4,948,000 consigned to the heap in 1956 
= the fifth straight year that scrappage topped four mil- 
ion. 
Yet indications are that this year’s production of cars 
will barely exceed scrappage of 4.2 million. 
7” > 


When and if imported car sales capture 10 percent of the 
U.S. market, American makers will view the situation with 
concern, says Byron Nichols, Chrysler auto group vice- 
president. 

Previously, auto makers had referred to 5 percent as 
the “concern point”; percentage of the market reached 7 


percent in April. tio 
* 


Reduction in the new-car stockpile is progressing so 
smoothly, dealers report, that some outlets now see the pos- 
sibility of cleanup time shortages, an AUTOMOTIVE NEws 
survey finds. 

It’s either feast or famine. F 

All Big Three manufacturers have now halted factory- 
subsidized new-car sales to state, county and municipal 
governments. 

Thus ending auto industry subsidizing of the nation’s 
taxpayers. 
* * * 

Despite the fact that service business is running well 
ahead of last year, new-car dealers seem to be passing up 
ways to hike. backshop profits, an AUTOMOTIVE NEws survey 
shows.. 

Missing a golden opportunity while new-car sales are 


depressed. 


West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 


Aug. 1!7-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 


Sept. 5-7—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 


Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 


Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

. 8 — New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 

Sept. 21-22—Kentucky Automobile Dealers 
Assn., inc., Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 


Sept. 21-23—New York State Automobile 
ealers, Lake Placid Club, Lake Placid. 


Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 


— 21-23—New York State Automobile 
alers, Inc.. 35th Annual Convention, 
L&ke Placid Club, Essex County, N. Y. 


Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 


Oct. 25-27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 


Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. £6-0—Siiesionippt Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 
mobile Dealers Assn.. Edgewater Beach 

Hotel, Chicago. 


Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 


Dec. %Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4—Nationa!l Automobile 
Dealers Assn., Chicago. 






Letterbox 


‘Stop Passing the Buck’ 


After 40 years in the automotive 
industry as an independent garage 
operator, a car distributor and in 
sales and service executive posi- 
tions with GM and Chrysler Corp., 
and now as a supplier to factories, 
dealers, car and truck owners, I 
write hoping this letter will be pub- 
licized. Your paper has wide dis- 
tribution throughout the industry 
and is well read by factory person- 
nel and dealers. 

It is to these two groups I 
direct my remarks: Stop passing 
the buck. Stop damning cus- 
tomers. 


_ = [atone Rene In my early factory training 
under Dick Grant, I was trained 

. * - to: 
Auto Shows 1. Respect dealers as customers. 


2. Respect dealer employes as 
our customers’ employes. 

3% Respect car owners and the 
buying public at large as our deal- 
ers’ customers and, of course, in- 
directly customers of the factory. 

How far we have strayed. In 
recent weeks I have heard some: 
1. Factory field men damn their 
dealers (their customers). 

2. Dealers damning the public 
(their customers or prospective 
customers). 

And worse still, I have heard the 
same factory personnel and dealers 
damning salesmen (the customer or 
owner contact man.) 

As general parts and service 
manager of Pontiac, in Bill Blee’s 
day, my job primarily was to 
develop good customer relations— 


Oct. 419—Texas State Fair Automobile 
Show, Dallas. 


Nov. 5-1é—Turin Auto Show, Turin, Italy. 


Nov. 21-30—Cleveland Auto Show. Public 
Hall, Cleveland. 


Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 

Jan. 17-25—Chicago Auto Show, 
national Amphitheatre, Chicago. 


Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 


Apr. 61!—Denver Auto Show, 
Auditorium, Denver. 


Inter- 


Denver 


General 


Aug. 13-17—Rod and Custom World's 

Pir, Industrial Arte ‘Bide " Gastere relations with dealers and rela- 
setes Exposition, West Vsringfield, tions with owners through dealer 
ass. 


sales and service personnel. 


In those days (back in the early 
’30s) I had a technical assistant re- 


Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 


20 Years Ago i 


The Big Stories 


Production of cars and trucks in the U. S. and Canada during May, 
1938, totalled 210,183, compared with 540,377 for the same month 
the year before. The U. S. accounted for 192,068 units. 

Top cars in registrations this week in 1938 were Chevrolet, 194,766; 
Ford, 166,924; Plymouth, 107,498; Buick, 65,375; Dodge, 44,780; Pon- 
tiac, 41,369; Oldsmobile, 38,816; Packard, 20,949, and Chrysler, 20,637. 
Total registrations. were 789,735 compared to 1,579,561 the year before. 

Largest capacity passenger vehicle for public carrier service, with- 
out the use of tracks, was announced by Twin Coach Co. The unit 
carried 58 persons on a single deck and was designed to run as an 
electric trolley coach or by diesel-electric propulsion. 

—From the files of Automotive News. 





‘2 Things Too Many..... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


"| like the calm way the new salesman makes a sale— 
put your hand on the car and you can feel his heart 


pounding.” 


















sponsible for product care an 
technical training. Care of people 


(good customer relations) I con 
sidered my most important job. 

I adopted the same policy 
general service manager of all d- 
visions of the Chrysler Corp. 

How far would I have gotten a 
an independent garage operator in 
the early ‘20s damning customers 
Today, as an owner of a success 
ful parts-jobbing business, how 
long would I last pointing fingers 
at wholesale and retail parts buy- 
ers? 

Today, as an owner of an automo 
tive sales promotion and merchan- 
dising agency, producing customer 
relations programs, I would not 
get to first base running down my 
customers. 

Why should certain factory field 
personnel and, for that matter, 
some dealers feel they might 
get by even in spite of their 
unhealthy attitude toward cur 
tomers? 

So I say: Stop passing the buck 
Factory men: Dealers are OK 
They’re good buys needing enthv- 
siastic leadership, sound help and 
direction. 

Dealers: Stop believing all own 
ers or prospective buyers are out 
to get you. Most of them are de 
cent people and will respond 
kind, friendly and decent treat 
ment. 

And, most important of all—stop 
condemning retail salesmen. Most 
of them are good American citi- 
zens with families like you and 
me. They want to make a goo 
living, but many are dying on the 
vine for want of: 

1. Enthusiastic management sup 
port and leadership. 

2. Easy to operate and effective 
sales tools. 

You talk about the roaring 
20s and the money made by caf 
and truck factories, dealers amd 
salesmen in those good old days 
Well, items 1 and 2 above are 
primarily what produced the 
results. 


In the same good old days, #@ 
unkind word said about my com 
pany—Chevrolet, a Chevrolet cealet 
or, for that matter, the Chevre 
car—meant fight. We were loyal 
all three. 

There is no substitute for enthw 
siastic leadership, love of company 
and product if factories and deal 
ers are to succeed. 

There is no substitute for bein 

(Continued on Page 40, Col. 3) 
















Is Good For 
Rambler Dealers 


LF Rambler Sales are smashing ALL Records... 











up 78% over last year. 


leader . . . lowest first cost, lowest operating cost, 


Rambler Dealers sell the acknowledged economy 
t highest resale value. 


a Rambler Gives the new car buyer what he wants 
le LF ...- American Big Car Room and Comfort 
Combined With European Small Car Economy 





a and Handling Ease. 

rs RAMBLER DEALERS CAN SELL 10° 
te LF A CAR FOR AS LITTLE AS ‘4 a 
ight *Yes! You can sell a Rambler American DeLuxe Sedan at the full factory 

1 suggested delivered price, equipped with Directional Signals, Reclinin g Seat PER MONTH 


and White Sidewall tires — tediion finance charges at 6% on a 36. eet 
contract, 44 down, for $40.10 a month. 
This, of course, does not include freight, insurance or state and local taxes. 


Wouldn’t You Like To Be Selling These 
Red Hot Sales Success Cars of The Year? 





We have the Product for the 
; Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 

about the Rambler franchise. | understand that | am under no obligation 

and my inquiry will be held in the strictest confidence. 


é Expanding ( ompact Car Market... 
YOU Have the Opportunity! 











Rambler Franchises Also Available In Canada and Important export markets. Sten’. emage 2 <- oa 


In Canada write to: American Motors (Canada) Ltd., 2951 Donforth Ave., Toronto. 





p-------------- 


'Here’s Why Business 
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The Man Behind the Wheel... 


Sales Testing the New Models 


Eprror’s Note: This is another 
in a series of articles which will 
report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
2,000 miles over seven days. 

+ * + 
By L. H. Houck 
Travelling Correspondent 

HE old and honored name of 

Dodge has had new halos 
added by Chrysler Corp.’s superb 
1958 Swept-Wing models. Public 
acceptance has been impressive 
and performance has been out- 
standing. 

The Custom Royal sedan with 
Torqueflite automatic transmis- 
sion was driven 2,000 miles and 
turned in a wonderful perform- 
ance. Smooth, swift and sure- 
footed, it is a car that makes 
friends quickly and, as past rec- 
ords indicate, does an excellent 
job of holding its friends. 

About the only improvement I 
could think of would be to teach 
this Dodge more about natural 
sciences because this Dodge 
thinks the world is flat. It doesn’t 
know there are hills and even 
mountains in our fair land. 

Because so many who have 
reached the so-called age of discre- 
tion remember and even revere the 
name “Dodge,” the nostalgic his- 
torical background is interesting. 

It also is important when you 
consider that its halo has been 
brightened each year with improve- 
ments and advanced engineering, 
so that the last model is the best 
Dodge ever produced in spite of 
the aura surrounding the “good 
old days.” 


> > > 


Over 2 Million on Road 


CCORDING to the Automotive 

News 1958 Almanac, there were 
2,575,530 Dodges, dating back to 
1939 models, on the road as of last 
July 1. Of course there are a 
handfull of vintage Dodges operat- 
ing under permanent vintage 
licenses which are not shown. 


Dodge has more than 3,000 
dealers in the nation to provide 
service, and Dodge won the 
Detroit-Miami economy record 
with 22.9 miles per gallon. 

The first Dodge, a touring car 
that negotiated both hills and deep 
mud, appeared in 1914. I once 
owned a 1917 or a 1916, on which 
the rear wheels were attached to 
the axle shafts with tapered pins 
instead of threaded nuts and cotter 
keys. 

Twelve years old at that time, 
the car only required gasoline and 
now and then a smell of oil. It 
seemed that when all others quit, 
the Dodge responded at once to the 
12-volt starter, come rain, snow or 
sunshine. It should have borne the 
old slogan of the ancient Jackson 
car: “No hill too steep, no sand 
too deep.” 


. . 

Goes for Spin in °19 Model 
oyeeuet just the other day, Jos 

Katz, co-owner of Elliott Motor 
Co. (Dodge), and a collector of 
Dodges, took me for a ride in his 
1919 Dodge that runs every day. 
Joe’s regular Dodge is a 1938, but 
he’s restoring a 1916. Unless you've 
tried it, you’d be surprised how well 
these ancient, quality-built cars 
perform. 

And in the light of Dodge’s 
glorious past, when you can say 
that new halos have been added, 
the statement means something. 

Just as an auto must have its 
beginning with a manufacturer 
who has vision, its performance 
in the hands of its ultimate own- 
ers must rest in the hands of the 
dealers who sell it. The more 
than 3,000 Dodge dealers are a 
hand-picked crew who have out- 
standing qualifications, as every 
Dodge owner knows. 











that these dealers are dedicated to 
serving the customer with the 
highest type of service at the most 
economical prices in each com- 
munity. 

This aim of rendering service is 
extended throughout each dealer’s 
organization and to the men in the 
shop. 

The factory’s Dodge service man- 
ual, which is used in the service 
departments of Dodge dealers, is 
dedicated to service in this excel- 
lent manner: 

“This manual is dedicated to the 
thousands of Dodge technicians all 
over the world . . . who enthused 


with their responsibility to the mo- 
toring public, constantly search for 
knowledge and new service methods 
in 


the increasingly complicated 


Car Tested: 
DODGE 


Model: Custom Royal, LD3-H, 
sedan. 

Engine: D-500, OHV 90 degree 
V-8, 305 h.p. at 4,600 r.p.m. with 
4-barrell carburetor. Taxable 
h.p. 54.3. Bore 4.12 inches, stroke 
3.38 inches, displacement 361 
cu. in., compression ratio 10 to 1. 
Premium gas required. 

Pistons are U-slot, elliptically 
turned, (cam ground), tin- 
plated, aluminum alloy, ther- 
mally controlled by steel band, 
each weighing 24.4 ounces as 
compared with 15.8 ounces for 
the Dodge 6. Piston pins are 
high manganese steel, pressed 
fitted in rods which are of man- 
ganese drop-forged steel. Con- 
rod bearing is lead base on 
steel on D-500 special police 
cars, otherwise bimetal grid re- 
movable precision type. 

The D-500 has a rubber- 
dynamic engine damper, big 
crankshaft bearings 2.63 inches 
in diameter, with 2.06-inch 
crankpin journal diameters, 
with end thrust taken by No. 3 
main bearing. 

Camshaft is hardenable cast 
iron with cams and drive gear 
for distributor and oil pump 
cast integrally, which means 
they can’t slip out of time in re- 
lation to camshaft timing or 
come lose. 

Intake valves are silicon- 
chromium steel, with head di- 
ameters of almost two inches. 
Big valves increase breathing, 
insure quicker removal of ex- 
haust, better intake, longer life 
for valves and overall better 
performance. Lift is .390 inches, 
or 25/64ths, which is over %. 

Carburetor, Carter 4-barrell; 
generator, 12-volt Auto-Lite; 
battery, Willard; starter, Auto- 
Lite; solenoid switch, Bendix 
antilockout. Starter operated 
from Neutral button on push- 
button keyboard. 

Transmission: Torqueflite, 
which combines a torque con- 
verter and an automatic three- 
speed planetary gear box. 
Control consists of five push- 
buttons located to the left of 





















































| the first time that the present car 





the steering wheel—R, N, D, 2 
(second) and 1 (low.) 







skill 
chanics . . 


of modern day auto me- 


” 
* * * 


Road Tests Urged 


N ADDITION, mechanics are 

asked to road-test each vehicle 
prior to service, to verify a cus-| 
tomer complaint and to make sure | 
the complaint is based on adequate | 
knowledge, and also for the pur- 
pose of discovering any other} 
minor adjustments that will make | 
the car a still further pleasure to 
own. 


I have had the pleasure of 
interviewing Dodge dealers all 
over the country in connection 
with my regular work, and they 
are without exception a fine 
bunch of successful businessmen 
who realize their responsibilities 
to the Dodge owner and who 


enjoy making his ownership of | 


Dodge a pleasure. 


Now, more about the Custom 
Royal sedan with the famous D-500 
engine that I drove. Every so often 
you fit yourself in a seat and be- 
hind a wheel in which every di- 
mension seems especially tailored 
to your own pleasure. 


You take the wheel and find this 
sensation carried out in the ease 
of steering, the quiet power of the 
engine, the way it makes play of 
tight spots in city traffic. Because 
all of these outward sensations of 
ease and confidence in driving 
comes from inward engineering 
and design, it is hard to put your 
finger on one thing and say it is 
responsible. 

When we think about a modern 
auto along those lines, we soon 
realize that all the past history, all 
the past engineering and design is 
culminated in the seat in which 
you are now sitting and you find 
it good. You may realize fully for 


is the result of thousands of 
changes, dimensions and selections 
of materials made through the 
years by countless engineers and 
artisans, 

f * > 


Small Things Add Up 


A> then as you give this Dodge 
more thought, you realize that 
it is the many pleasing small things 
that contribute so much to your 
sense of comfort and complete 
safety behind the Dodge wheel. 
For instance, I was tooling 
back north from a southern trip 
when dark overtook us for the 
first time. I turned on the park- 
ing lights early and noticed an 
almost completely dark dash and 
mentally thought that the dash 
lights were out. Now I want 


Easy on the Eyes— 


The rear-view mirror on the Dodge 
sales-test car was mounted on the dash 
and aligned for a full view through the 
rear window. The instrument panel is 
backlighted in green at night, increasing 
visibility of the panel indicators. 
Torquefiite keyboard is at 
where children can't reach the push- 
buttons while the cor is ie operation. 

* 


this system of lighting was most 
pleasant and restful. 

Another little thing that I liked, 
and which I think is very valuable, 
is the audible tick of the direction 
signals. You not only see the indi- 
cators but you can hear. them click. 
If the indicated turn has not been 
enough to throw the rachet, you 


lean turn it off by hand to avoid 
| misleading another driver. 


Drivers Use Signals 


URN signals are fine as long 

as they mean what they say, 
but you only have to drive a little 
to see a car blinking signals that 
are not true. Many drivers now use 
a signal to indicate to another 
driver that his blinker is on when 
it should be off. 

So if a motorist passes you and 


left signal lights on a few times, 
he’s trying to tell you to turn one 


hollering into the wind. I have 
had an idea of sending the idea 
of incorporating a buzzer in this 
circuit to the manufacturers to 
get an audible signal, but the 
loud click is much better. 

There is another improvement 
that shows the extra thoughtful- 
ness of the designers. The hand 
brake is equipped with a red warn- 
ing light on the dash. This is not 
so unusual, but Dodge has incor- 





speed indicator warning in the 
same light. 

When it warns of speed over the 
setting, this same red light blinks. 
When it warns of the brake, it 


stays on. The point here is that 


same place, so any kind of a light 
there is a warning of some kind. 

Before I leave the little things 
and go to the big things, there is 
the spring clip inside the glove 
box for registration papers, driver's 
\license or any other pertinent 





lights on the dash on cars that I 
drive because I watch the dash 
and its instruments. 


I don’t want to overcome this | 


habit as did a man to whom I once 
talked. He said he had burned up 
an engine because it had no oil 
pressure due to a broken line. He 
said he had never formed the 
habit of looking at the indicators 
on the dash. 

After it grew a little darker, I 
was treated to the best-lighted 
dash you could ever find—one in 
which the numerals and indicators 
are backlighted in green. I found 

7 - 





The Best Dodge Yet, Tester Says— 


Mrs. L. H. Houck, wife of Automotive News’ travelling correspondent, is at the 
wheel of the Dodge Custom Royal tested by Houck. He called it the “best Dodge yet,” 
Not all of them know, however,| and Mrs. Houck praised the car's easy handling and responsive engine. 


‘ 


| papers. It’s one of the handiest 
| gadgets you could possibly use. 

The rear-view mirror is mounted 
on the dash and provides an ex- 
cellent, unobstructed rear view of 
the highway. A clever idea is the 
ash tray that rotates horizontally 
from closed to open position. 

- > > 


D-500 Engine Is Tops 


T= D-500 engine, next to the 
Police Special, is Dodge’s top 
engine. In construction and per- 
formance, its blood brothers, Ram- 
Fire V-8, Super Red Ram V-8, Red 
Ram V-8, prove their kin with 
similar performance. The main 
differences are in dimensions and 
carburetion. 

For instance, the Police Special 
is usually a D-500 with two four- 
barrel carburetors instead of one, 
and labeled Super D-500. The 
point is that all are sons of a 
legitimate marriage, with no 
woods colts in the line. 

These engines have big valve 
diameters, an important feature of 
modern engine design when you 
remember that a valve can only 
transfer its heat to the cylinder 
block or head through the valve 
seats, guides and tappets to the 
cooling system, Cam is 2 high lift, 
more than %ths of an inch. Com- 
mon cause of intake and exhaust 

valve failure is failure to transfer 
this heat and this design minimizes 
that possibility. 

This D-500 engine is one of the 
finest and most efficient engines to 
be designed by Chrysler Engineer- 


The | 
the far left) 


alternately turns his right and | 


both warnings are located in the) 








| 





porated the warning light of the) 


| 
| 
i 


| 


| 
| 


ay 
ing, and one of its new features jy 
reduction in weight. The engine 
block is recessed at the front tp 
form an integral timing chain cage 
The crankshaft center line ha, 
been raised three inches which 


provides more rigid support for the 
crankshaft and a new torque cop. 


verter housing. 
* * = 


Cylinder Heads Lighter 


—— engine oil pump and igri. 
tion distributor are both ex. 
ternally mounted at the front, ang 
the oil filter attaches to the gj 
pump. Cylinder heads which Sarry 
the valves are lighter and there js 
a wedge-type combustion chamber 
Each head is held securely to 
the block with 17 bolts, and spark 
plugs attach to the cylinder 
heads in a horizontal plane, under 
the exhaust manifolds so that 
they center in the wide section 
of the combustion chamber. 
Single rocker shafts support light. 
weight pressed-steel rigid rocker 
arms, and weight reduction 
further increased by reduced vol 
ume of coolant in the full-length 
water jackets and series-flow cool. 
ing system. This is the secret of 
the quick warmup. Rocker coven 
are held down by flange bolts. 
Significant improvement and one 
of value to the owner is that the 
new design provides greater acces. 
sibility to most parts. Easy acces- 
sibility means fewer man hours in 
the shop and that means a saving 


|to the owner. 


Engines have to have periodic 
maintenance work. Tappets on this 
engine can be removed without 
disturbing the intake manifold o 


|cylinder head. Oil pan can bk 


dropped readily and the valve 
tappet chamber cover is integra 
with intake manifold gasket. Th 
money savings possible here ar 
important. 

: > * 


Valve Lifters Are Quiet 


yave lifters are hydraulic and 
of yours off. So much better than | 


are designed for efficient and 
quiet operation over indefinite pe 
riods without requiring any special 
attention. 

The owner or prospective buyer 
is perhaps more interested in the 
engine’s performance than its 
specifications. In my trial run, 
this engine idled noiselessly, ac- 
celerated at feather touch on the 
throttle and carried its load up 
hill and down without apparent 
effort. 

I'm sure everyone must hav 
driven cars in which it seemed a 
though he was doing all the work 
This is a psychological effect, prob 
ably, but tiresome nevertheless 
Then other vehicles seem as free 
as a bird and drive without effort 

This Dodge was in that latte 
class and seemed to think the 
world was flat because up hill o 
down, it was just the same. This 
effect, I imagine, is achieved Wy 
the balance between engine powe 
and vehicle weight, so that ther 
is a proper reserve power. For my 
purpose in getting from one plac 
to another all in one piece, th 
Dodge seemed to operate almost 
entirely on the first third of th 
throttle and this probably «a 
counted for the good gas mileag? 
I obtained. 


. > > 
Torqueflite Is Tops, Too 
T;Ts= Torqueflite transmission 

with its compact keyboard ® 


the left of the steering wheel, i 
(Continued on Page 39, Col. 1) 
. . > 





Handy Gadget— 


This simple clip board in the glove 
compartment of the 1958 Dodge Cusio# 
Royal is a handy gadget for car pape 
and maps. 
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386 out of every dollar spent on automotive products 1s 
spent by households that read a single issue of LIFE 





ADVERTISED IN 


onty td 








LIFE gives you a vast, sure and responsive market every single 
week. The average issue of LIFE is read by 15,320,000 house- 
holds—31% of all U.S. households. And these 31% buy 38% 
of all automotive products. 


What a market. And what a selling opportunity, when you 
know for certain that you can reach 38¢ out of every con- 
sumer dollar spent for these products. 


These newly released figures from LIFE’s Study of Con- 
sumer Expenditures reaffirm what LIFE advertisers already 
know: that all across the country, people who read LIFE are 
the people who are receptive to selling messages... the peo- 
ple who actually do the better-than-average purchasing. 


No wonder in 1957 U.S. passenger car manufacturers invested 
more dollars and bought more pages in LIFE than in any 
other magazine...and again in the first quarter of 1958. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by U. S. 
households for consumer goods and services in 1956. 


gives you so much selling support... so swiftly, so surely 
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from an automobile dealer for 
$3,360. Although the automobile 


Lawsuits Affecting Dealers... Sat Sian aiven erase than 6400 


miles, the speedometer had been 


Court Decisions og a 


$750 damages, and said: 
not protect an “There is substantial evidence to} 
automobile dealer} establish each and every one of the} 
who practiced )essential elements of actionable 
fraud. Further-| fraud. The representation of de- 
more, it has been fendants (dealer) . . . constituted 





— 


owner. Last month a higher court 
held that a finance company may 
be a holder “in due course” gj. 
though its officials had knowledge 
that the automobile dealer who ag. 
signed the note or bank check: had 
been involved in irregularities pre. 
viously. 

For instance, in Security Fi- 
nance Co. v. Kone, 307 S. W. (2d) 
163, the testimony showed that 
one Chapa was doing business as 
Chapa Motors Co. Chapa was in 





By Leo T. Parker 
Attorney at Law 
OHN DORSCHEL, president of 
Dorschel Buick Co., 68 Genesee 
St., Rochester, N. Y., wrote asking 


whether a dealer who sets a speed- my experience in|, ¢aise representation of a ma- : a 
t bile higher court cases : ~ bad financial condition and he 
ometer back on a used automobi mnt > ie fae terial fact. wus iiitine autoosshtle tition, Sil 


is protected against any liability 
by a clause in the contract or order 
form which states: “No represen- 
tation is made as to the extent such 
car has been used regardless of 
the mileage shown on the speed- 
ometer of said used car.” 


The answer is: Such a clause will 


of an automobile ae fact was known to Security Fi- 


is deceived by im-| Endorser Not Liable nance Co, 

peer ee = RECENTLY a higher court held | In other words, the officials of 
a einer aie 4 that a person who endorses a | Security Finance Co, knew Chapa 
liable for the| note above the printed form is was taking the money he had re- 
r : : casall b e ; . ceived from one automobile and 
difference between the value of the | °t liable if the principal debtor Maybe we shouldn't have just | using it to clear the title to a 

|automobile and its value with! fails to make the agreed payments. = in and said we'll take that | aicecrent automobile. 
Improved Auto-Moly actual mileage. in other instances, | oo oo 2 ww (aa) : A man named Kone purchased 
tg| Sellers have been held liable for| Rivers otors, - Ge) from Chapa Motor Co. two Chev. 
Improved ae ee greater liability. And, also, the| 9% — Pay yy ant, > The higher court held Flowers not| rolet automobiles and Chapa took 
prevent wear, galling an Sesemns | purchaser may rescind the purchase | one Flowers for the amount due liable as an endorser. Kone’s bank checks in the sum of 























of fine machined surfaces in en- on a promissary note which : : 
tne and contain aires mag. | ontrack _ Flower hed ened FEM Se nbmtbte. ‘Oa Tin 
nesium to prevent “acid etching,” For instance, in Cays v. Daniel, During the trial, proof was given Holder in Due Course Ghana pound ts deliver t teal 


according to Pacific Lubricants Co.,| Co., 283 Pac. (24) 658, the testi- | that Flowers had signed his name|"[‘HE law is well established that|{,. certificates of title to. these 

5807 E. Beverly Bivd., Los Angeles} mony disclosed that a man named (on the back of the note above the a holder “in due course” of @| two automobiles but has never done 

22, Calif. Cays purchased an automobile | printed forms for endorsements.| note or bank check is its absolute|.. Kone sued Security Finance Co, 

which had financed the automobile. 
* * > 


Kone Loses Fight 


HE lower court held that Se. 
curity Finance Co. was a holder 
of the bank checks “in due course” 
and therefore Kone could not re 
cover the money or the title to 
the two automobiles. The higher 
court approved the verdict, saying: 

“There is evidence that in ac- 
cepting the Kone checks the fi- 

nance company paid a valuable 
consideration without notice of 
any defect or flaw in the title of 

Chapa to the Kone checks, and 
thus became a holder in due 
course.” 

With respect to knowledge of 
officials of the Security Finance Co. 
that Chapa had been in the habit 
of “kiting” automobile titles, the 
higher court said: 

“It was the duty of the jury t 
weigh this evidence and determine 
whether or not, under all the facts 
and circumstances, appellant (Se 
curity Finance Co.) was a holde 
in due course of the checks. 

“The instruments here involved 
were complete and regular upon 
their faces; appellant (Security 
Finance Co.) paid value therefor; 
and at the time the checks were 
transferred to appellant it had no 
actual notice of any infirmity in the 
checks or defect in the title to 
Chapa.” 


Ford Co. Puts 
$143 Million Into 
New England 


BOSTON.—Ford Motor Co. and 
its dealers will contribute mor 
than $143,850,000 this year to the 
New England economy, according 
to Richard S. Boutelle, Ford div- 
sion Boston district sales managet. 

Speaking as chairman of Ford’ 
New England area community re 
lations committee, Boutelle told 
members of the Boston Metropol 
tan Ford dealers Assn. that the 
company will spend approximately 
$100 million in local purchase 
throughout New England during 
1958. He added that this did not 
include “additional millions” which 
will be spent by the 567 Ford 
Mercury, Edsel, Lincoln and tractof 
and implement dealers for tools, 


‘ ° parts and services. 

| She'll help you close the sale...she recognizes <aiee baie “de tt tn 

with more than 3,000 local Ne¥ 
England suppliers who employ a> 


tne bea uty and comfort in proximately 100,000 persons,” he 


said, “and will help stabilize em 


upholstery of Du Pont Nylon payment ond income fe mag 














She already knows and loves the beauty and comfort of upholstery of Du Pont nylon in her Watch Logs 700 Miles 


own furniture. Nylon upholstery, whether in her home or car interiors, offers her the all-season —Doesn’t Miss a Tick 
MONON, Ind.—Garage Mechanic 


comfort of woven fabrics plus beauty and practicality. And versatile nylon brings all these other Mike Stiller found e weistwatch 


- 


advantages to upholstery fabrics: longer wear . . . easier care . ..a new look that lasts longer . . . side an auto tire he was repairing 
a wider selection of colors, designs, textures. Point out all the extras Du Pont nylon gives eee” to Bernie McComms 
automotive upholstery. It helps sell your customers . . . helps close sales! McCombs identified the watch # 


his and said he lost it while re 
pairing the same tire several weeks 
before. The self-winding wa 


SELL UPHOLSTERY OF DU PONT NYLON [filmnning, had traveled 700 mle 


mee 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY aan 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


Aluminum Engine Due 
As *60 or ’61 Sensation 


By Joseph M. Callahan 
Engineering Editor 
TLANTIC CITY.—“The aluminum engine is imminent.” 
This was the statement of a GM engineer at the Society 
of Automotive Engineers’ summer m :eting and this was the 
general attitude of the assembled en:sineers. 


How soon is imminent? Several high officials predicted | 


Sige 
that it would be produced the debut of these engines for sev- 
next year for some ’60 Cars. | crai years at least. 

Others felt that it would first | _ 
appear on the ‘61 or '62 cars— AT’S so desirable about an 
which is still just around the cor- aluminum engine? 
ner in the engineering world. Speaking broadly, its proponents | 
The aluminum engine was so| feel that by reducing engine weight | 
generally accepted as a part of the 
auto industry’s future at the meet- 
ing that no one contested its even- 
tual arrival. The principal argu- 
ment was “How are we going to 
manufacture it?” 


Of course, an all-aluminum alloy | 
engine for volume production poses 
a number of serious problems 
whose solutions have not been 
found. Or if they have been found, 
they have not been publicly re- 
ported. 


will set off a chain of reactions 
that will 
automotive engineers’ current prob- 
lems and many of the criticisms 
currently being leveled at the in- 
dustry. 

A. D. Reynolds, vice-president 
of Reynolds Aluminum Sales Co., 
said: “For every pound of engine 
weight that you eliminate, you 
can eliminate three to four 
pounds of total car weight. For 
instance, an aluminum engine 
will require lighter engine sup- 
ports and a lighter frame.” 
Reynolds also said that an alu- 


* * - 


ed the advantages of the alu- 
minum engine are considered 
to be so substantial and of 80 | 
much value to the auto market in| 
the next several years, that it is 
assumed that enough attention will | 
be given to these problems so as to 
eliminate them or at least minimize 
them. 


There was considerable evidence | 
that Charles A. Chayne, General) 
Motors engineering vice-president, 
and Dr. Lawrence R. Hafstad, GM 
research vice-president, had not) 
understated the situation when 
they said, in introducing three 
experimental V-8 aluminum engines 
earlier this month, that: 


“We consider these three ex- 
perimental engines a significant 
breakthrough, comparable to the 
1947 announcement of GM’s first 
highcompression experimental en- 
gine. Already they have under- 
gone successful GM standard 
tests in the laboratories and on 
the road.” 


Hafstad called the aluminum en- 
gine “another look down the road” | 
similar to the gas turbines and the 
free piston engine, but the con-| 
sensus at Atlantic City was that! sion, 


- 


| to talk about automotive research. 


from the audience. RIAS, which 
is supported by Martin Co. of 
Baltimore, is the country’s first 
important business concern de- 
voted exclusively to basic re- 
search, 

Throughout the informal discus- 
which broke up after two 


30 percent or some 200 pounds they | 


eliminate many of the| 


Also participating was Welcome Bender, vice- 
president of RIAS, Inc., and a number of other 


Sa engineers who spoke ®—————— 
cn » audience, there were few areas of|and money in the auto industry. 


| 


the aluminum engine will postpone | hours to the visible regret of the| 







































































































































One of Industry's Rare Women Engineers— 





Mary Virginia Sink, one of 10 or 12 female engineers in the auto industry, takes 


a dynamometer reading in the Chrysler Corp. engineering lab. 





minum engine could give up to 40 
percent greater fuel economy, that 
aluminum’s greater thermal con- 
| ductivity would reduce pre-ignition, 
that acceleration will improve con- 
siderably, that engine weight can 
be reduced 55 to 60 percent by 
designing with aluminum and that 
}great tool savings can be made 
because an aluminum-cutting tool 
|can cut a half million pieces with- 


out replacement. 
| ” «+ * 


More Advantages 
i potential links in this 





chain reaction are (1) more ef- 
fective brakes (because of lighter 
overall weight), (2) less engine 
knocking or higher compression 
(because aluminum’s greater ther- 
mal conductivity will permit lower 
octane fuels), (3) reduction or 
elimination of the tunnel (because 
a lighter engine will permit move- 
ment of the transmission or engine 
or both to the rear) and (4) better 
fuel economy (again, because of 
the lighter overall weight). 

The more zealous aluminum sup- 
porters feel that after the auto 
makers experience the advantages 
of the aluminum engines, they will 

(Continued on Page 22, Col. 1) 


Big Three Chiefs Agree on Its Importance a6 


Basic Research Gets SAE Stress 


TLANTIC CITY.—One of the most unusual and 
rewarding sessions of the Society of Automotive 
Engineers’ summer meeting here was the one en- 
titled “Industrial Research—Where Is It Going?” 
Most remarkable about this panel discussion was 
that for the first time the three top research officials 
of the Big Three — GM’s Research Vice-President 
Lawrence R. Hafstad, Ford’s Director of the Scien- 
tific Lab, Michael Ference, and Chrysler’s Chief Re- 
search Engineer George J. Huebner jr.— got together 





L. R. Hafstad 


disagreement and practically no 


| mention of individual manufactur- 


ers. 

However, one of the numerous 
| speakers pointedly remarked that 
|it was an accepted fact that only 
one of the auto makers was doing 


| sufficient basic and applied re-| 


search. 
£ > * 


yas company is General Motors 
which is doing a much greater 








TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 


Recession Signs 


At SAE Meeting 
— were a good many signs 
that the recession has hit the 
engineering ranks as well as the 
production lines at the Society of 
Automotive Engineers’ summer 
meeting in Atlantic City earlier 
this month. 

Approximately 800 SAE members 
and guests registered for the meet- 
ing this year — down somewhat 
from previous years. And of these, 
a substantial percentage were freed 
from their jobs for only two or 
three days. 

Attendance at the various ses- 
sions noticeably declined as the 
week wore on. This trend was 
reflected in the behind-the-scenes 
meetings at which the various 
activities jockeyed for Monday, 
Tuesday or Wednesday sessions 
at the next winter meeting. 
Chiefly visible from the auto 

plants were engineers from General 





M. Ference G. J. Huebner 





2. This has occurred chiefly be- 
cause the time between the dis- 
covery of research information 
and its assimilation into industry 
is shrinking rapidly. In other 
words, this research can be made 
to pay off—sometimes even dur- 
ing the tenure of the board chair- 
man, 

3. The most significant conclusion 
to be drawn was that the auto 
industry is now approaching a 


amount of research, largely because | crucial juncture. It will either re- 
of its intensive participation in sev-| main at approximately the current 


eral industries. 

Although the panel arrived at no 
conclusions, there was rather gen- 
eral agreement on these points: 

1. Basic and applied research is 
being given increasing attention 








(Continued on Page 23, Col. 1) 


Engineering New Products 
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|Motors and Ford Motor Co., with 
a sprinkling from Chrysler Corp. 

Among the engineers who did 
attend the meeting, there was a 
noticeable decline in their mode of 
travel. A good many, who had 
flown in style to previous meetings, 
banded three and four together 
and drove to Atlantic City. 


* * * 


Fashionable This Year 


eee on the papers 
and discussions, one veteran 
said, “You know, it’s a funny thing, 
but it’s not as vulgar to be talking 
‘economy’ this year as it was last 
year.” 

This year there reportedly was 
less entertainment provided the 
engineers by suppliers and other 
organizations. And the hospitiality 
that was provided was less lavish 
than in other years. 

Although many of the sessions 
drew only 80 to 90 people, crowds 
of 400 to 500 took all available 
seating at the Wednesday all- 
day symposium on high com- 
pression ratio and engine noise. 

These huge turnouts, almost 
comparable to the air-suspension 
meeting crowd at the Detroit meet- 
ing last January, were interpreted 
as an indication of the growing 
concern of the engine and fuel 
people with the knock, rumble, 
ping, wild ping and thud of the 
current high-compression engines 
and in the higher-compression 
(Continued on Page 22, Col. 4) 


Chrysler Institute 
Gives 81 Degrees 


[RtRCeE —ey ene graduate 
engineers at the Chrysler Insti- 
tute of Engineering received their 
master of automotive engineering 
degrees this month, marking the 
Institute’s 25th year. 


Commencement exercises were 
held in the auditorium of the 
Chrysler Corp. engineering division 
in Highland Park, Mich. Dr. Clar- 
ence B. Hilberry, president of 
Wayne State University, delivered 
the commencement address. James 
C. Zeder, Chrysler vice-president, 
conferred the degrees. 


The 81 graduates were selected 
two years ago for specialized and 
advanced training in automotive 
engineering. They now will go into 
various engineering sections of the 
company. In most cases the gradu- 
ates selected their own depart- 
ments. 





Female Engineer Likes Her Calling 


= AUTOMOTIVE engineering is a 
wonderful field,” says Mary 
Virginia Sink, Chrysler Corp.’s only 
woman automotive project engineer 
and one of the 10 or 12 female en- 
gineers in the auto industry. 

Miss Sink, who started as a 
student engineer in the Chrysler 
Institute of Engineering in 1936, 
has since held a variety of chem- 
ical research and materials test- 
ing positions. Some of these have 
been on the executive level. 

Now on special assignment to 
the industry’s cooperative “smog 
project,” Miss Sink is responsible 
for the development of instruments 


for measuring smog and other 
factors. She is credited with the 
development of a “traffic pattern 
recorder” which measures a car’s 
manifold vacuum pressure to de- 
termine how much of the time it is 
accelerating, decelerating or idling. 

Miss Sink said engineering offers 
these principal advantages to 
women: 

1. The pay is better than it is 
for most professional women, al- 
though it generally doesn’t reach 
the level of male salaries. She 
added that this differential has 
been slowly diminishing. 

2. It gives scientifically minded 


women a chance to get out of the 
lab where they are all to often 
confined. 

3. It is often worthwhile being 
a@ woman engineer because some 
employers find it very advantageous 
to have a female scientific mind 
around. This is true in the appli- 
ance field. 

4. It has great public relations 
value. 

- * *” 

MPLYING that this is valuable 

to a woman partly because -it 
is valuable to an employer, Miss 
Sink said, “A woman may accom- 

(Continued on Page 21, Col. 1) 





n cord tires are standard equipment on all manufacturers’ 1958 production models. 
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| BEST BY TEST! 


€ (Weer 


LONGER TREAD LIFE .. . test driven under similar condi- 
tions for same length of time, rayon cord tire (right) shows 
much less tread wear than the more expensive cord tire. 


QUIETER RIDE... graph taken from oscilloscopes shows 
difference in octave noise levels of rayon cord tires (right) 
versus nylon under normal operating conditions. 


x 
— 


——— Mi =. ae oe, eee . —— a Sn atm 
GREATER BLOWOUT PROTECTION... rayon cord tires 
tested by smashing into six-inch granite curbstone at 
60 mph, show no trace of cord rupture even under 


microscopic examination. 


No wonder new 1958 


RAYON CORD TIRES 
pay off for 


WALKER WAY... 


New York’s largest Chrysler-Plymouth dealer 


Greater Heat Resistance ...new Rayon tire cord actually 
grows stronger as heat builds up at high road speeds. 


Quieter Ride... tires ride up to 33 per cent quieter, reduc- 
ing danger of “highway hypnosis.” 

More Stability ...no troublesome flat spotting or “‘morn- 
ing thump”’. . . safer, easier steering control. 


Longer Tread Life ... controlled tests prove Rayon cord 
tires give up to 26 per cent longer tread life. 


Retreadability... comparative tests prove 1958 Rayon cord 
tires take more retreads, with more mileage per retread. 


Mr. Way, president of Chrysler-Manhattan Co., has this 
to say about RAYON CORD TIRES: “Thanks to rayon 
cord tires, selling new cars has become that much easier. 
Over the years rayon cord tires have proved themselves by test 
and by actual performance. This year rayon cord tires are 
even better. They’re the one tire my customers demand and 
the only tire that keeps up with the yearly improvements in 
the cars themselves. So it comes as no surprise that Chrysler 
Corporation specifies rayon cord tires for every one of its 
new *58’s. In fact, the top car of the line—the Imperial 
LeBaron—comes equipped with special-design low profile 
rayon cord tires. The way I look at it—give your car buyers 
what they want in tires—and you’ve got it made!”’ 


AMERICAN RAYON 
INSTITUTE, INC. 


350 Fifth Avenue, New York 1, N.Y. 















Model-Making Material 
Available in Block Form 


Grade A Lava, a versatile, easily ma- 
chined material, is available for model 
making, experimental research, work- 
holding devices and other applications. 
Shown above are typical shapes which 
can be machined from the material with 
ordinary tools for working wood or soft 
metals, it is said. 

Said to have superior dimensional sta- 
bility as well as excellent physical and 
electrical properties, the material is avail- 
able in blocks up to 6 by 12 by 20 inches. 
larger sizes can be supplied on request. 
Completed designs may be hardened by 
heat treating or used in the unfired state. 
American Lava Corp., Cherokee Bivd. and 
Mfgrs. Rd., Chattanooga 5, Tenn. 


Parke-Hill Chemical 
Offers Aluminum Cleaner 


An aluminum cleaning compound, 
formulated to remove oxidation, dirt, 
grease, grime, light oil and carbon from 


aluminum without danger of “scarring” | 
or etching the metal, has been introduced | 


by Porke-Hill Chemical Corp., 29 Bertel 
Ave., Mount Vernon, N. Y. 


The producer says the compound, called | 
Alumi-Brite, can be used on truck bodies, | 


store fronts, building panels, signs, storm 
windows and most other products made 
of aluminum or aluminum alloys. 

PR 


Lock-Wire Dispenser 


A dispenser package designed to re- 
duce waste of stainless steel safety lock 
wire in aircraft, automotive and industrial 
maintenance has been introduced by 
National-Standard Co., Niles, Mich. The 


cans. 


hole in the top of the package. 


- * * 


| Air Reduction Introduces 
Portable Welding Assembly 


Air Reduction Sales Co., a division of 
Air Reduction Co., Inc., 150 E, 42nd St., 
New York 17, N. Y., has introduced a 
manual unit for the application of its 
Aircomatic or inert-gas-shielded arc- 
welding process. 

With development of the equipment for 
manual welding ond cutting, Air Reduc- 
tion makes possible the selection of a 
variety of special purpose components to 
form a complete assembly consisting of a 
gun, its fittings, a wire feeder, a control 
ponel, and hoses and cables to carry 
cooling water and shielding gases. In the 
model, both “push” and “pull” guns are 
available to cover the complete range of 
wire types and sizes from 0.020-inch hard 
to Yg-inch aluminum. The equipment is 
portable and can be token wherever an 
operator can go. 





wire is packaged in one-pound dispenser 
It is coiled uniformly to prevent 
tangling and is easily pulled through a 
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Automatic Die Casting Unit 
Introduced by DCMT 


A high-speed die casting machine has 
been introduced by DCMT Sales Corp., 
Port Washington, N. Y. This DCMT RAM 
model is said to be the first commercially 
available fully automatic small die casting 
machine that requires no operator. It pro- 
duces zinc alloy castings up to one pound 
in weight, at production rates often ex- 
ceeding 1,500 shots per hour. 

Operations include machine cycling, die 
cleaning and lubricating, inspection for 
foreign matter in the die, water control, 
replenishing molten metal supplied to 
machine and picking off of castings. The 
machine operctes positively and auio- 
matically on every cycle with split-second 
timing, increasing machine output and 
simultaneously improving the quality and 
| finish of the castings by 
| erator variables, it is said. 
> * = 


RCA Electronic Machine 
Checks Auto-Engine Valves 


Radio Corp. of America has developed 
an automatic electronic inspection machine 
| thet mokes ao four-way check of aviomo- 
| bile engine valves at the rate of 3,000 
} an hour. 

Capable of operating with a tolerance 
| of five-millionths of an inch, the inspec- 
| tion machine checks valve concentricity, 
| length and head thickness, stem and 
| groove diameter and location of the 
groove, according to RCA. 

. 2 *& 





Kaiser Aluminum Alloy 


Aluminum alloy 2618, designed for use 


in higher-temperature applications rang- 
ing up to about 500 degrees, was an- 
nounced by Kaiser Aluminum & Chemical 
Sales, Inc., 919 N. Michigan Ave., 
Chicago 11, Ul. It is available in sheet, 
plate, extrusions, hand or die forgings 
and forging stock, the firm said. 


. > * 





eliminating op- Allied Control Announces 


Miniature Solenoid Valves 


A line of miniature, stainless 
solenoid valves has been announced by 
Valve Division, Allied Control Co. Inc., 
2 East End Ave., New York, N. Y. Avail- 
able in two and three-way, normally open 
and closed types, these solenoid valves 
have a pressure range from zero to 
400 p.s.i. 

Design feotures are said to include a 
magnetic structure which permits a 
greater flow of fluid and higher pressure 
ratings than comparable size valves. A 
soft, synthetic plunger insert and welded 


| joints prevent leakage in these valves, 


it is claimed. Coils are available for 
practically any voltage requirement. 


steel, | 
















Wrist Watch Features 
Circular Slide Rule 


Wakmann Watch Co., Inc., 15 W, 
Forty-seventh St., New York 36, N. Y, 
announced the availability of a watch 
with an exclusive bvuiltin circular slide 
rule. 

Designated os the Chronomat, this com- 
bination chronograph and slide rule can 
be utilized an infinite number of 
ways, it is said. The watch features an 
all-steel case, 17-jewel movement, 60- 
second and 45-minute registers, and de- 
luxe hands and dial with raised silver 
figures for easy reading. It also is avail- 
able in a solid gold case. 

= + of 


Datamatic Claims Advance 
In Correcting Data Errors 


Discovery of a method to insure virtu- 
ally uninterrupted accuracy in electronic 
data-processing by correcting mistokes 
“on the fly” at electronic speeds has 
been claimed by Datamatic division of 
Minneapolis-Honeywell. 





The system, called Orthotronic Control, 
literally recreates source data by a form 
of electronic detective work and provides 
instant data reconstruction of lost or 
garbled words of figures when discrep- 
ances core automatically spotted at any 
one of a series of check points through- 
out the system. 

eS 


Circular Slide Rule 


General Industrial Co. has introduced 
a circulor slide rule. It may be obtained 
free by writing the company at 5738 
Elston, Chicago 30, Ill. 


Technical Personnel Changes in the Auto Industry 


Eight appointments have been|He will direct operations in the| 


announced by AC Spark Plug. 


Algie A. Hendrix was named to the) 
new position of executive assistant | president and assistant to the pres-| 


to the Milwaukee operations man- 
ager. 

Engineering appointments in Mil- 
waukee include: 

Bruce H. Schwarze, engineering 
director; Donald F. Ayres, chief 
engineer of navigation and guid- 
ance; John E. Schultz, engineering 
program director of the new light- 
weight inertial guidance system 
development. 

Robert G. Brown, engineering 
program director on Thor guidance; 


Dr. James H. Bell, engineering pro-| 


gram director of the Mace and 
Regulus missile guidance systems; 
Sidney S. Hatch, executive en- 
gineer, and Arnie Raninen, Mace 
technical director. 


Hufnagle Promoted 
By Pittsburgh Plate 

Edward W. Hufnagle has been 
appointed assist- 
ant manager, 
automotive sales, 
glass division, lo- 
cated in the De- 


.troit offices of 
Pittsburgh Plate 
Glass Co. 


With Pitts- 
burgh Plate since 
1945, Hufnagle 
formerly was in- 
dustrial sales en- 
gineer with the 
in 


d 
= 





E. W. Hufnagle 
automotive sales department 
Detroit. 


Oo” > 
Auto-Lite Names Bohmrich 
Electrical Products Chief 


John J. Bohmrich has been ap- 
Pointed electrical products group 
executive of Electric Auto-Lite Co. 


| Toledo and Syracuse plants. 
Bohmrich previously was vice- 


j}ident of Fruehauf Trailer Co. 
Detroit. 


in 
| Dodge Appoints Engel 
Production Control Chief 





Dodge has appointed E. W. Engel | 


manager of its newly established 


production control | 


department. S, L. 
Dopp was placed 
in charge of pro- 
duction control at 
the main plant in 
Detroit. 

The control de- 
partment was set 
up to coordinate 
operations and 
control material 
requirements of 
the Detroit plant 
and assembly plants in Delaware 
and California. 

” 7 * 


Edsel Appoints Barnes 


In Procurement Planning 

William E. Barnes has been ap- 
pointed manager of Edsel division’s 
procurement planning department. 

Barnes formerly was with Con- 
tinental and Lincoln divisions of 
Ford Motor Co., and served as a 
sales engineer with Murray Corp 
in Detroit from 1939 to 1954, 

7 * ” 


Ford Division -Promotes 
Krieg, Price and Sullivan 
Ford division has announced 


three major management ap- 
pointments. 

L. E. Krieg, former assistant 
manufacturing manager (produc- 
tion engineering) in the Lincoln- 





E. W. Engel 





Mercury division, became associ- 
ated operations manager. G. B. 
Price, former associated opera- 
tions manager and executive as- 
sistant to the general manufac- 
turing manager, was named 
manufacturing planning manager. 
H. C. Sullivan, former manager 
of master scheduling and ma- 
| terial control, became assistant 
manager of the Dallas assembly 
| plant. 


|AMC Promotes Adamson 


To Assistant Chief Engineer 


Promotion of John F, Adamson 
to assistant chief engineer of the 
automotive division of American 
Motors Corp. has 
been announced. 
He will be head- 
quartered at the 
company’s main 
automotive plant 
in Kenosha, Wis. 

Adamson, for- 
merly staff assist- 
ant to the director 
of engineering, re- 
places J. S. Voigt, 
who has retired 
after 14 years of 








J. F. Adamson 


service with the company. Adamson | 


joined Nash in 1947 as a drafts- 
man. 
© 7 * 


| Tool Engineers Name Colton, 


Bergstrom to Committees 


Arthur Colton has been appointed 
staff administrator to the National 
Standards Committee of the Ameri- 
can Society of Tool Engineers and 
Swan E. Bergstrom, executive vice- 
president of the Cincinnati Milling 
Machine Co., has been named a 
member of the Research Fund 
Commitee, 


Colton will execute policies for- 








mulated by the committee 
maintain liaison with the Ameri- 
can Standards Assn. and standards 
committees of other engineering 
groups. 

> > > 
Delco-Remy Names Five 


To New Sales Positions 


Five new sales posts have been 
filled by Delco-Remy. Named were: 


John D. Baker, assistant general 
sales manager for planning and 
direction of original-equipment 
sales; Dan T. Fisher, assistant gen- 
eral sales manager for replacement 
and after-market sales and service; 
Forrest A. Stinson, Detroit regional 
sales manager; Frank R. Hubler, 
Anderson (Ind.), regional sales 
manager, and Darwin E. Pearson, 
central sales office manager. 

a a 


Plymouth Names Cowie 
Assistant Chief Engineer 
George D. Cowie has been ap- 
pointed assistant chief engineer for 
Plymouth. He joined Chrysler 
le Corp.’s central 
engineering divi- 
sion in 1946 as a 
student engineer, 
moved to Plym- 
outh as a contact 
engineer in 1949 
and was named 
quality engineer 
for the division in 
1955. For the last 
year, he has been 
y resident engineer 
George D. Cowie for Plymouth 
plants in Evansville, Ind. 
* + * 


Moraine Ups Gebhart, 


Boorom; Houck to Retire 


Norman L. Gebhart has been 
promoted to manufacturing man- 
ager of Moraine Products division, 


and) 








GM, Dayton, O. He succeeds 
Hooper J. Houck, who is retiring 
Jan. 1. 

Replacing Gebhart as director of 
purchasing and material control 
will be Paul Boorom. Gebhart has 
been with GM since 1925,, when he 
was hired at Delco as a mailboy. 
Boorom has been with GM 29 years, 
21 with Moraine. 

> o * 
Buick Names Richey 
To Engineering Post 

Shirrell C. Richey, staff engineer 
at Chevrolet, has been named as 
sistant chief engineer of Buick in 
charge of bodies 
and accessories in 
Flint. 

Richey has been 
a staff engineer 
at Chevroletin 
charge of electri- 
cal equipment and 
accessories for 
the last three 
years. Prior to 
that he was in 

f: charge of body 
S. 0. Richey and sheet metal 
design, working on both cars and 
trucks. He started with General 
Motors in 1933 at Chevrolet’s com- 
mercial body plant in Indianapolis: 

” ” © 


Chrysler Promotes 


Bevans and Rodger 


Herbert M. Bevans has been ap- 
pointed executive engineer for 
chassis, electrical and truck, and 
William R. Rodger has been named 
to succeed him as chief engincer- 
vehicle testing, in Chrysler Corp.’s 
engineering division in Detroit. 

Rodger, formerly assistant chief 
engineer-chassis, will be in charge 
of the engineering proving grounds 
near Chelsea, Mich. Bevans had 
been chief engineer-vehicle testing 
since January, 1956. 
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She Likes Her Calling ses 


Woman Engineer’s Story 


(Continued from Page 17) 


plish something that has been ac- 
complished by 10 men before, but 
because a woman did it this time, 
it’s really something.” 

In this connection, Miss Sink 
has been widely publicized, partly 
because she is a lucid, informed 
and articulate speaker on women 
engineers and their problems, and 
partly because she is active in 
many organizations, such as the 
Society of Automotive Engineers, 
the Engineering Society of De- 
troit, the Society of Women En- 
gineers, the Soroptimist Interna- 
tional (women’s service club), 
Sigma Chi Sigma (physics so- 
ciety), Iota Sigma Pi (chemistry 
society) and Tau Beta Pi (en- 
gineering honorary society.) 
Also, she was chosen as a “wom-| 
an of achievement” for Detroit's 
950th anniversary, as one of four 
outstanding “women who work in 
Detroit” by Charm magazine and 
as one of the women honored by 
Detroit’s “salute to women at 
work.” 

She listed these disadvantages for 
women in engineering: 

1. There is still some prejudice 
against women in this “man’s field.” 
“Some people feel,” she said, 
“that a woman just can’t do a job 
as well as a man. Consequently, 
women often need just a little bit 
more on the ball. This is also true 
in the engineering colleges, usu- 
ally.” 





= > . 


Disadvantages Listed 
SINK said that some of 
this prejudice is justifiiable 
since a woman’s career may sud- 
dently be interrupted by marriage 
and children. 

“After all,” she commented, 
“they figure that it takes $10,000 
to train an engineer after college 
graduation.” 

2. It is more convenient for an 
employer to have a male engineer 
because of the heavy lifting that 
is involved occasionally, particularly 
in. the early stages of an en- 
gineer’s career. 

3. A woman engineer can often 
be a problem to a supervising en- 
gineer in the selection of work 
assignments. 

Citing an example of this, she 
said, “In 1937, about the time of 
the sitdown strikes, I had an as- 
signment that took me into the 
factory quite a bit and many of 
the men openly objected to having | 
& woman around the plant. 

“Also, you often must wear 
slacks and this isn’t conducive | 
to getting the most work out of 
the men. Of course, men are now | 
more accustomed to women in the 
plant and this isn’t nearly so 
much of a problem.” 

4. The feeling, sometimes justi- 
fied, that women are more emo- | 
tional and thus harder to work! 
with. 
. > > 
“AFTER you clear this hurdle,” | 
she commented, “a woman has | 
@ good chance to make a name 
for herself.” 

5. Some men object to women 

engineers because it puts extra re- 


Goodwin Heads 


Tool Engineers 


DETROIT.—George A. Goodwin, 
works manager of Master Electric 
Co., Dayton, O., has been elected 
President of the American Society 
of Tool Engineers. He also is chair- 
man of the board. Other officers 
are: 

Wayne Ewing, president, Arrow- 
Smith Tool & Die Co., Los Angeles; 

Dale Long, president, Scully- 
Jones & Co., Chicago; William 
Moreland, vice-president, F. E. 
Myers & Bros. Co., Ashland, O., 
and David A. Schrom, plant super- 
intendent, York division, Borg- 
Warner Corp., York, Pa. all vice- 
presidents. 

Philip R. Marsilius, executive 
Vice-president, Producto Machine 
Co., Bridgeport, Conn., treasurer, 
and Charles M. Smillie, president, 
C. M. Smillie Co., Ferndale, Mich., 
Secretary. Harry E. Conrad, Detroit, 
is executive secretary. 








straints on their language and 
their conduct. 

Indicating that she doesn’t 
think that a woman engineer 
should expect the men to act any 
differently than if she weren’t 
present, Miss Sink said, “Some 
women going into a man’s field 
really don’t want equality—they 
want more than equality. How- 
ever, most women don’t feel this 


| Way.” 


Generally, she said, the men have 
been very gentlemanly to her, ex- 
cept for one student and one pro- 
fessor. 


“The only thing,” she continued, | 
|“is that you get treated a little 
| like an oddity. Socially, you some- 


times shock people when they 
learn you are an engineer. So, we 
don’t mention it too often because 
we don’t want to be set apart.” 
When asked about the marriage 


opportunities for women engineers, 
she said the percentage of mar- 
riages among them is about equal 
to the general trend. 

“Let me say this,” she added, 
“women engineers like men en- 
gineers, as indicated by the fact 
that 98 percent of the married 
women engineers are married to 
men engineers. 

“However, a woman in an en- 
gineering school has to show that 
she’s there to earn a degree—not 
marry one.” 





+ * * 


| More Women Engineers 


| THERE has been a great growth 
of women engineers in this 
country, from one in 1916, to eight 
in 1920, to 730 in 1940 and 3,600 in 
1950. There will be even greater 
growth in the near future. There 
|}now are 1,661 women undergrad- 
uate engineers (half of whom will 
graduate), compared with a total of 
989 women engineering graduates 
from 1947 to 1957. 


However, there are only three | 


women engineers in this country 
to every 1,000 men engineers, 
| compared with 30 women doctors 
to every 1,000 men doctors and 





Here’s how Timken® 
bearing costs have 
stayed down 


The graph shows how the cost of Timken® bear- 
ings for automobiles has stayed down while the 
cost of most everything else has gone sky high. 
The auto industry itself made this possible. It’s 
standardized more and more on the new 
design Timken tapered roller bearings made 
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BEAT INFLATION WITH 
STANDARDIZATION... 





British Unit Converts 


Gearshift to Floorboard 


DETROIT.—The ultra-conserv- 
ative motorist is not overlooked 
in the scheme of things in Great 
Britain. 


Currently advertised in British 
automotive journals is a unit to 
convert steering-column gearshift 
to floorboard gearshift. Castles 
Motor Co., the maker, says the 
unit “gives added enjoyment to 
those who prefer traditional driv- 
ing.” It is available for Humber, 
Sunbeam, Hillman and Singer. 





40 women lawyers to every 1,000 
men lawyers. 

Miss Sink attributed this short- 
|age of women engineers to the 
fact that girls have little oppor- 
tunity to show their mechanical 
|aptitude, and to parents and 
counselors who discourage them 
| from taking engineering. 

She said a potential engineer 
should have: 

1. The ability to visualize. 

2. A curiosity about what makes 
things work. 





EEE Timken bearing price index 


3. A liking for and the ability to 
learn math and physics. 
a4 * + 


“F)yO YOU realize that only 10 

percent of the girls graduat- 
ing from high school these days 
have enough science to get them 
into an engineering school?” she 
asked. 

Explaining how she got into en- 
gineering, she said she wanted to 
be a science teacher and figured 
that she could get a much broader 
education by taking engineering. 

“After getting my degree in 

chemical engineering at Colorado 

University,” Miss Sink continued, 

“there was a mortgage on my 
education. So, I came to the 
Chrysler Institute and received 

my masters degree in science.” 

When asked if there are any 
particular contributions women can 
make to automotive engineering, 
she said, “They can contribute 
many things. For example, a num- 
ber of women engineers I know 
|have recently set up a clamor for 
| something that will enable a wom- 
an driver to open the right-hand 
door without breaking a bra strap. 
| Maybe we'll have this one of these 
! days.”—(JosepH M. CALLAHAN.) 
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Here’s how you 
can keep them 
down 


Here are the machines that keep your 
bearing costs down. This revolutionary 
plant turns out millions of new design 
Timken bearings without a hand touching 
them. It’s ready to keep beating inflation 


1) standardizing on even 


fewer of the new Timken bearing sizes 
and; 2) using more Timken bearings— 
the bearings made by cost-cutting mis- 
sile age techniques. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Canadian plant: St. Thomas, Ontario. 


**TMROSCO”’. 
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TRADE-MARK REG. U. S. PAT. OFF. 


TAPERED ROLLER BEARINGS 
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Output Problems Licked .. . 





Aluminum Engine Due 
As 60 or 61 Sensation 


(Continued from Page 17) 


slowly begin using the metal in 
many more body applications. 


While it is generally agreed 
that aluminum’s lightness offers 
many attractive features to the 
auto makers, the more realistic 
of the aluminum engine support- 
ers feel that the ultimate decid- 
ing factor will be its final cost in 
comparison to grey iron. 

And while the ingot price of iron 
is 3% cents a pound compared to 
aluminum’s ingot price of 22 to 24 
cents a pound, they feel that this 
is the only time aluminum is in a 
penalty position and that, even- 
tually, aluminum will permit a 
reduction in car prices. Some of 
these production economies are as 
follows: 

1. Aluminum-cast parts will per- 
mit the minimum wall thicknesses 
demanded by the engineers and not 
require extra thick walls because 
the casting process requires them. 
Aluminum engine parts will either 
be diecast or permanent-mold cast, 
while most of the iron engine parts 
are sand-mold cast. 

= > > 
COMMENTING on this, James 

M. Smith, manager of Alcoa’s 
automotive engine development sec- 
tion, said: 

“Often, engine walls are made 
thicker than necessary. Aluminum 
can eliminate this. 

“However, some aluminum pieces 
will be made thicker. In general, 
aluminum will permit more judici- 
ous distribution of the metal.” 

2. Aluminum, because it can be 
cast in much more intricate de- | 
signs, will eliminate a great deal 
of machining. And the machining 
that will be required can be done 
much faster and cheaper. 

An engineer commented, “The 

machine tool industry is not now 
making machine tools that will 
handle aluminum fast enough so as 
to get the maximum efficiency from 
the processing.” 

It was estimated that the Buick 
aluminum transmission case would 
require three times as much ma- 
es equipment if made from 
ron, 


Fewer Operations 


ALUMINUM will also eliminate 

© or substantially reduce many 

other operations, such as polishing, 

finishing and butting, largely be- 

cause of the above reasons. Finishes 

as clean as polished steel were 
reported. 

4. Aluminum lends itself to “parts 
integration”—the casting of two or 
three normal parts into a single 
piece, eliminating costly assembly 
work and providing a more solid 
and rigid piece. For instance, when 
the aluminum engine arrives, it will 
very likely have one-piece crank- 
ease and cylinder block. 

Referring to this, Alcoa’s Smith 
said, “Interest in the overhead 
valve engine, which eliminates 
the complicated coring of valve 
and port passages from this large 
casting, enhances its attractive- 
mess as a one-piece casting. 
‘Stresses from gas loading are 
more uniformly carried into the 
crankcase from the cylinder than 
would be accomplished by the 
bolted assembly of two separate 

” 





What are the problems of an 
aluminum engine today? 

Generally, they are caused by 
the metal’s low wear resistance, its 
high thermal expansion and its 
tendency to corrode under certain 
circumstances. While some of these 
problems can be cured, the “cures” 
sometimes rob the metal of some 
of its original advantages. 

The three serious wear or abra- 
sion areas are the cylinder walls, 
the valve seats and the valve 
guides. It is possible to use inserts 
made of other metals for the three 
components, and much effort and 
study is being made in this area. 
However, when pinned down, the 
engine engineers admit that the 
installation of either wet or dry 
cylinder liners are: too costly for 
volume production. 

* 


yFeEREs no question about fer- 
rous liners being operationally 


OK, as indicated by the fact that 
Alcoa used them in, what is prob- 
ably the first aluminum engine, 
built in 1917 using Northway com- 
ponents. 

A number of solutions to the 
problem of cylinder wall wear have 
been tested, including various coat- 
ings and metalizing processes, But, 
the solution that is largely respon- 
sible for the reopening of the “alu- 
minum engine case” is use of 
hypereutectic (more than 11.6 per- 
cent silicon) aluminum-silicon al- 
loys. Aluminum alloys with up to 
30 percent silicon have been tried, 
but about 23 percent silicon is be- 
lieved to produce the optimum 
alloy. 

Aluminum-silicon alloys have 
been around for some time. But 
they have not been seriously con- 
sidered because they are difficult 
to machine and because they have 
poor foundry characteristics. 
However, the development re- 
cently of new machining proc- 
esses and refining techniques has 
given rise to the hope that these 
alloys can be used. 

Besides greater wear resistance, 
these alloys are lighter, no more 
expensive and have a lower coef- 
ficient of thermal expansion and 
good corrosion resistance. 

In this connection, it should be 
noted that even the most avid alu- 
minum engine boosters say that 
one engine component will continue 
to be made of some ferrous metal. 
This is the crankshaft, probably 
the most highly stressed engine 
component. 

aa . > 


All Else Aluminum? 


IS FELT, however, that all the 
other engine parts and accesso- 
ries will eventually be aluminum. 
Most engine accessories have al- 
ready been made from aluminum 
on various U.S. cars. 

In this category are carburetors, 
fuel, oil and water pumps, genera- 
tor end plates, distributor housings, 
oil filter bases, fan belt spacers 
and chain case covers. 

A problem that is admittedly 
concerning the auto makers inter- 
ested in the aluminum engine is 
corrosion and galvanic action in 
the cooling system, particularly 
where thermostats and other com- 
ponents made of other metals are 
involved. 

Corrosion is potentially a seri- 
ous problem, particularly in areas 
such as Mt. Clemens, Mich., 
where the water is highly alka- 
line. Corrosion and galvanic ac- 
tion inhibitors will probably be 
the answer there. 

Reynolds’ A. D. Reynolds told an 
SAE audience that 19 European 
cars have aluminum heads and 12 
European cars have aluminum 
crankcases and that they have had 
no great corrosion problems. 

Smith said the engine water 
temperature would probably be 
maintained at the current level 
for efficient operation, although the 








Designed to Handle Large Stampings— 


aluminum engine might reject more 
heat. 


* * * 
LUMINUM’S characteristic for 


expanding when heated is a| ‘4 


considerable problem, particularly 
around the main bearings where 
the slightest amount of expansion 
makes for trouble. 

Smith admitted that this is a 
serious problem, but added that it 
was one that could be solved in 
time. He pointed out that the 
aluminum-silicone alloys would pro- 
duce 20 percent less thermal ex- 
pansion than the regular aluminum. 

The principal manufacturing 
problem connected with the alu- 
minum engine appears to be the 
intricate intake manifold. How- 
ever, confidence was expressed 
that this casting problem could 
be solved, 

Smith also said that he is un- 
aware at present of any lubricat- 
ing problems in the aluminum 
engine. 

In the overall picture, one of the 
major problems ordinarily in pro- 
ducing an engine in volume with a 
new metal would be the procure- 
ment of that metal in sufficiently 
large quantities without causing 
the cost of the metal to skyrocket 
out of sight. 

But this probably will be no 
problem because the four major| 
aluminum producers — Alcoa, Rey- 
nolds, Kaiser and Olin—have suf- 
ficient capacity and because prices 
would probably be stabilized by the 
three long-term molten metal con- 
tracts which Ford, Chevrolet and 
GM’s Fabricast division have with 


Reynolds. 
> 


* * 
Improved Casting 

ONSIDERABLE attention at the 

SAE meeting was directed to 
the question of the best method of 
casting the components of an alu- 
minum engine. Implicit in this 
question is the assumption that an| 
aluminum engine could employ 
casting processes that were more 
advanced and superior to the time- 
tested sand-mold casting which is 
being used for the grey iron en- 
gines. 

The other casting processes are 
permanent mold casting, whereby 
the metal is moved by gravity; die 
casting, in which the metal is 
forced under pressure into a die, 
and semi-permanent mold casting, 
which employs sand-mold casting 
combined with permanent mold 
cores. 

Generally, die casting appears 
to be the superior process when 
it can be used because it will 
eventually be much cheaper, 
faster and more efficient. How- 
ever, permanent mold casting also 
has many advantages, principal 
among which is that it could 
employ much of the equipment 
now used for the grey iron en- 
gines. 

Many engineers feel that the 
permanent mold method is the only 
practical casting process if we are 
to get aluminum engines in the 
near future. They feel that this 
process permits the evolutionary 
switchover to aluminum production 
which is more amenable to the 
auto makers (and their financial 
vice-presidents.) 

> 





* + 
SLIGHTLY different view was 
expressed by Alcoa’s Smith, to 
wit: 
“The issue can be stated very 





This standard slide-type combination unloader, transfer and feeder unit for handling 


large stampings in pressrooms has been 


introduced by Press Automation Systems, 


Inc., Centerline, Mich. This portable, plug-in packaged automation unit is tied in with 
the press controls, and features an unload and transfer method in which the stamping 
is under control at oli times. The unit has a carriage that travels back and forth on 
horizontal slides. Power for driving the carriage is supplied by a reversible air or 


electric motor through roller chain drives. 


‘ 








‘42 Pontiac Model— 
An all-aluminum version of a 
six-cylinder Pontiac engine. 


1942 


simply: Where thin sections are 
indicated, the die casting is pre- 
ferred; when relatively thicker 
sections are required for strength 
and rigidity, and internal soundness 
is important, the permanent mold 
process is the proper choice. 

“If all design efforts fail to pro- 
duce a part suitable for production 
by either of these two methods, the 
semi-permanent mold or the sand 
mold process should be considered.” 


casting offers these additional ad- 
vantages: 





1. The engineering changes that | 


are to be expected during the 


early stages of the aluminum en- | 


gine would be much less expen- 
sive, 

2. The auto makers have more 
experience with this process. 

3. There are no machines cur- 
rently being built that would make 
a die casting as large as an engine 


block. There’s no question, however, | » 


but that they could be built. This 
might take three years. 


— 


as switching over to permanent 
molding. 
> = 

ISCUSSING the aluminum en. 

gine at an SAE session, Dr, 
Robert Thompson, head of the 
metallurgical department of the 
GM Research division, said that 
GM had put 100,000-mile dura bility 
tests on some of its cars with aly. 
minum engines. 

He said his company was “very 
optimistic” but that there are stil 
many problems — technical and 
economic. 

“Our experience,” he added, “in- 
dicates that aluminum heads and 
blocks are about half the weight 
of iron heads and blocks and 
there is an overall weight saving 
of 30 percent.” 

The lighter engine produces a 
weight-reduction spiral, he con- 
tinued, in that this produces a 
lighter supporting structure, which 
again permits a lighter engine. 

“The secret of the aluminum en- 
gine,” one official concluded, “is 
that the auto companies had no 
motivation before, Now, car sales 


| are way off, and a spark is needed.” 
Dennis Nankivell, a Reynolds en-| = 
gineer, said that permanent mold} 





17 Aluminum Engine— 


One of the first aluminum engines wa 
4. A switchover to die casting | this model. It was built by Alcoa using 


would cost two to 10 times as much! Northway components. 


Turnings e e o By Joseph M. Callahan 





(Continued from Page 17) 


engines now in the engineering 
labs. 

Summarizing the dilemma, one 
speaker said, “The aromatics which 
we add to the fuel to increase the 
octane for the high compression 


engines also build up deposits 


which eventually cause these) 


noises.” 
= * > 
Lots of ‘Early Birds’ 
C= session that produced an 
over-capacity turnout — to 
everyone’s surprise—was the pro- 


duction activity’s “early bird break- | 


fast.” The principal point made 
was that the present market con- 
ditions demand rapid product 
changes necessitating new coordi- 
nating techniques between design 
and production. 


The point was illustrated by 


several Chevrolet production and| 


Industries Report 


engineering officials who described 
in an informal and chronological 
fashion how they got Chevrolet’s 
new automatic transmission in 
high-volume production in 16 
months. 

As at most engineering meet- 
ings, the question and discussion 
periods following the prepared 
papers were among the most in- 
teresting and worthwhile parts of 
the meeting. Invariably the “dis- 
cussers” spoke with greater 
frankness, humor and detail. 
Zora Arkus-Duntov, Chevrolet’s 
specialist on personal cars, made 
some interesting remarks at the 
session on the ’58 Ford Thunder- 
bird. 

» Calling the T-Bird an interesting 
car from many angles, he said it 
was low, unitized and very utili- 
tarian. He added that the weight 
distribution was good and that the 


Allied Chemical Will Split 


Barrett Division into 2 Units 


NEW YORK.— Allied Chemical 
Corp. plans to make two separate 
divisions to manufacture and mar- 
ket the product lines now handled 
by its present Barrett division. 

Barrett’s lines of roofing, build- 
ing and paving materials will con- 
tinue to be manufactured and sold 
under the Barrett division name. 
The manufacture and sale of plas- 
tics, resins and industrial chem- 
icals will be conducted by a new 
plastics and coal chemicals divi- 
sion. 








instrument panel was far enough 
away so as not to require re 
focusing “an important thing 
for we older folks.” 
> * > 

T-Bird ‘Overlaps’ 

OWEVER, he said that he found 

that the car’s stability was not 
too good—he found his wife in 
his lap too often on the turns. 


Switching to the “hindsight 
visionaries” who are now busy 
criticizing the auto industry, he 


said, “These highbrows, who don't 
buy many cars anyway, say there 
is a need for functional cars these 
days. 

“If they would also say that the 
average American wants a quonset 
hut for a home and paper plates 
and hot dogs for the national food, 


|\I would admit their sincerity.” 


97 Injuries Fewer 
But More Severe 


CHICAGO.— Workers employed 
by member companies of the Na- 
tional Safety Council had fewer 
injuries in 1957 than in 1956, but 
the injuries were more severe than 
the previous years. 

The industrial-injury rates for 
council member companies were 
released in advance of the 1958 
edition of “Accident Facts,” the 
Council’s statistical yearbook. 


Of the 40 basic industry classi- 
fications, 21 either reduced theif 
frequency rates or showed no 
change, while 19 cut their severity 
rates or remained the same. 

The average injury-frequency 
rate (based on the number of dis- 
abling injuries per million man 
hours) for employes of industries 
submitting company reports to the 
council was 6.27 in 1957, a 2 per 
cent reduction from the previous 
year. It was the third time the all- 
industry rate was lower than 7. 

The communications industry 
again led the field with a low em 
ploye frequency rate of 1 disabling 
injury per million man-hours. 

The auto industry ranked fourth 
with a rate of 2.57, up less than 
half of one percent from 1956. In 
severity rate, the industry ranked 
eighth with a loss of 326 days pet 
million man-hours, an increase 
16 percent. 
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Big Three Chiefs Agree on Its Importance .. . 
Basic Research Gets SAE Stress 


(Continued from Page 17) 


level with the current type of prod- 
uct or it will move on to higher 
plateaus with some radically differ- 
ent modes of “personal transporta- 
ton.” * * | 


Personnel in Demand 


ONe of the more common prob- 
lems of the research directors 
is the problem of having their 
basic research men pulled off their 
long-range projects for use on some 
applied research program, such as 
a new engine for next year’s car. 

While they agreed that this was 
lamentable, they also felt that by 
going along on these more com- 
mercial projects they could better 
justify their research staffs and 
expenditures. 

One speaker said, “It’s like 
planning to have a haircut, but 
being compelled to go to the bath- 
room. One is desirable; but the 
other is necessary.” 

Dr. Hafstad said that most com-/| 


a research program is profitable 
until it has been completed?” 

Huebner replied that the auto 
industry was founded and grew on 
faith and that faith in the future 
is still needed. 

A steel company engineer 
wanted to know why the auto 
makers didn’t tell some of its 
suppliers more about what it 
wants in the way of future ma- 
terials. 

Huebner commented, “You’re 
wondering if we have anything 
under our hood now. Well, it would 
be nice if we could tell people 
whether we're going to use more 
glass, steel or aluminum five years 
hence. We know the answer pretty 
well. But the auto industry is kind 
of funny about telling its secrets.” 

Ford’s Ference said that al- 
though the auto industry is spend- 
ing a considerable sum of money 
for research, this amount is insig- 


and plastic industries. 
He added, “The degree the auto 
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to the degree we go in for basic 
research.” 
- * * 


How Much Research? 


ENDER of RIAS said that an 

important question for a com- 
pany to decide was what propor- 
tions of basic and applied research 
it desired. 

“Basic research,” he said, “must 
necessarily be small. The real jus- 
tification for basic research is to 
have consultants available and to 
have a source of basic information. 
Industry needs a good mixture of 
basic and applied research and 
there is increasing emphasis on 
basic research, 

“In the past, managements have 
too often taken the attitude that 
‘We'll continue making this product 
because we’ve been making it and 
we know how to make it.’” 


The session’s only discordant note 


| nificant compared to the electronic| came from a member of the audi- 


lence who said dual headlights 
|“show the paucity of our imagina- 


panies have been strengthening| industry will go up is in proportion | tion.” 


their basic research staffs for these) 
reasons: 

1.To increase their store of 
knowledge. 

2. To keep their engineers up to 
date on new scientific develop- 
ments. 

He added, “You always have 
practical problems coming on top 
of basic research.” 

. > > 

ii ATTACKING a research prob- 

lem, he said he often employed 
the “task force approach,” which 
consists of assembling a group of 
sound engineers, plus a bunch of 
imaginative scientists, plus a lot 
of “almost screwball ideas.” 

“You'll find that they'll gradually 
concentrate on a few projects,” he 
commented. 

Defining applied research as 
the development of new products 
and basic research as the devel- 
opment of new information, Haf- 
stad said that it was important | 
that a company do both these 
days. 

He said, “Research staffs are) 
usually built up in this way, The 
first step is to hire a consultant} 
well versed on a particular subject. | 
Then you bring one or more of 
them into the company. But they 
usually extract a promise from you 
to permit them to follow through 
on their basic interest.” 

Hafstad also made the point that | 
the next major knowledge break- 
through in the transportation in-| 
dustry would probably come from) 
outside the industry because this| 
is what has frequently happened in| 
other industries. 

«- > > j 

i 

Stopping Point 

GEVERAL speakers agreed that} 

research is making headway 

today because “as soon as a com- 

pany begins to look into a new 

area of information, the probers 

quickly reach the limits of present 
knowledge.” 

The research directors mentioned 
also that one of their problems is 
that when a task force develops 
Some new basic research data, most 
of the engineers and scientists want 
to follow the project into the ap-| 
plied research stage. While this is 
often desirable, it also can quickly 
deplete a basic research staff. 

Huebner of Chrysler took the 
position that research—both basic 
and applied—has to be justified on 
the basis of profit. 

“We must develop products,” he 
explained, “which our industry 
can afford to accept and tool for. 
Basic research is only continued 
when it is profitably necessary.” 
“There are just three reasons for 
research in industry: (1) To meet 
competition; (2) to increase inte- 
gration (more make—less buy), and 
(3) to increase diversification.” 


He said the main question in 
research is whether a company will 
attempt to cover all fields of re- 
search or try to be foremost in one 
or two fields that are of particular 
interest. 

” og * 
HUEBNER added, “We're at a 
Point where we'll go on to a 
new concept of personal transpor- 
tation or it (the industry sales 

curve) will flatten out. 

An engineer in the audience 
asked, “How can you tell whether 








DEALERSHIPS 
SPARKLE 


IN THR 


NEW 
STRAN- 
BUILDINGS! 


Big, small , . . simple, 


a building that will be just what you 
want it to be. Outside, full-length 
Stran-Satin panels can be blended 
with other materials. Inside, you can 
lay out your display area, service and 
parts departments, and sales and 
executive offices any way you like. 
There are no interior columns to get 
in the way or take up valuable floor 
space. And quality-engineered Stran- 
Steel buildings are volume-produced 
to reduce cost. Easily financed di- 
rectly with the dealer, only one- 
fourth down on five-year purchase 
plan! Look into it now. 


Mail the coupon or contact your nearest Stran-Steel 
dealer. He’s listed in the Yellow Pages under Steel 
Buildings or Buildings—Steel. 





STRAN-STEEL CORPORATION 
Detrolt 29, Michigan + 
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Chevrolet: Redwood, glass and steel are handsomely combined in a 50’ x 80’ Stran-Steel 
Rigid Frame building for Rietman Chevrolet Company, Clatskanie, Oregon. Service 





Lewis Develops Liquid Abrasive Machine— 


An automatic machine using a liquid abrasive process to give a microscopically 
smooth finish to aircraft, missile and automotive components has been developed by 
Lewis Welding & Engineering Corp., Bedford, O. The unit is said to combine two 
unique features which make the entire finishing process fully automatic and eliminate 
manual adjustment of the parts to be finished. One is the automatic method of 
handling parts during the abrasive process, and the other is a new type of oscillating 
air blasting gun which is fed by a variable pump. The internal mechanism of the 
machine is shown above. 








department gets an unobstructed 2,000 square feet, and remaining half is partitioned for 


ommend 
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Rambler: Compact 32’ 


service area for Dean and Lamb Motor Company, 
buildings like this are the smart answer to small dealer 


fancy. Here’s 
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Dept. 48-55 
Division of 
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Velkewagen: Exye-catching 

Rigid Frame building attracts prospects to 
President Low says the building is “economical, attractive and modern—in line with the 
very features of the autos we sell.’’ 
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offices, showroom and parts department. 





z 40’ Stran-Steel Rigid Frame building contains office, display and 
Tillamook, Oregon. Modern, efficient 
s’ needs, 





combination of Sepen, 186-Bvng canopy and 60’ Stran-Steel 


Motors, Inc., Rochester, Minnesota. 


Stran-Steel Corporation, Dept. 48-55 
Detroit 29, Michigan 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ° 





And now... 


NO. 89 OF A SERIES 


THE CONQUEST OF OUTER SPACE 


Ford Motor Company makes noteworthy 
contributions to advanced military projects 


Adding to its distinguished tradition of service, Ford Motor 
Company is today an active participant in fields vital to 
national defense. Through a west coast subsidiary, Aero- 
nutronic Systems, Inc., Ford Motor Company is assuming 
an active role in the development and manufacture of 
technical products for military and related purposes. 


This new company has an assembled staff of highly compe- 
tent, experienced scientists and engineers capable of making 
significant contributions in the field of advanced technology. 


Aeronutronic has already made history: in 1957, the Far Side 
rocket-vehicle was developed and fired—it had been designed, 
developed and launched within one short year. 


The interests and capabilities of Aeronutronic cover the 
broad spectrum of missiles, advanced electronics, computers 
and data processing systems, physics, aeronautics, chemistry. 


Thus far, offices and plants have been established in Glendale, 
Newport and Van Nuys, California. At our newest site in 
Newport, we will carry out experimental work on the re-entry 
aspects of intercontinental ballistic missiles. 


Among other major projects being carried out for the 
Department of Defense, Aeronutronic is developing under 
Army sponsorship a mobile electronic command post for use 
by military commanders in the field. The new system, called 
the Army Operations Central, will give the commander a 
greatly refined means of selecting targets, determining 
priorities, and coordinating the weapons, electronic warfare, 
tactical aircraft and combat surveillance elements of his 
command. 


Another example of foresight and imagination as expressed by 
the Ford Motor Company. 


FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD + THUNDERBIRD « EDSEL « MERCURY «+ LINCOLN 
GERMAN FORD LINE « FORD TRUCKS + TRACTORS «+ 


« CONTINENTAL MARK Ill « ENGLISH FORD LINE 
FARM IMPLEMENTS «+ INDUSTRIAL ENGINES 





Far Side rocket— This Air Force program involved launching rockets from a balloon 
platform at an altitude of 100,000 feet. Fired by Aeronutronic in the Pacific last fall, 
the rockets reached altitudes higher than those ever reached by any man-made device. 
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News to Note... 


YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


Engineer 


DETROIT.—Completion of a new 
laboratory for calibrating and cer- 
tifying the accuracy of precision 
flow measuring equipment to 
within % percent has been an- 
nounced by Frederick E. Burnham, 
executive vice-president of Cox In- 
struments division of George L. 
Nankervis Co. 

The laboratory will be used to 
calibrate flowmeters built by the 
company and to make available to 
industry a certification and recali- 
bration service on any type of flow 
measuring instrument. Calibration 
is done on a battery of Cox Cali- 
brating Stands which also are a 
product of the company. 

* * od 


When your customers 

change to Wotr’s Heap, 

100% Pure Pennsylvania, 

they get... 

@ Lower oil consumption 

@ Fewer repair bills 

@ Smoother engine per- 
formance, longer life 

It all adds up to an im- 

portant difference to them 

. .. and to you, too, be- 

cause satisfied customers 

keep coming back for more. 

That’s why it pays to stock, 

display and sell the su- 
or remium uality 

motor oil that makes the 

difference ... WoLr’s Heap, 

100% Pure Pennsylvania. 

oie 

bared 

iL REFINING CO 
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Performance Measurements 
Advances Moline, Larime 


DETROIT. — Wallace G. Moline 
has been appointed general man- 
ager of Performance Measurements 
Co. Louis H. Larime has been 
named sales engineer. 

Before joining Performance 
Measurements, Moline was with 
Ford Motor Co.’s engineering re- 
search department. Larime form- 
erly was with Hotel Radio Corp. 

* * * 


MPB Opens Detroit Office 


KEENE, N. H.—A sales office to 
serve Michigan and the Toledo area 
has been opened by Miniature Pre- 
cision Bearings, Inc., Keene, N. H. 
The office, at 21031 Mack Ave.,| 
Grosse Pointe Woods 36, Mich., 
will be directed by Peter L. Wein- 
ert, formerly a sales engineer with | 
MPB's Chicago office. 

« + * 
National Cylinder Gas Picks | 


*‘Chemetron’ as New Name 


CHICAGO. — National Cylinder | 
Gas Co. announced that stockhold-| 
ers will be asked to approve a 
change in the firm’s name to 
“Chemetron Corp.” 

President Charles J. Haines said | 
the present 24-year-old name had | 
been satisfactory while the firm| 
produced only industrial gases and| 
equipment using gases, but that! 
addition through the years of many | 
new product lines and services had 


| made it “too restrictive.” 
* * > 


HEAL INC 





Giant banners 
with your own 
sales message 








Write your own sales message. We spell it out 
with big 13” x 19” all-weather cloth letters, 
and sew on 60-ft. ropes ready to hang. Two 
regular colors (red and blue): 40c per letter. | 


Four Day-Glo colors: 70c per letter. 


FREE CAR LOT DISPLAY CATALOG | Barnes Steel Names Tracy 
Shows wide variety of outdoor display items | a 


| Ltd., 





ng Briefs 


found that an alloy of aluminum 
and iron becomes less magnetic as 
its temperature is lowered, the 
reverse of the action expected. 

Ford researchers think that, since 
the alloy is noncorrosive, the dis- 
covery may point to a relationship 
between magnetism and rust. 

* * * 


13,512 Parts in Automobile, 
Chevrolet Engineers Say 


DETROIT.—Chevrolet engineers 
counted the individual pieces of 
material in an average American 
automobile and found there are 
13,512. The count reportedly took 
weeks to complete. 

The counters used a ’58 Chev- 
rolet Biscayne four-door sedan 
with a V-8 engine, Turboglide 
transmission, radio, heater and 
side mirror. They found 9,505 
pieces in the chassis and 4,007 in 
the body. 

* 


x * 


Standard B5.17 Revised 


NEW YORK.—A revision of the 
American Standard B5.17 covering 
markings for identifying grinding 


| wheels and other bonded abrasives 
has been published by the Ameri- 


can Society of Mechanical Engi- 
neers. The revision provides a 
standard identification for rubber 
reinforced and resinoid reinforced 
bonds. 

* 


* * 


Dana’s Canadian Affiliate 
Reorganizes Two Plants 


TOLEDO.—Hayes Steel Products, 
Canadian affiliate of Dana 
Corp., has completed a major re- 


| arrangement and modernization of 
| production facilities and manufac- 


turing procedures at its plants in 
Thorold and Merritton, Ont. 

The plants have now been sepa- 
rated according to product lines. 
Both have been set up for straight- 
flow production and each has its 
own manufacturing organization. 

* * = 


Expanding in Canada 


PRINCETON, Ind—Potter & 
Brumfield, Inc., relay manufactur- 
ing subsidiary of American Machine 


|& Foundry Co. has announced 


plans for a Canadian manufactur- 


|ing facility in Guelph, Ont. 


| 
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| Nylon Replaces Metal— 


'N ylon Replaces 








Injection molded from nylon, this fast 
idle cam on the Holley carburetor for | 
Edsel cars is replacing previously used | 
low-carbon steel cams. The nylon cam is 
said to offer less friction, increased wear | 
resistance and eliminates three finishing 
steps necessary with the metal part. 





Metal on Edsel | 


Carburetor Cam 
VAN DYKE, Mich—A 50 per- 


| cent savings in manufacturing cost, 
|lower friction and increased wear 


resistance are said to be among 
the major benefits resulting from 
the switch to molded nylon in place 
of metal for the fast-idle cam on) 
Holley Carburetor Co.’s carburetors | 
for the Edsel. 

Only an inch and three-quarters 
in length, weighing less than an| 
ounce, the nylon cam is injection | 
molded in a one-step operation by | 
Chicago Molded Products Corp. 

The new operation eliminates | 
three finishing steps — hardening, | 
stamping and assembling—required | 
to produce the former low-carbon | 
steel cam. The nylon cams are said | 
to be abrasion and corrosion re-| 
sistant, and unaffected by oils and 
greases. 

The cam mold was designed with 
removable sections to permit easy 
changes in the number and sizes 
of the rachets with little expense 
should the basic part be redesigned. | 


DETROIT. — American Viscose 
Corp. and Russ Dawson, Inc. 
(Ford), combined to sponsor a 





Avisco, Ford Dealer Tie Up... 
Bouncing Cars and Tires 






Service Volume 


Increased 5% by 


Antifreeze Push 


NEW YORK.—A vigorous cam- 
paign on draining antifreeze at 
South Shore Pontiac, each year at 
this time, helps the dealership in. 
crease its service business by over 





|5 percent. 


Service Manager Renato Zongh- 
etti starts his men talking about 
draining antifreeze to each cus. 
tomer who comes in for service in 
the spring. Draining antifreeze is 
also a part of the spring checkup 
special at South Shore. 

Stan Clutterbuck, owner, says 
the draining has been a long stand. 


| ing procedure at his dealership, for 
| the obvious reasons. 


“If you have ever seen Long 


| Island’s parkways on a midsummer 


Sunday,” he said, “you know how 
crowded they get, and how many 


|drivers have to pull off the park- 


way because they are overheating. 
More often than not, the reason 
for this is that the owner has just 
neglected to drain his antifreeze.” 

Zonghetti stated, “I like to warn 
customers that if, by some chance, 
the antifreeze gets mixed into their 
oil, they can expect to have a 
major service problem. 

“I find that, once we start talk- 
ing to our customers and let them 
know that we are trying to pre 
vent any trouble with their car, 
they are willing to listen. In % 
cases out of 100, they follow ou 
advice.” 

The cooling system service con- 
sists of draining the antifreeze, 
flushing the system, adding a rust 
inhibitor and a water pump lube 


|The actual cost amounts to about 
|$7 including materials and labor, 


but this small increase helps the 
service department realize some 
thing in the neighborhood of a > 
percent overall increase in business 
during the spring months. 









gan State Fairgrounds. Dawson 

supplied the cars, while Avisco’s 

interest was in the tires. 
American Viscose is a producer 





monvfactured and sold direct by Pratt— 
pennants, banners, posters, vertical and mobile 
displays, ond letter-banners. Write for your 
copy. 
For lower prices, faster delivery and 
gvoranteed quality, buy direct from . . . 


The Pratt Poster Co. 


INDIANAPOLIS 4, IND. 


PRINTCRAFT BUILDING «+ 


In Expanding Sales Activity 








BRISTOL, Conn.—In an expan- 
sion of sales activities for its cold-| 
rolled specialty steels, the Wallace 
Barnes Steel division, Associates 


| Spring Corp., has appointed Donald 
|P. Tracy field representative 


in 
Michigan, Northern Indiana, Toledo 
and Windsor, Ont. 


driving demonstration that tested 
the stamina and performance of 
the products of both firms. 

The occasion was the “Tourna- 
ment of Thrills,” a stunt-driving 
show that was staged at the Michi- 


: 


AC Forms Coast Facility 
MILWAUKEE.—Formation of a 
West Coast engineering facility in 
the Los Angeles area was an- 
nounced by AC Spark Plug. 
. * * 


* * 


Professional Units 





Tracy joined Associated Spring’s 
B-G-R division in Plymouth, Mich., 
in 1944 as a sales representative. 

= . > 


AMF Reports Record Sales, 


Rentals and Profits in 1957 


NEW YORK. — American Ma- 
chine & Foundry Co. sales, rentals 
and net income for 1957 set records 





What is the best 
incentive pay plan? 





— - S for the second consecutive year, 
and countless Morehead Patterson, board chair- 


man, said in his annual report. 
Sales and rentals amounted to 
$261,754,000, an increase of 32 per- 


other questions 
in Martin H. 


fly mg cent over 1956, he said. Net in- 
“The Automo. ||°O™e amounted to $11,436,000, or 
bile Dealer.” || 3 Percent more than the 1956 high 
The book is al- of $8,621,000. > 


* * 





ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 


Pittsburgh Plate Claims 
Superior Polyester Resins 


PITTSBURGH.—A new series of 
low-cost polyester-foaming resins 
for the manufacture of urethane- 
foamed products has been devel- 
oped by Pittsburgh Plate Glass Co., 
according to C. R. Fay, vice- 
president of the paint and brush 
division. 

The resins, to be known as 
Selectrofoam Resin 6207 (for flex- 
ible foamed products) and Selectro- 
foam Resins 6004 and 6005 (for 
rigid products), are superior to 
previous polyester and polyether- 
foaming resins, Fay said. 

ad ae ag 


Ford Finds Alloy That Loses 


Magnetism as It Is Cooled 


DEARBORN.—The’ Ford Scien- 
tific Laboratory reports that it has 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 2!, Pa. 
Send (copies) of the new book, 
“The Automobile Dealer" 


(0 | enclose check covering books at 
$5.20 each 


| 

: cop 

| 

; (0 Send books C.0.D., plus postage 
| 

| 

| 

i 

| 
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New Hose-Making Process 
Is Introduced by Goodyear 


AKRON.—A new hose-manufac- 
| turing process, called the first ma- 
|jor change in hose building since 
| 1904, has been put into volume pro- 
duction at Goodyear Tire & Rubber 
Co.’s North Chicago plant. 

Called the Acala process, the new 
method produces on an economical 
basis a long-length hose having 
| dimensional stability, Goodyear 
said, The danger of coupling “pull- 
| off” has been eliminated, the firm 
said. 





Advance Merger 


CHICAGO.—A merger committee 
from two professional groups in- 
terested in materials handling and 
industrial packaging has recom- 
mended that the groups combine. 

They are the American Material 
Handling Society and the Society 
of Industrial Packaging and Ma- 
terials Handling Engineers. 


The committee’s recommendation | 


has been submitted to the boards 
and memberships of the societies 
for further action. 





Dodge Introduces Moulding Package— 


Available either factory-installed or as a kit for dealer installation, Dodge's new 





body side moulding and grille medallion feature a deep grooved texture and sculp- 
tured shape that give the car a look of custom finishing. The side mouldings are wider 
and more striking than those now in use. A deluxe license plate frame and special 
fin rear end ornaments have been added to the bumper appearance group, The new 
options are available for all models except Dodge station wagons. 


of rayon tire cord which is used 

in the original-equipment tires 
of about 99 percent of 58 auto- 

| mobiles. 
| ‘The Tournament of Thrills, which 
is making a nationwide tour, at 
|tempts to find a dealer to loa 
cars in each city it visits. Aviso 
| is acting as a co-sponsor in several 
| cities. 

The show included such car-ané- 
tire-punishing stunts as an 85-foot, 
ramp-to-ramp leap, skid turns and 

| side-over driving where the weight 
of the car maneuvers on the side 
walls of two tires. Junkers par 
| ticipated in rollover and crash 
| events. 

The Detroit performance was 
a success for both Avisco and 
Dawson, The young daredevils 
didn’t blow out a single rayon 

cord tire—and they didn’t pile 
up any of Dawson’s ’58 merchan- 
dise. 

Prior to the show, Americal 
Viscose held a reception and dit 
ner for auto engineering and pur 
chasing personnel. Acting as host 
were Frank T. Williams, sales 
manager of the tire cord division; 
C, Stuart Brown, advertising man 
ager; William Carney, assistant ad 
chief; Arthur Baker, technical 
sales representative; George J. 
Stritch, Detroit representative, and 
Cy Sumner, Akron representative. 

—Joun K. TgaHen Jt 





Florida Chapter Is 150th 
In Society of Tool Engineers 


DETROIT. — The America® 
Society of Tool Engineers, with 
a current membership of 40,000 
throughout the U. S., Canada 
Australia, has chartered its 150th 
chapter in Fort Lauderdale, Fla. 

The chapter has been officially 
named South East Florida, and 
joined the society with 130 mem- 
bers from: Miami, Fort Lauderdale, 
Hollywood and Palm Beach. 
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ow Nation's Salesmen Meet... 





Practical Problems of Selling 


@OMETIMES a simple demon- 
— stration that is a little differ- 
ent proves the most important 
point in closing a deal, according 
to Jack Buriam, of Grebe-Fischer 
Olds, Inc. Here is his experience: 
1 used to demonstrate power 
steering and extoll its advantages 
over nonpower 


es until I found out 

= the most effective 
Case way is to demon- 

Histories strate both. 


After a prospect 
has driven a car without power 
steering and then immediately he 
drives a car with full power, he 


Financial 


Net sales for the six months 
ending Apr. 30 totalled $490,854,806, 
compared with $550,422,328 in the 
corresponding period a year ago, 
Firestone Tire & Rubber Co. re- 
ported. It marked a decrease of 
10.8 percent. 

Estimated net income was §$21,-| 
264,682, down 25.2 percent from 
last year’s $28,430,380, the firm re- 
ported. 


* * 





Dayton Rubber Gets Loan 


To Retire Notes, Equip Plant | 

Dayton Rubber Co. has borrowed 
$114 million from the Equitable | 
Life Assurance Society of the U. S. 
through the issuance of 4% percent 
long-term notes, according to C. M. | 
Christie, Dayton president. | 

He said the money will be used) 
to retire existing long-term notes | 
and to equip a new mechanical 
rubber-goods plant to be built in 
Springfield, Mo. The remainder will | 
be added to working capital, he} 
said. | 


J. 1. Case Reports Rise | 
In First-Half Sales, Profits 


Sales and earnings for J. I. Case 
Co., Racine, Wis., in the second 
quarter of its 1958 fiscal year 
showed one of the highest rates of | 
increase in the company’s history, | 
according to Marc B. Rojtman, 
president. 


Sales totalled $54,097,609, com- 
pared with $26,801,153 for the) 
corresponding period last year, he) 
said. Earnings before taxes 
amounted to $4,834,490, compared | 
with $125,040 for the like period in| 
1957. First-half sales amounted to 
$75,475,359, compared with $42,949,- 
507 last year, an increase of 75 per- 
cent. Net earnings at the end of 
the first half amounted to $291,055, | 
compared with a net loss of $2,- 
845,227 for the first half of 1957. | 


« > > 


Houdaille Sees Sales Boost | 
To Road, Building Trades | 


Ralph F. Peo, chairman and 
president of Houdaille Industries, 
Inc., told the firm’s annual meeting 
that the company could look for 
increased sales of road and con- 
struction materials due to anti- 
recession programs. 

He said that the recession had 
cut into the company’s sales and 
profit and that no general upturn 
in business could be forecast with 
accuracy now. Over the long-term, 
Peo said that the best years lie 
ahead. 


* * * 


Six-Month Sales, Profits 


Slump, Lee Rubber Reports 


Lee Rubber & Tire Corp. re- 
Ported net sales of $20,599,521 for 
the first six months of fiscal 1958, 
compared with $21,794,591 for the 
corresponding period in 1957. 

Estimated net earnings for the 
first half were $650,483, compared 
oo $713,587 for the like period of 


Fire Destroys Deal 


VALLEJO, Calif. — A fire fed 
by exploding gasoline destroyed 
Larry Webb Motors with a loss of 

000. Seventeen new Lincoln 
and Mercury autos were destroyed 
and a number of used cars in an 
adjoining lot were damaged. 





is more than ever conscious of 
the advantages. 

This is only a small difference 
in demonstrating but it has 
worked wonders with closed 
deals. I became aware of the 
effectiveness of this. simple 
method some time ago when I 


New Firestone Districts 


In California, Florida 


AKRON.—Two new sales dis- 
tricts, one for Southern Florida 
and the other for Los Angeles 
County, have been created by Fire- 
stone. 


Personnel appointments include: 
Cc. B. Taylor, Miami district man- 
ager; Joseph W. White, Miami 
office manager; H. M. Thomason, 
Los Angeles district manager; C.S. 
Osgood, Los Angeles office man- 
ager; A. T. Kline, Southern Cali- 
fornia district manager, and H. J. 
McCabe, Southern California office 
manager. 





sold a car to a disabled veteran 
who insisted on power brakes 
because of his disability but 
was dead set against power 
steering. 

Since I could see that because 
of his disability that power steer- 
ing would be of untold benefit 
to him, I was much more anxious 
to help him than to make a sale 


| of the additional extra. 


He offered all kinds of argu- 
ments against power steering. 
His opposition was enthusiastic. 
He was just definitely against it 
for all the reasons in the book, 
right or wrong. 

x + o 


7 SETTLE the controversy I 


suggested that he take a dem- 


onstration ride in the car he had | 


selected without power steering 
and then make one concession— 
take a ride in one just like it 
with power steering. 

When he came back from the 
second ride he said: “Of course, 
I want power steering. I need 
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2 New Lighting Rules 
Apply July 1 in N. Y. 

ALBANY, N. ¥.—Two amend- 
ments to the State vehicle and 
traffic laws, affecting the lighting 
requirements of cars and trucks, 
become effective July 1. 

One amendment requires all 
vehicles to have two lighted 
lamps on the front and one red 
light in the rear whenever 
visibility is not clear for 500 feet 
ahead. The second requires all 
vehicles subject to the commer- 
cial vehicle lighting law be 
equipped with directional signals, 
stop lights and reflectors. 





it. I have been misinformed and 
I didn’t know what power steer- 
ing was, Thanks for showing 
it to me in such an effective 
way.” 

Since then I have found a lot 
of prospects like him. They have 
a preconceived idea of power 
steering and power brakes as a 
result of talk with people who do 





not have these modern conveni- | 


ences. 

They have made up their mind 
against them without having any 
actual knowledge of how much 


27 


easier driving can be because of 
them. 





* * * 


AFER, too. One customer I 

had wouldn’t take power 
steering because he thought it 
wasn’t safe. I told him it was 
definitely safer because, if he 
were forced off the road on a 
rough shoulder, power steering 
would help him hold the car 
straight when nonpower steer- 
ing would probably let him go to 
the ditch. 

Of course, he didn’t believe it. 
We took a demonstration ride 
and on a particular stretch of 
road I told him I was going to 
ask him to swerve swiftly off the 
road onto the shoulder at 50 
m.p.h, 

He did it and was astounded 
at the éase with which he con- 
trolled the car. I pointed out 
that it was also just as easy in 
the case of a blowout. 

I had that experience. Towing 
a boat from a pleasure resort at 
about 65 m.p.h, I had a flat on 
the right front and I am con- 
vinced that all that kept us from 
having a wreck was power steer- 
ing, which made it comparatively 
easy to steer onto the shoulder 
and stop. 





Let’s read between the Lines 





of GMC Dealers’ Letters! 


GMC during 10 years 


Our relationship ye both profitable and 


ship has 
of dealer vie have found 


does not vary W 
ch as our car 


enjoyable. 
our trucks 


nearly as mu 


For t he 
ave raged 


year to 


18, 


that the sale of 
ith the seasons 
sales. 


date we have 


of all truck Sales 





No question about it. These GMC dealers write about a sound, stable 
business — a business that levels out the ups and downs so many other 
enterprises suffer through. Want to know more about the smoothest- 
running factory-dealer program in truckdom? Just write GMC Truck & 
Coach Division, 660 South Boulevard East, Pontiac, Mich. Do it today! 


GMC TRUCK & COACH—A General Motors Division 


' 


THE BETTER YOU KNOW GMC-—THE BETTER THE TRUCK BUSINESS LOOKS 
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PARTS CLEANER—The Equipment Divi- 
sion, Magnus Chemical Co., Inc., South 
Ave., Garwood, N. J., has announced the 
Magnus Mini-Dip, an air-powered parts 
cleaner. This bench type cleaning machine, 
with built-in air motor, is said to fit the! 





top of any standard five, six or 15-gallon 
open head container. After mounting unit | 
to the container cover and connecting to 
air supply, a turn of the air valve avuto- 
matically agitates the basket of parts up| 
and down 100 times a minute through | 
the Magnus cleaning solution. The unit) 
handles up to 50 pounds of parts at a) 
time, it is said. | 





FLOOR RESURFACER—A floor repair and 
resurfacing material, which can be applied 
without interrupting traffic or production, 
has been announced by National Asphalt 
Corp., Bulkley Bidg., Cleveland 15, O. 





Known as Nacor Minit-Set, it is a plastic | 


compression type material that sets up 
instantly and will withstand 50,000 pound 
loads, it is claimed. Minit-Set contains 
no asphalt or gravel and is not a mastic. 
The material comes ready-mixed and 
ready to use, it is said. 


Rass srysei cere a: 





SWIVEL PADS—tLoose-proof swivel pads 
for C-clamps, called Perma-Pads, have 
been announced by Wilton Tool Mfg. Co., 
Inc., Schiller Park, Ill. Designed to fit any 
clamp, the pads are held in place by a 
retainer ring, instead of crimping. The 
“collar” area, where most wear is said 
to occur, is 60 percent thicker than the 
corresponding area of other swivels. In 
addition, the Perma-Pad has a free swing 


through a 60 degree arc. 
ae? @ 


Flasher Lamp for Dash 


A 12-volt, self-activating flasher 
lamp is available for use in appli- 
cations where lamps now are 
flashed by a separate flashing ele- 





| the All-Star model and designed to use 
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ment, according to General Elec- 
tric’s Miniature Lamp department, 
Cleveland 12, O. Designated the 
No. 257 flasher lamp, it is designed 
particularly for automobile instru- 
ment panel indicators and signals 
such as battery, oil, generator and 
brake, 


| 





TIRE CHANGER—A tire changer, called 


compressed air to loosen tire beads, has 
been introduced by Coats Co., Fort Dodge, 
la, The machine is said to offer “hands- | 
free" bead loosening by means of a 
compressed-air cylinder that operates a 
cam-actuated bead loosener shoe. Both 
tubeless and conventional tires, regard- 
less of wheel-type, can be changed. The 


mochine hendics off else tres from 12 invaluable for : internal cushioning, to 
to 21 inches in diameter. Sales repre- prevent body friction squeaks, ond as an 
sentative is Jock P. Hennessy Co., Inc anti-rattle, dust-seal for hoods, trunks, 
12 Depot Squore, Englewood, N. J. windows. 

* * * 








FUEL FILTER KIT—A gasoline fuel filter 
| kit has been placed on the market by 
Purolator Products, Inc., Rahway, N. J. 
| The Purolator fuel filter is said to trap dirt | 








NEW PRODUCTS 


FOAM TAPE—Tesamoll 
tape, a product with a wide diversity of 


urethane form | 


|uses both domestic and industrial, has 
been introduced by United Mineral & 
Chemical Corp., 16 Hudson St., New 


York, N. Y. The product is urethane plastic 
foam, backed by a pressure-sensitive 
adhesive protected by tissve, easily re-| 
moved for application. It comes in rolls 
of %-inch and %-inch widths. For in- 
dustrial purposes, it can be produced in| 
wider and thicker units to meet specific 
requirements. The material is said to be 





@ , 


THERMOSTAT—Standard-Thomson Corp., 
| Waltham, Mass., has introduced an avto 
| radiator thermostat that said to be| 
porticularly effective in pressurized cool- | 
ing systems. Called the Thomson “HP” 
thermostat, the device has the advantage 
| that the temperature control of the cool-/ 


is 


ant is unoffected by pressure, it is| 


| Commonwealth Ave., North Chicago, Ill., 


| two inches eliminating the need for ex-| 


ig 


shapes of points can be ground on 
all types of ferrous and nonfe 
wires in diameters from .020 of an 
inch to % inch, in length from y 
inch up to 20 inches, Main said, 





MILEAGE RECORDER — Actuator Prog. 
| ucts Corp., P. O. Box 172, Main St., Wey 
Concord, Mass., has introduced a mileage 
recorder for use on trailers, trucks, tra. 
tors and buses. It is a gravity (driveles) 
type hub-odometer, which is being mart. 
eted as the Apcor Milemeter. The Apcor 
instrument utilizes a gravity principle fe 
actuation combined with a dampening 





DRUM LATHE—Ammco Tools, Inc., 2100 


that their model 3000 
Drum lLothe is available with 
coin meter attachment. Insertion of coins 


has announced 
“Safe-Turn™ 


device to eliminate spinning due to roa 
allows the lathe to be used for a time shocks, it is claimed. A ruggedly cos 
long enough to allow the turning of the! structed instrument, moisture and green 


drums. Part of the money collected in the 
coin meter goes toward the purchase of 
the lathe. 


proof, it is said to give positive mileage 
recording whether the vehicle moves fo 
ward or backward. It registers up to |, 
000,000 miles and repeats. It is sealed & 
prevent tampering and has straight-ocrs 


always horizontal figures easily rea 
through sealed window. 
* * * 





AIRBRUSH—The Poasche H airbrush is 
said to be ideal for touching-up small 
nicks and scratches on cor bodies or 
interiors. Width of spray pattern can be/ 
adjusted from a fraction of an inch to | 


tensive masking, it is said. The airbrush | 
comes complete with ,-ounce color cup, | 
three-ounce color bottle, hanger, hose! 
coupling and instructions for core and 











claimed. The thermostat, right, uses as an 
| actuating mechanism a metal cartridge, | 
center, enclosing a sleeve. The sleeve, left, 
|is molded from Hycar American rubber 
supplied by B. F. Goodrich Chemical Co. | 


| handling. Paasche Airbrush Co., 1909 W. 


Diversey Parkway, Chicago 14, Ill. 


Needle Points 
Long needle points, ground on 


| various lengths and diameters of 
| wires, are produced by Robert A.| 


Main & Sons, Inc., 257 Pascack Rd., 
Paramus, N. J. Various lengths and 
> 


> * 


FLOOR LAMP — A telescoping for 
lamp for use in commercial industry, & 
rages and manufacturing plants has bee 
marketed by Arco Mfg. Co., Grand Forti, 
N. D. The lamp is adjustable, from 2 
inches off the floor to 8% feet abow 
the floor, with a wide base to prev 


tipping. 


particles as small as 2.5 microns in size. | 
Because of its large filtering area, the fuel|'t is surrounded by a mineral which 
filter element only needs replacement after| expands with increasing temperatures, 
every 10,000 miles of driving, it is claimed. | opening the thermostat. 





CHASSIS LIFT—An automotive chassis 
lift, featuring a one-piece superstructure 
with four movable arms, has been an- 
nounced by Joyce-Cridland Co., 2027 E. 
First St., Dayton, O. Named “Quick Spot," 
the lift adapts to any chassis, quickly 
spoting all cars and light trucks. All 
cars, including 1958 models, can be lifted 
at a car manufacturers’ prescribed pick-up 
points, using only four basic arm patterns 
and without need for separate gadgets, 
it is claimed. The lift has been thoroughly 
tested on all 1958 American cars and will 
handle unitized bodies, bowed-out frames, 
X-frames, and straight frames and cars 
with rear swing-axles, it is said. 








COPYING MACHINE—A deluxe model 
Verifax Copier which can copy anything 
from a business card to an outside 10 by 
16-inches inventory form has been an- 
nounced by Eastman Kodak Co., Rochester 
4, N. Y. Designated as the Verifax Vis- 
count Copier, the unit can copy out-size 
legal documents, accounting forms, 10 by 
16-inch automotive dealer financial forms 
and standard letter-size originals with 
equal ease, it is sgid. 





BODY-FRAME STRAIGHTENER—A new concept of body and frame repair service ® 
claimed for the Bear 108-12 dual body and frame straightening machine annovw 
by Bear Mfg. Co., Rock Island, Hil. The 108-12 is said to make it possible to cored 
both frame and body damage at the same time through the use of “power towel 
and specially engineered attachments. The rack itself is 20 feet long and 112 inches 
wide with two power towers which are movable and attach to the rack step beam 
and transverse beams for any between-the-runways or side pulls. The Towers & 
tend to a height of 54 inches above the runway and permit pulling at varie’ 
levels, and angles to reach any section of the car body. The other tower runwoy 
standard is attached with two tension rods for setups in line with the runways at 
either the front or rear of the vehicle, Runways are adjustable to any car wi 
to handle both small foreign cars as well as conventional size automobiles. The 
108-12 is available in both flush or floor type models. 
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Across the Nation... 





Thirty-five dealers have been 
added by Standard-Triumph Motor 
Co., boosting the total to more than 
620 in the U.S. 

New Triumph dealers are: 


John Boswell Co., Montgomery, 
Ala.; Brecheisen European Motors, 
Phoenix, Ariz.; H. W. Hunter, Inc., 
Lancaster, Calif.; Norwalk Import 
Motors, Norwalk, Calif.; Harrison 
Chevrolet Co., Marianna, Fla.; Mc- 
Coy’s Garage, Lake Worth, Fila.; 
Patterson Buick, Inc., Melbourne, 
Fla. 

Harry Sommers, Inc., Atlanta; 
John Davis Buick, Inc., East Point, 
Ga.: R. B. Askew & Co., Newman, 
Ga.; Sing Motor Co., Thomasville, 
Ga.: Gard Pontiac-Cadillac Co., 
Rock Island, Ill.; Gottfried Motors, 
Inc., Chicago; Tom Harrigan, Inc., 
Oak Park, Ill; Dunlap’s Motor 
Sales, Inc., Iowa City, Ia.; Barnett 
Motors, Inc., Natchez, Miss.; Hall-| 
Mack Motors, Jackson; Yazoo Mo-| 
tor Co., Yazoo City, Miss. 

Tally’s Sales & Service, Inc., 
Point Pleasant, N. J.; Castle Car 
Syracuse Corp., Syracuse; Dutchess 
Auto Co., Millerton, N. Y.; Monroe 
Auto Sales, Rochester, N. Y.; Silver 
Creek Motors, Inc., Silver Creek, | 
N. Y.: Shaker Lee Motors, Bed- 
ford, O.; Oregon City Dodge, Inc., 
Gladstone, Ore.; J. W. Smith, Inc.,| 
Morrisville, Pa.; Nagle Motors, 
Inc., Pottstown, Pa. 

Victory Auto Sales, Charleston} 
Heights, S. C.; Lawrence Rentfro,| 
Cleveland, Tenn.; Revell G.M.C. 
Co.. Dyersburg, Tenn.; Threadgill 
Rumage Motors, Milan, Tenn.; Car- 
dinal Motors, Leesburg, Va.; Im- 
port Motors, Inc., Huntington, W. 
Va.; Lucenti Motor Sales, Charles- 


Auto Dealer Changes 





ton, W. Va.; Kurtz Motors, Lake| 
Geneva, Wis. 


89 Dealers Sizn 
Rambler Pacts 


2,503 Total Up 20% 
In Year, AMC Says 


American Motors added 89 deal- 
ers in May, according to L. W. 
Stevens, director of automotive 
dealer development. The corpora- 
tion now has 2,503 Rambler dealers, 
an increase of 20 percent over a 
year ago, Stevens said. 


The new dealerships are: Black | 
Motor Co., Spruce Pine, N. C.; 
Taylor Rambler, Dallas; Turbi- 
ville Rambler, Inc., San Antonio; 
Wilbanks Motor Co., Inc., Alex- 
ander City, Ala.; McClenthen Mo- 
tors, Crown Point, Ind.; Bernie 
Dumas, Gretna La.; Hatcher Mo- 
tors, Union City, Tenn.; Cadiz 
Motor Co., Ltd., Cadiz, O.; Luke 
Rambler, Arlington, Tex.; Ripkey 
Rambler, Inc., Hinsdale, IIL; 
Sugar Valley Sales, Gunnison, 
Utah; Greek Motor Sales, Inc., 
Bryan, O.; Kenmare Implement 
Co., Kenmare, N. D. 

Dan Rardin Rambler, Inc., Hunt- 
ington, W. Va.; Tappan Motors, 
c, Tarrytown N. Y.; Rambler 
ales, Inc., Waynesville, Mo.; Knud- 
en Auto Service, Council Bluffs, 
a.; Wards Auto Sales, Inc., Quincy, 
a.; Jewell Motors, Inc., Gaines- 
ille, Ga.; Brannon Motor Co., 
Haleyville, Ala.; Morrissey Motors, 
Winterest, Ia.; Downtown Motors, 
Inc, Vicksburg, Miss.; Brauser 
Auto Sales, Inc., Hempstead, N. Y.; 
Wright Motor Co., Elko, Nev. 


Curtice Rambler, Austin, Minn.; 
elson Sales & Service, Inc. 
intonville, Wis.; Walter Aff Mo- 
tors, St. Charles, Mo.; Dutch O’Neal 
¢., North Little Rock, Ark.; 
North Bay Rambler, Vallejo, Calif.; 
Valley Implement Co., Safford, 
Ariz.; Duckett Motor Co., Cuero, 
Tex.; Dalton Auto & Implement 
Co, Gretna, Va.; Meek Motor 
Sales, Kerrville, Tex.; Truman R. 
Fries, Inc., Bethlehem, Pa.; Videon 
& Silsby, Broomall, Pa.; G. A. 
poeter Rambler Sales, Windber, 



















Jim Lewis Rambler, Belleville, 
ans.; Husak Bros., Inc., Detroit; 


te @4rrow Motors, Broken Bow, Neb.; 


v. S. Hill & Co., Lisbon, O.; Stacer 
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Reidenbaugh, Richwood, O.; 
South Haven Auto Sales, Inc., 
South Haven, Mich.; Dau’s Ga- 
rage, Algona, Ia.; Murphy Ram- 
bler Co., Port Jervis, N. Y. 
Edwards Rambler Sales, Knox- 
ville, Ia.; Ranger Rambler Corp., 
Bellerose, N. Y.; Peter Epsteen 
Rambler, Skokie, Ill.; Wadley Mo- 
Mich.; | tors, Guymon, Okla.; Roberts Mo- 











Sales & Service, 


Vassar, 
Broadway Motor Co., Audubon, Ia.;| tor Co., Owensboro, Ky.; Wysong 


Harold Dietrich, Inc., Wayne, Mich.; | Motor Co., Nevada, Mo.; California Jeg 
Loyal R. Cochran Motors, Inc.,| Sales & Service, Inc., Lynbrook, N. —— - 
Newark, O.; Beam Gaskins, Inc.,| Y-; Van Nest Motor Co., Windom, | “se 
Lincolnton, N. C.; Southern Ram-|Minn.; Strong’s Rambler Sales, - 
bler, Inc., Memphis; H. L. Folk| Greenville, Ky.; Kees Motor Co._| & 


Motor Co., Barnwell, S, C.; Hender-| Brookhaven, Miss.; Brown Auto| 
son Motors, Arcadia, Calif.; Dial| Sales, Loveland, O. 
Motor Co., Anniston, Ala. Luchetti Sales & Service, Inc., 
McKee Rambler, Inc., Beaver- | Pittston,.Pa.; Sam Glodich Auto| 
ton, Ore.; Thomas Motors, Hermi- | Sales, Carbondale, Ill.; Ennis Gulley “It’s expensive but it really 
ston, Ore.; Thompson Motors, | Motors, Winchester, Ind.; Ralph| brings the customers in!” 
Forest, Miss.; Lee’s Rambler, | Rambler, Rochester, N. Y.; Card- 
Jamaica, N. Y.; McEvers Motor | McDonald Motors, Inc., Norwich, | : 
Sales, Grayling, Mich.; Waddell |Conn.; Faubert Motors, Inc., Me-| See — Co, Cor 
Motor Co., Greenville, Tenn.; |lone, N. Y.; “66” Motors, Inc., St.) : * 
Simonds Motors, St. Johnsbury, | Marys, O.; Charles Geil, Logan, O.; | . 
Vt.; deLongchamp Sales, Inc., | Abbeys Motor Co. Carmi, IIL; 3 Lines for Lone Star 
Fitchburg, Mass.; Howard Meek | Easterling-Van Tyne, Brownsville, Lone Star Motor Imports, Inc., 
Rambler, Lewisburg, W. Va.; | Tex.; Harry Leachman Motors,| Houston, has been selected to han- 
Barley Equip. Co. Inc., Ste. |Bowling Green, Ky.; Lafayette| dle Citroen and Dyna-Panhard in 
Genevieve, Mo.; Jones Brothers, | Rambler, Inc., Brooklyn, N. Y.;| Texas, Oklahoma, Louisiana, Ar- 
Titusville, Pa. Gruber- | Robinett Rambler, Wabash, Ind.;| kansas, Missouri and Kansas, It 
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$100,000,000 on expressways 
to grow with Oklahoma City! 
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expects to bring in 50 cars a 


month. 
* ” 


USED CARS || Stinn Expansion 


| 


Is Third Since 754 


Opening of a used-car lot ad- 
joining Ed Stinn Chevrolet, Inc., 


| 21201 Center Ridge Rd., Fairview 
| Park, O., marked the third expan- 


sion of the dealership in four years. 

E. A. Stinn, former general man- 
ager of a Detroit Chevrolet dealer- 
ship, opened his firm in 1954 in 
North Olmsted, where he remained 
13 months while his new building 
was under construction. 

He said the dealership now has 
more than 140,000 square feet of 
sales and service area, including an 
outdoor area for displaying new 
cars. 

>= = * 


Hancock Succeeds Father 


W. E. Hancock jr. has succeeded 
his father, W. E. Hancock sr., as 
head of Hancock Buick, Columbia, 
S. C. The younger Hancock has 
been active in the firm since 1943 
and currently is president of the 
South Carolina Automobile Deal- 
ers Assn. 





Source: 1958 and 1955 Survey of Buying Power 


An impressive network of expressways is 
taking shape in Oklahoma City this year — 
the first part of a $100 million master plan 


around the half-million mark 
by 1975! 
to be completed within five years. 

This highway construction investment is 
just one of many being made in Oklahoma 
in order to meet the needs of a growing 
population. The Oklahoma City area, located 
at the crossroads of the nation, has prompted 


Send for your copy of “AUTOMOTIVE FACTS” 
on Oklahoma and the Oklahoma City market. 


experts to estimate her population, already 


will double 


The Oklahoman and Times gives adver- 
tisers unequalled coverage of this growing 
market. Are you getting your share of this 


growth? Schedule your advertising in The 
Daily Oklahoman and Oklahoma City Times 
to achieve best sales results in Oklahoma! 
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35% or greater 
family coverage. 


Be 15% to 35% 


“. family coverage. 
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family coverage. 


Published by The Oklahoma Publishing Co. 
Represented by The Katz Agency 
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News to Note... 


Auto World in Brief 





Aeronutronic Gets Army Job 

LOS ANGELES.—An Army Sig- 
nal Corps contract for $482,050 has 
been awarded Aeronutronic Sys- 
tems, Inc., according to Gerald J. 
Lynch, Aeronutronic president. The 
contract calls for 15 months of 
study in the guided missile and 
range instrumentation field. 

= * * 


Athletic Brothers Receive 
Dodge’s Quality Award 
TRENTON, Mich.—Joe and Ed 
Hahn received Dodge's Quality 
Dealer Award from Regional Man- 
ager Ed Newton. The brothers op- 


erate Joe Hahn, Inc. (Dodge- 
Plymouth). 

The Hahns have won more than 
200 city, state, regional and na- 


tional championships in squash 
racquets in the last 20 years. 


Kent Mfg. Co. Acquired 
By Thomas & Betts Co. 


ELIZABETH, N. J.—Thomas & 
Betts Co., Elizabeth, N. J., has 
acquired Kent Mfg. Corp., New- 
ton (Mass.), manufacturer of a 
line of electrical terminals in 
continuous strip form and related 
attaching machines for the auto- 
motive, electrical and appliance 
industries. 

Marketing of Kent products 
will be handled by a division of 
Thomas & Betts Co. sales depart- 
ment consistent with T&B’s es- 
tablished plan of distribution 
through the electrical wholesaler. 


Officers of T&B’s new subsidi- | 


ary are: N. J. MacDonald, pres- 
ident and treasurer; C. A. Badeau, 
executive vice-president, and H. 
D. Batcheller, vice-president and 
general manager. Badeau is ad- 
ministrative vice-president and 
chief engineer of T&B, and 
Batcheller is founder of Kent. 
> > 


> 
Emery Adds Hawaii Run 
NEW YORK.—Emery Air Freight 
Corp. will add service from the U. 
S. to Hawaii beginning June 26. 
- > > 


Cross Wins Golf Tourney 


LOS ANGELES.—Jim Cross shot} 


an 18-hole round of 73 to win the 
annual San Fernando Valley Motor 
Car Dealers golf tournament. 

* * > 


Dewey & Almy to Build 


CAMBRIDGE, Mass. — Plans to} 


build a new Darak battery separa- 
tor plant at Owensboro, Ky., have 
been announced by Dewey & Almy 
Chemical Co., a division of W. R. 
Grace & Co. 


New Chrysler Plant Lands 


In Nation’s Top Ten 


DETROIT.—Chrysler Corp.’s new 
stamping plant at Twinsburg, O. 
has been selected by Factory Man- 
agement and Maintenance as one 
of the “Nation’s Top Ten Plants 
of the Year.” 

Architect and engineer for the 
plant was F. A. Fairbrother and 
G. H. Miehls. Albert Kahn As- 
sociated Architects and Engineers 


was consultant. 
* 


Dealership Managers Tour 


Chevrolet Assembly Plant 

CHICAGO.—Marking GM’s 
Golden Jubilee, members of the 
Chevrolet Managers Club of Chi- 
eago toured Chevrolet’s assembly 
plant in Janesville, Wis. The club 
is made up of 47 managers of 
Chevrolet dealerships in the Chi- 
cago area. 

On the second day of the two- 
day trip, the members drove new 
cars, all the same model and 
color, back to their dealerships. 

® * + 


Rheem, Safim Set Up 


New Firm in Italy 

NEW YORK.— Rheem Mfg. Co. 
and Safim (Societa per Azioni Fusti 
e Imballaggi Metallici), an Italian 
firm licensed since 1950 to make 
Rheem products, have formed a 
jointly owned company in Milan, 
Italy. 

The new firm is named Rheem- 
Safim. It will manufacture steel 








|commissioner of the state division 


| made. 


shipping containers, water heaters 
and highway guard rails under 
license from Rheem, as well as 
certain other products now made 
by Safim, including steel construc- 
tion angles, kitchen cabinets and 
concrete forms. 
* + 
GMC Signs Jennings 
CINCINNATI. — Jennings Buick, 
Inc., 7777 Vine St., Cincinnati, has 
been appointed distributor for GMC 
vehicles and replacement parts, 
according to Thomas O. Jennings, 
president. 


Lyon Metal Pushes Sale 


To Return Workers to Jobs 


AURORA, Ill. — An intensive 
sales campaign has resulted in the 
recall of 145 of 222 idled workers 
to fill increased orders, according 
to J. M. Olesen, vice-president of 
Lyon Metal Products, Inc. 

He said the drive to return laid- 


F ord Dealer Fails 
To Halt Plymouth 
Sale to N.Y. State 


ALBANY.—A local Ford dealer| 
has been rebuffed in his legal bat- 
tle to keep the state police from 
buying a fleet of Plymouths, 

Supreme Court Justice Deckelman 
ruled that Charles H. Kriger, 


* 





of standards and purchases, acted 
properly in awarding a contract 
for 315 cars to Airport Motors, 
Inc., a Jackson Heights (L. I)! 





Plymouth dealer. 
In so doing, the judge rescinded 
a temporary injunction granted| 


}earlier at the request of Latham 


Motors, a Ford dealership. Edward | 
Conway, attorney for the Ford 
dealer, said it has not been de- 
cided whether an appeal will be) 


The dispute began after stand- 
ards and purchase requested bids! 
for a fleet of cars for the troopers, | 
who in the past have almost al-| 
ways driven Fords. 

Eight bids were received, of 
which seven were from Ford deal-| 
ers. The lone Plymouth dealer sub-| 
mitted the lowest bid, $1,776.57 per) 
car. The Latham firm was the low | 
bidder among Ford dealers with 
an offer of $1,839.36. 

Specifications called for an engine | 
of 361 cubic inches, produced by 
Ford specially for police use, but 
not offered by Plymouth. The 
Plymouth dealer agreed, however, | 
to deliver cars with a 361-cubic-| 
inch engine designed for DeSoto) 
and large Dodge automobiles. 

The Ford dealer contended this 
was an unfair substitution and 
Ford should be allowed to rebid on} 


the basis of a smaller engine, ble | 


proximately of the size available 
in Plymouths. 





New Shipping Crates— 


The British automobile industry has developed this new type of collapsible, open- 


| A. O. Gribble. 


off workers to their jobs was 
launched in March. Salesmen 
sparked their campaign with new 
products, new advertising, sales 
promotions and sales programs, he 
said, 

= 
Aluminum-Reduction Plant 


In Ohio Is Opened by Ormet 


NEW YORK.—The nation’s sec- 
ond largest aluminum-reduction 
plant is now in production, accord- 
ing to Walter F. O’Connell, presi- 
dent, Ormet Corp. Full-scale opera- 
tion is scheduled for the end of the 
year. 

Ormet is owned jointly by Olin 
Mathieson Chemical Corp. and Re- 
vere Copper & Brass, Inc, The new 
plant, located between Clarington 
and Hannibal, O., has an annual 
capacity of 180,000 tons of primary 
aluminum. 


* * 


a +o 


Dayton Rubber Acquires 


Missouri Site for Plant 


DAYTON, O—Dayton Rubber 
Co. has signed an option on a 62- 
acre site in Springfield, Mo., where 
it plans to construct a mechanical 
rubber-goods manufacturing plant, | 
according to Clowes M. Christie, 
president. | 

The one-story brick and concrete 
plant will have approximately 175,- 
000 square feet in the manufactur- 
ing area, he said. 

= 
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Aluminum Industries 


To Quit Milwaukee 


MILWAUKEE. — Aluminum In- 
dustries, Inc., will close its plant 
here before Aug. 1 and move manu- 
facturing operations to its head- 
quarters in Cincinnati. The plant 
now employs 60 persons, but normal 
employment is 90. 

The plant makes pistons and 
cylinder sleeves for the automotive 
replacement market. It was oper- 
ated by Wisconsin Machinery & 
Mfg. Co. until 1956. 


‘Teacup Derby’ Staged 
ENRY CARROLL, INC., Vestal, 
N. Y., attracted widespread in- 
terest with a “Teacup Derby” pro- 
motion. 
Area residents were invited to 
| test-drive the Renault. A tea cup 


aoe of gasoline was placed in the tank 
S-P Deal Sells to County before the prospect started out, 
CAMBRIDGE, Minn.—The accompanied by a salesman. 


The person getting the most mile- 
age received a hi-fi record player. 
> * . 


Some Food for Thought 

= COOK opened a carry- 
out delicatessen and gift and 

souvenir shop in connection with 

his used-car lot at 2220 N. 31st 

St., Springfield, Ill. It is known 

as Bill Cook’s Pantry. 


A Mammoth Promotion 
LEPHANT rides were offered by 
Kutner Buick, Philadelphia, to 

lure prospective customers into its 


showroom. 
Kutner distributed 500 elephant- 


county commissioners of Isanti 
County have approved the pur- 
chase of a Studebaker pickup 
truck on the lowest bid made by 
Farmers Supply (Studebaker- 
Packard), Cambridge. 


Lempco Products Offers 


Compression Ratio Chart 


CLEVELAND.—Lempco Products 
has prepared a new compression 
ratio chart, showing factory ratios) 
on all late-model cars. 

The chart also includes informa- 
tion on how to figure stock removal 
for increasing compression in late 
model V-8 cylinder heads. The 
chart may be obtained from 
Lempco Products, Inc., Dunham 
Rd., Bedford, O. 

> 


certificate, good in trade on the 
purchase of a 1958 Buick, to the 
50 persons making the closest 
guesses on the weight of Zumbo, 
| the elephant. 

. 


Cooper Opens Yale Office 

PHILADELPHIA.—S. L, Cooper 
Co., Washington, D. C., has opened 
a sales office for Yale industrial 
lift trucks in Roanoke, the com- 
pany’s fourth in Virginia. The Ro-| 
anoke office will be managed by 


* * 


Dealership Plugs Itself 


7 emphasis was on the dealer 
and not the product in a seven- 
column ad inserted by Dueck on 
|\Broadway, Ltd. (Chevrolet- 
__| Oldsmobile-Cadillac), in a Van- 
|}couver (B. C.) newspaper. 

The firm’s chrome emblem, 
“Dueck Vancouver,” was the focal 
point of the ad and was positioned 
under the headline: “Success Story 
Quietly Told.” 

“This distinctive little chrome 
emblem quietly tells a success story 
unparalleled in automobile history,” 
the text read. “Right from B. C.’s 
grass roots has sprung a home- 
owned and operated firm that is 
today nationally recognized as the 
fndustry’s leader.” 

The emblem is called “the indus- 
try’s most famous symbol of value, 
integrity and fine service.” 

~ * as 


Free Driving Lessons 


ALHOUN CHEVROLET CO., 

Dallas, has been offering free 
driving instructions to purchasers 
of new cars to promote and in- 
crease traffic safety. 

The lessons are available to any 
member of a purchaser’s family 
over 16, and will prepare the stu- 
dent driver to pass the State’s 
written examination. 

t of 
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A Night on the Town 
EN MEDOW (Plymouth-Dodge- 


ride tickets and gave a $50 gift | 


sider crate for shipping cars overseas. The crates permit stacking of cars one on 
top of another. The units can be collapsed after use and returned to England for reuse. 


DeSoto - Chysler - Imperial), 
South Bend, gave “A Night on the 


ee ee 


ere 





A Trophy for Imperial Dealer— 

Winner of a trophy honoring the “World's Largest Imperial Dealer” is George 
Harger, second from right, president, Harger-Haldeman, Los Angeles, who received 
the award from Burton R. Durkee, left, Chrysler and Imperial advertising and sales 
promotion director. Looking on are Edward P. Letscher, second from left, Western 
area sales director, Chrysler Corp., and Bill Neale, Harger-Haldemon vice-president. 


How They're Pushing Sales... 


Dealer Ad Ideas 





| Town for Two” to each purchaser 
of a used car during its 61st Used- 
i Birthday Sale. 

| The prize included dinner, the 
theater and an after-theater ice 
|;cream treat—a “Ben Medow Ba- 
nana Boat Special.” 





* * 


Dealer Seeks Friendship 


| ARFORD CHEVROLET CO, 
Clayton, Mo., told readers that 
|“Your friendship is our business.” 
| The ad went on to explain that 
| the dealership must add satisfied 
| customers in order to stay in busi- 
ness. Prompt deliveries and the 
best in service were offered to pros- 

| pective customers. 
+ 


* * 
| 


Glad to Be Small 


\q*OMMUNITY CHEVROLET, 
Lansdowne, Pa. a suburb of 
| Philadelphia, publicizes the fact 
that it is a small dealership and 
claims that this is an advantage 
| to the customer. 


The company advertises “high 
suburban tradeins” and “lower 
new-car prices” and notes that it 
is exempt from all Philadelphia 
taxes although it is only one mile 
from the city limits. 
| Because of these claims, Com- 
munity maintains that it is “the 
midget dealer with the giant deals.” 
= . 





Shopping Project— 


It's a giant shopping project for 
Tommie Vaughn, left, Tommie Vaught 
Motors (Ford), and Kay Lance, distrid 
manager, 7-Eleven Stores, in Houston 
The two firms have united to offer @ 
“Ford full of food free.’ Here Vaugh# 
and Lance are selecting the more than 
100 different grocery items to be give 
to everyone who purchases a Ford truck 
or car from Vaughn Motors. 











ira | 


Perce: 

Goo 
mark: 
ence, 
stone 
larity 
secon 
third 
fourth 

’ rd 









orge 
ived 
ales 
tern 
lent. 


ase? 
sed- 


the 
ice 
Ba- 


co, 
that 
ess.” 
that 
sfied 
usi- 

the 
)rOs- 


ET, 
b of 
fact 
and 
jtage 


‘high 
ower 
at it 
Iphia 


Com- 
“the 
eals.” 





ect for 
Vaughn 

district 
louston. 
offer @ 
Vaugha 


re than 
p giver 
d truck 


AUTOMOTIVE NEWS, JUNE 30, 1958 


31 





Sales Conditions in Various Areas... 





Auto Market Reports 


Baltimore 

Baltimore new-car registrations 
totalled 1,942 in May, a decline of 
17.5 percent from the 2,354 titled 
in April, according to figures com- 
piled by the Automobile Trade 
Assn. of Maryland. 

Chevrolet accounted for much 
of the dip as its registrations fell 
to 595 from 889 the previous 
month. Ford’s May total was 378, 
down from 475 in April. 

May registrations of other makes 
were: Plymouth, 199; Oldsmobile, 
141; Buick, 104; Pontiac, 91; Dodge, 
76: Rambler, 64; Cadillac, 46; Mer- 
cury, 46; Chrysler, 35; DeSoto, 26; 
Edsel, 20; Fiat, 13; Triumph, 11; 
Studebaker, 10; Lincoln, 9; Renault, 
9: English Ford, 9; Hillman, 7; 
Volkswagen, 7; Imperial, 4; Pack- 
ard, 3; miscellaneous, 39. 

The dip in new-truck registra- 
tions was 37.6 percent as 216 were 


titled in May, compared with 346) 
in April. By makes: Chevrolet, 66; | 
International, 55; Ford, 38; GMC,| 


16; Dodge, 9; White, 5; Willys, 3; 
Mack, 2; miscellaneous, 22.—(Kate 
Savage.) 


x * 


North Dakota 
New-car registrations in May in 
North Dakota totalled 1,519, com- 
pared with 1,896 in May, 1957, ac- 
cording to the Automobile Dealers 
Assn. of North Dakota, Registra- 


tions for the first five months were | 


politan, 2; Mercedes-Benz, 1; Opel, 
1, and miscellaneous, 23. 

New trucks by make: Chevrolet, 
60; Ford, 43; Dodge, 11; Interna- 
tional, 10; Willys, 10; GMC, 8; 


Diveo, 5; White, 1, and miscel- 
laneous, 16.—(Ira Alexander.) 

+ = + 

Akron 


May, usually considered one of 
the best months of the year for 
automobile sales, failed to arouse 
car buyers in Summit County 
(Akron). New-car registrations 
during the month dipped to 1,466, 
off 37.5 percent from May, 1957, 
and 14 percent below April. 

For the first five months of 
the year, county residents pur- 
chased 7,378 new automobiles or 
30 percent less than the 10,544 
for the like period of 1957. 

Chevrolet has a firm hold on the 
top spot in new car registrations 
for the year to date with 1,848 to 
Ford’s 1,492, Plymouth’s 941 and 
Oldsmobile’s 509. Buick is fifth with 
431 and Pontiac sixth with 398 to 





give General Motors products four | 


| of the first six places. 


New-truck sales through May) 


were 645, down 45 percent from 
last year. Used-car volume, how- 
|}ever, was holding up much better. 


In May it was only 13 percent} 
below the corresponding month} 


7,876 against 9,037 for the corres-| 


ponding period last year. 
New-truck registrations also 
were down in May. They totalled 
480, compared with 529 for the 
like month last year. Five-month 
totals were up slightly over 1957, 
totalling 2,040 compared with 2,019. 
—(Donald M. Lyons.) 
> = 
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Denver 

Denver automobile dealers in May 
sold 1,052 new cars, compared with 
1,560 during May, 1957. Truck sales 
numbered 164 in May, just one 
short of the 165 sold in the like 
month of 1957. 

In the first five months of this 
year, Denver dealers sold 6,478 new 


last year.—(Joe Kuebler.) 
* + > 
Cincinnati 
Motor-vehicle sales in Hamilton 
County (Cincinnati) during the} 


week ended June 12 increased to 


1,471 units, or 155 more than were| 


registered in the previous week. 

During the week, a total of 543 

| mew cars and 51 new trucks were 

registered, compared with 508 

cars and 39 trucks the previous 
week. 


A total of 834 used cars and 43) 


used trucks were sold during the 
week, compared with 735 cars and 
34 trucks in the week ended June 5. 
| Automotive repossessions num- 
bered 47, six less than in the pre- 


|vious week.—(Frank Kappel.) 
. > + 


passenger cars, compared with 8,034 | 


in 1957. The new-truck total was| 


884, almost unchanged from last 
year’s 886. 

Sale of new cars by make in 
May were: Chevrolet, 345; Ford, 
178; Plymouth, 94; Rambler, 69; 
Oldsmobile, 62; Buick, 41; Pon- 
tiac, 39; Dodge, 35; Mercury, 31; 
Cadillac, 26; Lincoln, 11; Renault, 
11; Volvo, 10; Volkswagen, 10; 
Chrysler, 9; English Ford, 8; 
Simea, 8. 

Triumph, 7; DeSoto, 6; Borgward, 
6; Porsche, 6; Edsel, 5; Studebaker, 
3; Vauxhall, 3; Imperial, 2; Metro- 


1.1 Pet. of Families 
Plan to Buy 758s 
In Omaha Market 


OMAHA.—Of the 106,332 families 
in Omiaha and Council Bluffs, Ia., 
1.1 percent plan to buy a new car 
this year, according to the 1958 
Consumer Analysis of the Omaha 
World-Herald. 

The neighboring cities have 95,- 
273 car-owning families, of which 
19,352 own more than one auto. 
The number of multiple-car fami- 
lies increased by 1,072 in a year’s 
time, the survey said. 

Among families planning to buy, 
Chevrolet (26.0 percent) and Ford 
(19.2 percent) were the choices of 
one-car owners. Ford continued the 
Slow dip of the last two years, the 
Survey showed. 

Families with more than one car 
liked Chevrolet best (30.2 percent) 
and Ford second (27.1 percent). 
Plymouth was third choice for 
both one-car (11.0 percent) and 
more-than-one-car owners (11.5 
Percent), it said. 

Goodyear dominated the tire 
market with 24.3 percent prefer- 
ence, according to the survey. Fire- 
Stone (13.8 percent) lost in popu- 
larity since 1957, but remained 
second choice. Sears Allstate gained 
third place, toppling Goodrich to 


fourth after a three-year hold on 
third place. - 


Salt Lake City 


New-car registrations in Salt 
Lake County 
totalled 980 in May and 4,164 for 
|the first five months of this year, 
|} according to the Utah Automobile 
Dealers Assn. 

May totals by makes were: Chev- 
rolet, 257; Ford, 234; Plymouth, 74; 
Oldsmobile, 55; Buick, 53; Pontiac, 
40; Mercury, 39; Edsel, 21; Ram- 
| bler, 21; DeSoto, 17; Cadillac, 14; 
Dodge, 14; Chrysler, 9; Studebaker, 
5; Imperial, 3; Lincoln, 3; miscel- 
| laneous, 121. 
| May truck sales totalled 159, and 
| the five-month figure was 674. Sales 
| by makes in May were: Ford, 72; 
|Cc hevrolet, 34; International, 23; 
| GMC, 12; Dodge, 7; Diamond T, 1; 
Kenworth, 1; Mack, 1; White, 1; 


Willys, 1; miscellaneous, 6. 
* * * 


Norfolk, Va. 


Foreign cars accounted for 10.9 
| percent of May new-car registra- 
tions in Norfolk County, according 


motive Trade Assn. of Virginia. 
Although it did not list the im- 


foreign models. 

U. S. totals by makes were: Ford, 
216; Chevrolet, 202; Plymouth, 100; 
Pontiac, 63; Buick, 50; Oldsmobile, 
45; Rambler, 23; Cadillac, 20; Mer- 
cury, 19; Edsel, 12; Dodge, 11; De- 





Soto, 9; Chrysler, 9; Lincoln, 3; 
Studebaker, 2; Continental, 2; Im- 
perial, 1, and miscellaneous, 3. 

New-truck sales totalled 100 plus 
197 trailers, the report said. Truck 
registrations by makes were: Chev- 
rolet, 49; Ford, 35; Dodge, 7; Inter- 
national, 6; GMC, 1, and miscel- 
laneous, 2. 

+ * * 


Columbus, O. 

Sales of new cars and new trucks 
in Metropolitan Columbus (Frank- 
lin County) were higher in the first 
half of June than during the cor- 
responding period of May. 

Car sales climbed to 801 from 








(Salt Lake City)| 


to figures compiled by the Auto-| 


ports by makes, the association | 
said 97 of 887 registrations were | 





782, and truck registrations num- 
bered 101, compared with 82 in 
the first half of the preceding 
month. 

New-car registrations by makes 
were: Chevrolet, 255; Ford, 187; 
Plymouth, 55; Oldsmobile, 50; Pon- 
tiac, 47; Dodge, 46; Rambler, 38; 


Buick, 31; Mercury, 22; Chrysler, 
11; DeSoto, 10; Volkswagen, 10; 
Cadillac, 9; Studebaker, 7; Edsel, 


3; Vauxhall, 3; Imperial, 2; Lin- 
coln, 2; miscellaneous, 13. 

Truck sales by makes were: 
Chevrolet, 31; Ford, 23; Interna- 
tional, 21; Dodge, 15; Diamond T, 
6; GMC, 2; Mack, 1; Volkswagen, 
1.—(Justin Henley.) 

a = = 


Birmingham, Ala. 


New-car sales in Birmingham 
showed a slight rise in May as they 
totalled 1,135, compared with 1,105 
in April. 

May totals by makes were: Chev- 





rolet, 330; Ford, 278; Plymouth, 93; 
Oldsmobile, 85; Buick, 79; Pontiac, 
48; Mercury, 28; Cadillac, 28; Chrys- 
ler, 20; Dodge, 17; DeSoto, 16; 
Rambler, 15; Volkswagen, 12; Edsel, 
10; Renault, 10. 

Fiat, 8; Simca, 8; Continental, 5; 
MG, 5; Triumph, 5; Lincoln, 4; 
Studebaker, 4; English Ford, 4; Im- 
perial, 3; Metropolitan, 2; Opel, 2; 
Mercedes-Benz, 1; miscellaneous, 15. 
—(Stuart Riddle.) 


* * + 


Milwaukee 

Rambler captured third place in 
Milwaukee County new-car regis- 
trations in May with 271 sales. The 
Wisconsin-made car trailed only 
Chevrolet, 756, and Ford, 675. 

For the first five months of 1958, 
the home-state product was fourth 
in the county with 1,118 registra- 
tions. The leaders were Chevrolet, 
3,564; Ford, 3,072, and Oldsmobile, 
1,271. 

County registrations of all 
makes, domestic and foreign, 
totalled 2,983 in May, compared 
with 3,104 in April and 4,189 in 
May, 1957. 

Five-month registrations were 
13,863, down 28 percent from the 





19,384 new cars sold in Milwaukee 
County during the first five months 
last year—(John E. Hubel.) 


* * * 


Toledo 


Lucas County (Toledo) dealers 
sold 1,195 new cars during May, 
compared with 1,018 the preceding 
month and 1,911 in May, 1957, ac- 
cording to the Toledo Automobile 
Dealers Assn. The May, 1958, total 
included most of the registrations 
for You Auto Buy Now Week. 


The five-month total this year 
was 5,579, compared with 9,427 
in 1957. 

May registrations by makes were: 
Chevrolet, 314; Ford, 291; Plym- 
outh, 99; Oldsmobile, 95; Buick, 74; 
Pontiac, 69; Dodge, 45; Mercury, 
44; Rambler, 34; Cadillac, 30; 
Chrysler, 17; DeSoto, 13; Edsel, 11; 
Studebaker, 10; Volkswagen, 9; 
Lincoln, 6; Willys, 4; Imperial, 3; 
Packard, 1; miscellaneous, 26. 

There were 82 commercial- 
vehicle sales in May, the same as 
during the previous month but 
down from 159 in May, 1957. Five- 
month totals were 386 this year and 
707 a year ago.—(Ernest C. Kish.) 


WHY A GUARANTY PROGRAM? 





WITH THE 





GUARANTY PROGRAM 


YoU Sell more new cars . . . Get more than your share 
of business in multiple dealership markets . . . Get 

the lubrication business on new cars you sell . . . Builds business on 
new car sales .. . Keep new car owners happy. A regularly serviced 
automobile is a trouble-free automobile . . . Increase TBA sales and 
sell more service...Know the automobile you are asked to trade... 


Never has a program covered so much with 
such a small amount of effort or detail. 


OIL. COMPANY « 


Ashland Oil & Refining Company 





ALVOLINE 


Division of : 


FREEDOM, PA. 


AN-658 
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DON'T LOSE Profitable Car Air Conditi 
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oning Service! 


RITE 


Exact Charge 
Scale 


Speeds exact refrigerant charging! Ends uncertain, slow methods! 


Weighs EXACT AMOUNT of refrigerant into system 
Measures to within one-eighth ounce accuracy 
Eliminates checking pressures and frostback 
Accuracy not affected by temperature or pressure 


No refrigerant loss during charging operation 
Lightweight, compact, easy to operate 


9” 


delivered— 
ready to usel 


Order NOW for rush delivery! Write or Call! 
COOL-RITE SERVICE, 124 Brunswick St., Newark 8, N. J. 


By Martin L. Whitmyer 
Staff Writer 

Despite the fact the public has 
been subjected to heavy anti- 
billboard publicity for the past year, 
eight of 10 persons still like stand- 
ardized outdoor advertising, a pub- 
lic opinion survey conducted by 
Daniel Starch finds. 


“The fact that the vast majority 
of the American people continue 
to maintain their high regard for 
this advertising medium shows 
that they have indeed retained 
their independence of judgment,” 
said Warner R. Moore, president 
of Outdoor Advertising, Inc., who 
released the report. 

Two surveys actually have been 
conducted with the findings of the 
first, conducted over 12 months 
ago, corresponding closely with 
results of the second survey con- 





Affecting Factories and Dealers . . . 
Auto Advertising 


=, 


copies of a new Rambler booklet, 
“More Mileage for Your Money,” 

Advertising for the promotion 
will include 8,500 radio spots, 159 
television spots and 100 newspaper 
ads. 









* * * 


Supplement for Suburbia 
swered “no” to the question and 5| xyburbia Today will be the narne 
percent had no opinion. In the 1957 | of “The Magazine of Pleasant 
survey, 3 percent said they didn’t| pjaces,” the new colorgravure sup- 
know, and in the latest survey 4|/ plement recently announced 
percent gave a “don’t know”|Teonard S. Davidow, publisher of 
answer. | Family Weekly. 

In answer to the question, is | The title previously announced, 
outdoor billboard advertising pre- | Suburbia, was unsuitable becauge 
sented in good tastes?, 84 percent | of prior use and registration in the 
voted “yes” in both surveys. | publishing field. 

The question that got the least} The first monthly issue of Subur. 
“yes” answers was: Is outdoor bill-| bia Today is scheduled for Janu- 
board advertising a relief from| ary, 1959. 
the monotony of driving? In the| 
1957 survey, 65 percent said “yes,”| Digest Linage Up 
while in the most recent findings 69 | Advertising linage in the 28 in- 
percent gave an affirmative answer. | ternational editions of Reader’s Dj- 
Twenty percent said “no” in the) gest for the first six months of 1958 
1957 survey, while “no” answers | j, 7 percent ahead of the same 
dropped to 15 percent in 1958. The| period last year, Paul W. Thomp- 
remainder were of no opinion or son, general manager, announced, 
didn’t know, the survey reported.| The Digest’s overseas editions 


* * * 





* * : 
Bigelow 2-1900 ducted thi ; : have carried 9,090.5 pages to date 7 
— tailed = Both ain ete based on a|Poster Annual Published |this year, almost 600 pages more use 
a Sn a ea aa = aan probability sample of all U.S. urban| The new Poster Annual, con-| = ot ae bee ateali — 
posting markets of 2,500 popula-| taining a collection of the country’s] ,. aad : ao = “a 
NOTICE OF INFRINGEMENT tion and over. All interviewing was| best designs in the outdoor poster | tional editions a advertis Ne 
from Crushproof Tubing Company conducted in the home and was|and painted-display mediums, has|i"& gains during the past six § cor 
A tus to manufacture the first extruded, spiraled, all-rubber (synthetic or | restricted to the standardized out-|been published by Outdoor Adver- — * * * , 
pperetus to ; .. oe door medium and to persons 10) tising, Inc., the medium’s national | we 

bi v oduced the United Stat d | , 

eared ta 11k’ On Sept. 2h “1983, rind rr hae. 30. 1954, patente were applied tor years of age and over. | sales organization. Borg-Warner Ups Sutton the 
in the United States and Canada, respec- The results showed that 80 per- | The booklet features the three Donn Sutton has been named yes 


tively. 

U. S. Patent No. 2,832,09% and Canadian 
Patent No. 556,447 on apparatus for and 
methods of making corrugated tubing and 
the like were granted on April 29, 1958. 
From 1954 until the present, we have posi- 
tive knowledge that similar tubing has been 
manufactured on apparatus now covered by 
the above patents. 

Sole licensees under these patents are the 
Crushproof Tubing Company and Cyclovac, 
Inc., of Cleveland and McComb, Ohio. 
This is to serve notice that immediate legal 


cent of the respondents in the 
first survey thought outdoor bill- 
boards attractive and pleasant to 
see, In the most recent survey, 79 
percent answered “yes” to the 
question: In your opinion is out- 
door billboard advertising attrac- 
tive and pleasant to see. 

Of the group replying yes, 8 per- 
cent in 1957 and 6 percent in 1958 


Grand Award Medal winners of 
this year’s Annual Competition of 
Outdoor Advertising Art, spon- 
sored by the Art Directors Club 
of Chicago, plus first, second and 
third-prize winners in 17 classi- 
fications, including the painted- 
display medium. In addition, the 
book contains a number of honor- | advertising manager of Borg- 
able mention designs, making a | Warner. 


director of public relations and ad- 
vertising for Borg-Warner Corp, 
| Chicago. 

Sutton joined Borg-Warner 4 
public relations counselor in 19% 
and later became director of public 
relations. 

G. A. Shallberg jr. continues # 


clit 


action will be taken against any and all 
infringing manufacturers. 

Products manufactured and sold by Crush- 
proof Tubing Company and Cyclovac, Inc., 
include garage exhaust tubing, commercial vacuum cleaner hose, farm implement 
tubing, oxygen hose, other types of medical tubes and skin-diving tubes. 





qualified their statement by saying 


total of 163 poster and painted- 2 sm 
that some specific posters they had 


display illustrations. i 
seen were not attractive and pleas-| Ford division through its adver- Ross Roy ee , 
ant to see. tising agency, J. Walter Thompson, Thirty-two years t™ Ousines 
In both surveys, 12 percent an-|swept all three prizes in the auto-| eT celebrated by Ross Roy, 
mobile classification, won first prize| /"¢., Detroit advertising agency, 
at the annual employe long- 


in the painted-displays embellished | ; 
classification, and third prize in the| %¢Tvice awards party at the De 
troit Boat Club. 
* 
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|Grand Award Medal competition. >.< — 
| Chevrolet was given honorable 
Replace I HREE fasteners | mention in the painted poster Sales Push by Anchor urn 
classification. | Anchor Industries, Inc., Cleve 
| In the automobile-accessories|land, has announced plans for & 
A S | classification, Atlas Supply Co. won| new, stronger merchandising pro Owns 
as — We | first prize, while AC Spark Plug/ gram for its Anchor Rubber Proé- 
hy won second and third prizes. In| ucts and Doan divisions—and, a 
=e a the gasoline and oil classification,| the same time, announced the ap Cok 
Ethyl Corp. won first prize; Con-|pointment of a new advertising All 
| tinental Oil Co., second, and Stand-| agency to help the company ac 
jard Oil Co. of Indiana, third. complish the objective. — 
| The annual is scheduled for| The new merchandising program }"™"™ 


will place the emphasis on point- 


|limited distribution to advertisers, , : 
of-purchase material, selling aids (De: 


agencies and selected art-training | 

















institutions. |and information that will help § 4s : 
=. Ss boost sales. The new agency & 
Business Papers Lag | Bayless-Kerr Co., Cleveland. _ | 
| Business publication advertising| Anchor and Doan ee » =. 
| volume is still trailing the record| Clude packaged automotive oo 
levels of a year ago, according to| ment floor mats, protector _ = 
figures reported in Industrial; motor mounts, pedal pads, ac tees 
| Marketing. 'erator pedals and various bushing 
- | Tetals at the end of May |2"d grommets. — — 
Hlabi showed a drop of 9.1 percent \ ‘ 
alameda ” | from the volume at the end of | Pontiac TV Plans Unveiled NE 
se diameters. | the first five months of 1957, and Pontiac, through MacManus 
— total pages for the month of May | John & Adams, Inc., its advertis Dez 
‘iu were 9.2 percent off the corres- | ing agency, has announced it will 
ponding month a year 7- | eontinue its policy of using top Sale 
e Big Savin Washer T PALNUT Industrial publications showed) flight stars in custom-built tele- 
, agli Soe ane ae *. replace the biggest drop with a 11.8 per-| vision showcases: a series of 
Type D, with Sealer. Bonded- . enets ne Eat wasners—cost cent decline in pages during May! hour-long shows, six of which §—— 
in plastisol compound seals much less—reduce parts and handling —cut assem- }and a 11.3 percent drop from the| already have been selected. 
out dirt and water. bly costs. first five months of 1957. Included is a special —— DAY 
4 : Export publications were off 7.3| ment show, the first indepen 
ate e Fast Assembly. The PALNUT is picked up, percent for May and 4.7 percent for| production of Emmy-winner Bob Au 
\sey). started and tightened in one high-speed operation, year-to-date; product-news publi-| Banner; specials starring Victor A. 
° using PALNUT magnetized socket wrenches. cations were off 6.3 percent from| Borge, Mary Martin and Phil _ 
e — Spins on freely, seats with high torque. the volume achieved in May, 1957,| Silvers; a special Perry Com @-—— 
rounding Type. Teethin base ; and down 3.5 percent for the| show, and another hour-long 
cut through non-conductive e Tight Assemblies. Spring locking action grips January-May period, and publica-| spectacular from Roncon the 
coats SS bane electrical the screw thread, while spring washer base assures jtions in the trade group were off/ Como production company. 
ground. Available with sealer. resilient contact against assembled parts. 2 Eee ‘dat on and 8.7 percent an os 
! ° Resilient Locking Action absorbs shock of Only group to break the pattern| John E. Brady has been named 
tightening, permits safe assembly of fragile or was class publications, which) aq director of American Airlines 
4 jue por showed 4 percent Increase for|nc, ‘succeeding Shepard, Splat Hl] © 
. h igned to become presi 
Se . . e Washer base spans holes and slots. the first five months of last year. - yeeen ‘Sesiee Co. » 
cer Type spans die-cast M s af 
sealer remov ‘ M oined 19 
| bosses. Available with 4 e May be ed and re-used. Sew Delis Demmation | PR ol 2. é meer es Jo - S 
e Wide selection of sizes. A Rambler station wagon will be| er’s Digest. Mascott most recess 
' i h k f ight ivisi or 
Write for Free Samples, stating type and size at ol —. eee saaeuatien Sg ae er ; Dayton sale 
; —— THE PALNUT COMPANY, 47 Glen Road, Mountainside, W. J. sponsored by Polk Bros., Chicago} incentive firm. 
i Type E has flat top for use on ; ee as appliance dealer. * * * 
electrical terminals. Detroit Office and warehouse: : The “Rambler rampage” promo-! Donald G. Typond has bee? 
730 West Eight Mile Road, Detroit 20, Mich. |tion was kicked off with a parade|named associate editor of Sp 
: L i. Ramblers through downtown| Cars Illustrated Directory. ato J 
i Chicago June 20. Directory is an annual buye a 
3 ® OCK NUTS To win one of the new Ramblers| guide to sports and economy cal e 
i a person has to register at one of| edited by the staff of Sports Cars 
; FASTEN ERS Polk’s stores. A Rambler will be| Illustrated magazine. Prior to joi A 





displayed at each of the firm’s| ing the directory staff, Typond w# A 
outlets, and Polk will distribute} a free lance photographer. 
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Average Prices of Used Cars Sold at Auction 


(Compiled " eran ve from Auction Reports.) 
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Prices of 57s added and '49s dropped in November, 1956, 


Figures alongside bars represent dollars. 


climbed $1. The average price of 
"51 models was unchanged from 
the previous week. 

At a group of representative 
auctions last week, the average 
consignment was 276.55 units, the 
highest of the year. The sales 
ratio was 74.8 percent, also a new 
high for 1958. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tions last week declined $3 to 
$962, according to Automotive 
News’ index. It was the third 
consecutive weekly dip. 

Chiefly responsible for the drop 
were '58s, which fell $19 to record 
the lowest average price of the 


year for this model. Other de- | drive and (ns) indicates power 
clines were registered by '57s, | steering. - r 
down $1; ’56s, down $7; ’55s, down : se 
$1, and "52s, down $4. EBENSBURG, PA. 

Gains were recorded by two Ebensburg Auto Auction, Sale every 
models—’54s went up $7 and °53s | Thursday. Prices are for sale of June 19. 








COLORADO MISSISSIPPI 
| JACKSON — Greater Jackson Auto | 
urmusvose coo. — Auction, Wilmington St., Box 8468. 


Wed., 12:30. Check, Title Guarantee. 


MISSOURI 
KANSAS CITY—K. C. Auto Auction, 


1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 











ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 





DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) | 
4595 So. Santa Fe Littleton, Colo. | 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 








ttt AND FRIDAY 
oa a | We Issue Our Checks and Insure Titles 
CONNECTICUT | 


Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 





Prices of 58s added and ’50s dropped in December, 1957. 
(Copyright, 1958, by Automotive News) 


Market remaining same. °55 and °56 
models in demand, Sold 87 cars from 





110 units offered. 
BUICK—'56 Super 4-dr., $1,320°, $1,170* Used Imported 
(ps). 
"54 Special 4-dr., $645. 
'53 Super Riviera, $565*; sedan, $200*. Cars 
"52 Special 2-dr., $155. 
"51 Special 4-dr., $150. 
CADILLAC—'47 (62) 4-dr., $155*. 
CHEVROLET—’57 Bel Air (8) conv., $1,- Los Angeles 
710* (ps); 4-dr.. $1,400*; Two-ten (8) | austin-Healey-—'53, $200. 


station wagon, $1,675*. DKW—'56 2- 2 


"56 Two-ten (8) sedan, $850, $800; Two- | Goliath—’57 $700. 
ten (6) 4-dr., $990. Hillman — oS Siesay, 


"54 Two-ten 4- ér., $450*. $660. 


eS ) 


$800; Californian. 


*5@ coupe, $1,935; Micro bus, 
"54 2-dr., $970, $895. 
Volvo—’57 2-dr., $1,510. 


Ebensburg 
Jaguar—’56 coupe, $1,865. 
West Palm Beach 


Hillman—'57 sedan, $1,110. 

Volkswagen—’57 sedan, $1,150. 

Volvo—' 57 sedan, $1,150. 
Littleton, Colo. 


Jaguar—’56 sedan, $1,850. 
Volkswagen—’58 sedan, $1,710. 
’55 sedan, $1,150, 2 at $1,125, $1,095. 
Chicago 


Jaguar—'55 coupe, $1,530. 
Mercedes-Benz—’'57 coupe, 
Volkswagen—’'58, $1,710. 


"57, $1,560. 
Valdosta 
Renault—’ 57 4-dr., $960. 


Seattle 

Volkswagen—'58 Sunroof, 
$1,725. 

*55 conv., 


$1,550 


$3,425. 


$1,740; 2-dr., 


$970. 


Albany 


Isetta—'58 Sunroof, $510. 
MG—’57 Roadster, $1,550. 
Renault—’57 Dauphine, $1,025. 
Flint 
Jaguar—'52 4-dr., $440. 
Lioyd—’58 station wagon, $1,075. 
Volkswagen—'55, $1,000. 


Buffalo 


Renault—'57 Dauphine, $910. 


Warehouse Point, Conn. 


Volkswagen—'56 2-dr., $1,065. 
English Ford—'53 Zephyr, $205. 


Portland, Ore. 


English Pord—'53 Zephyr, $475. 

Hiliman—'57 Minx 4-dr., $1,120. 

Volkswagen—'56 2-dr., $1,220, $1,150. 
"55 2-dr., $970. 





MG—'5S8 cou 2,130. 
‘53. Two-ten sedan, $375, $350; One-fifty| Opei_’58 2-ar-, = 750. 
4-dr., $390. Porsche—’57 coupe, $2,950. 
"51 Hardtop, $205*; sedan, $105. Volkswagen—'58 coupe, $2,475, 
(Continued on Page 34, Col. $2,100. 


$2,300. 


1) "57 coupe, 





NORTH CAROLINA 
COMPLETE “EXPOSURE” 


AUTOMOTIVE NEWS Classified Advertise- 
ments reach an estimated 156,000 readers, | 
engaged in every branch of the aviomo- 
tive industry from Maine to California. 
The place to start advertising for help, 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





positions, dealerships, lines, used cars or 
trucks, ports and shop equipment is in| 
the classified want od columns of Auto- | 


motive News. 


MONTPELIER, OHIO 
Sale Every Menday, 12:30 P.M. 
“WE NEVER miss” 
Your Good Wili—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 











NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


| TOLEDO 


DEALERS’ 
AUTOMOBILE 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 





NEW JERSEY 


CROSSROADS i iil waned 


NADE 


WT Ce | A. M. 


of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


MICHIGAN 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ae west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 
er —  ——— 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





Albany 5, N. Y. 


” Joroaa AUCTION 
All Titles and Checks Guaranteed | e 
EVERY 
TUESDAY 
+ 
Ist Sale — July 8th 
12:00 Noon 
* 
SPORTS ARENA 
+ 
TOLEDO, OHIO 
OX 1-2403 


Main Office: 
300 S. Front St. 
Fremont, Ohio 
FE 2-5538 





Thruway Auto Auction, Inc. 
Rovte 18B Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Fiyi ving Dealers — Land at Buffalo Air-Park, 

ilies south of Buffalo “Sesicipel Airport. 
tard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





Crossroads 


. where they meet... . 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 








You will reach both groups 
through an ad in Automotive 
News. 


FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 








RALEIGH — Mann's Auto Auction | 


MONTPELIER AUTO AUCTION CO.| 





Detroit 


Lioyd—'58 2-dr., $1,000. 


Metropolitan—'57 2-dr., $1,130, $1,030. 





| PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guoranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5240! 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 

“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check” 

| Bil Johnsen Beb McConkey 





WEST VIRGINIA 


MID-ATLANTIC 
DEALER AUCTION 


Wed. - 11 ie 


On- most moder 
Complete 
Availad’ 

MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 


Facilities 








a a 


caporear 
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Used-Car Auction Prices 





(Continued from Page 33) 


’50 station wagon, $385; 4-dr., $180. 


’40 sedan, $130. 


CHRYSLER—'53 Windsor 4-dr., $330* 
(ps). 
*51 coupe, $150*. 
DESOTO—’50 Custom 4-dr., $115*. 
DODGE—’52 Coronet conv., $150*; 2-dr., 


$125*. 
’651 4-dr., $100*. 
FORD—’57 Custom (8) 300 4-dr., $1,395, 


$1,350, $1,260; Custom (6) 4-dr., $1,- 
090. 

’55 Ranch Wagon, $870; 4-dr., $805, 
$785. * 

54 Crest (8) 4-dr., $555; Crest (6) 
4-dr., $385; Custom (8) 2-dr., $440.) 

’53 4-dr. station wagon, $655, $535* 
Custom (6) 4-dr., $335*; 2-dr., $390*, | 
$200, $180. 

"52 Main (6) 4-dr., $170; Custom (8) 
2-dr., $260, $120. 

"51 4-dr., $165*. 

LINCOLN —'57 Premiere 2-dr., $2,675* 


(ps). 


MERCURY—’52 Monterey Hardtop, $220°*. | 


OLDSMOBILE—'54 (88) 
"50 (88) 4-dr., $100*. 
PACKARD—’53 4-dr., $350*. 


4-dr., $850. 


PLYMOUTH—'57 Plaza (8) 2-dr., $1,140°*. 

"56 Savoy (8) 2-dr., $980*°, $870; 4-dr., 

$885; Plaza (8) 4-dr., $900; Suburban, 
$800. 


"55 2-dr., $800°. 
’53 sedan, $270, $210, 
coupe, $220; station wagon, 
"52 coupe, $145°; conv., $195. 
RAMBLER—’'5S station wagon, 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of June 17. 
Over 77 percent of the consignment 


$200; conv., 
$160°*. 


$2,300. 


sold. 

BUICK—'57 Century Riviera, $1,925*; 4- 
dr., $1,875*; Special Riviera, $1,850*, 
$1,525°; 2-dr., $1,610°. 

"56 Super Riviera, $1,600* (ps), $1,400*, 
$1,280° (ps); RM conv., $1,525° (ps); 
Century conv., $1,485° (ps); Special 
Riviera, $1,410° (ps), $1,380°, $1,300°, 
$1,275° (ps). 

‘55 Super Riviera, $1,265*, $1,095° (ps); 
Century conv., $1,185° (ps); Riviera, 
$980°; Special Riviera, $950°; RM 
Riviera, $900° (ps). 

"S54 RM 4-dr., $775° (ps); Super Riviera, 
755°; Special Riviera, $750°. 


"53 RM 4-dr., $445° (ps). 


CADILLAC—'58 coupe de Ville, $5,350° 
(ps), $4,625° (ps), $4,430° (ps); conv., 


$4,.990° (ps), $4,.S75° (ps), $4,700° 
(ps); 4-dr., $4,525° (ps), $4,400° (ps). 
"S57 (62) conv., $3,655° (ps), $3,535° 
(ps); coupe de Ville, $3,475° (ps); 
4-dr., $3,210° (ps); coupe, $3,190° 
(ps). 
"56 (62) conv., $2,735° (ps); 4-dr., $2,- 
185°. 


"55 (62) conv., $2,005*° (ps). 





(One of a series) 





THERE 


$465; | 





"54 coupe de Ville, $1,675* (ps); 4-dr., 
$1,500* (ps). 

"6563 (62) 4-dr., $765*; coupe, $700*, 

CHEVROLET—’58 Impala (8) sport coupe, 
$2,525* (ps), $2,410* (ps), $2,350*; 
conv., $2,420* (ps), $2,400* (ps); Bel 
Air (8) 4-dr., $2,000*. 

57 Corvette, $2,590; (8) station wagon, 
$2,000*, $1,820*; (6) station wagon, 
$1,800*; Bel Air (8) Hardtop, $1,875*, 
$1,750", $1,745*; $1,725*, $1,715* (ps); 
sedan, $1,590° (ps), $1,550*°; conv., 
$1,750*; One-fifty (8) station wagon, 
$1,450*; Two-ten (6) Hardtop, $1,420; 


sedan, $1,300*, $1,295, $1,280, $1,275, 
$1,250, $1,225, $1,240, $1,220. 

"56 Bel Air (8) conv. §$1,430*; 4-dr., 
$1,200*; 2-dr., $1,195*; Bel Air (6) 
Hardtop, $1,295*, $1,240; Two-ten (8) 
station wagon, $1,355*, $1,320*; Two- 
ten (6) station wagon, $1,175* (ps). 

"55 Bel Air (8) conv., $1,150*%; Hardtop, 
$1,125*, $1,115*; 4-dr., $1,080* (ps); 
Bel Air (6) Hardtop, $1,055*; 4-dr., 
$1,035*; Two-ten (6) 4-dr., $920* 

"54 Bel Air (6) conv., $800, $780*; 
Hardtop, $755*; Two-ten 4-dr., $705*. 

"53 Bel Air (6) Hardtop, $500; Two-ten 
(6) 2-dr., $495. 

CHRYSLER—'56 NY St Regis Hardtop, 
$2,100* (ps); 4-dr., $1,530* (ps), $1,- 
160° (ps); Windsor 4-dr., $1,455* 
DODGE—'57 Coronet (8) 4-dr. Hardtop, 
$2,000* (ps); Coronet (6) 4-dr., $1,- 

470°. 

"56 Coronet (8) Hardtop, $1,235*, $1,- 
ooor 

‘55 Royal (8) conv., $1,045* (ps), $1,- 
025° (ps); Lancer Hardtop, $870*, 
$760*; Coronet 4-dr., $785. 

"54 Royal (8) 4-dr., $450°*. 

‘53 Coronet (8) station wagon, $500*. 

FORD — ‘58 Thunderbird, $3,755* (ps); 
Fairlane (8) 500 conv., $2,310* (ps). 

"57 Retractable Hardtop, $2,380*, $1,905; 
Fairlane (8) 500 conv., $1,875* (ps); 
4-dr., $1,690°, $1,615*; Victoria, $1,- 
670° (ps), $1,510° (ps), $1,335° (ps); 

Fairlane (8) Hardtop, $1,560*, $1,440°; 


Custom (8) 300 sedan, $1,370*, $1,330*, 
$1,250, $1,205; Ranch Wagon, $1,365. 
"56 Thunderbird, $2,435*° ips), $2,325* 
(ps); Fairlane (8) conv., $1,465* (ps), 


$1,400*, $1.395° (ps), $1,255*; Country | 


sedan, $1,300*; Crown Victoria, $1,- 
265°; 4-dr., $1,200° (ps); 2-dr., $1,- 
035°; Custom (8) Ranch Wagon, $1,- 
105; 4-dr., $930°. 

"55 Thunderbird, $1,760* (ps); Country 
sedan, $1,120°; Fairlane (8) Victoria, 
$950° (ps); $905°; conv., $945*, $940*; 
sedan, $775°. 

"S4- Crest (8) conv., $820°; Victoria, 
$720°; 4-dr., $595; Custom 4-dr., $500. 

HUDSON—'56 Hornet 4-dr., $1,190* (ps). 

IMPERIAL—'55 4-dr., $1,335* (ps). 

LINCOLN — ‘57 Premiere coupe, $2,680° 
(ps). 

"56 Premiere Hardtop, $1,825* (ps), $1,- 
600° (ps). 





| 


’54 Capri Hardtop, $755*; 


(ps). 


conv., 


MERCURY—’57 Colony Park station wag- 


on, $2,560* (ps); Montclair Hardtop, 
$1,790*; Monterey conv., $1,720*° (ps); 
Hardtop, $1,575* (ps). 
‘56 Monterey Hardtop, $1,400*; 
clair Hardtop, $1,360* (ps), 
55 station wagon, $1,450*; 
Hardtop, $1,170*, $970*, $875*; 
$825*. 
’54 Monterey 
$635*, $595°*. 
NAS H—’56 Ambassador 


Hardtop, $665*; 4-dr., 


4-dr., $1,220° 


ps). 
OLDSMOBILE —'58 (88) conv., $2,§ 
(ps). 
"57 (98) 


(ps); 


$2,2 
$2,215° 
(ps); 4- 


Holiday, $2,500* (ps), 
(88) Super Holiday, 
(ps), $£2,100* (ps), $2,065* 
dr., $1,960* 
56 (88) Super 
(88) Holiday, 
55 (98) Holiday, 


$1,595* 
$1,420*. 
$1,400* (ps), $1,315* 
(ps), $1,200* (ps); (88) Holiday, $1,- 
465* (ps), $1,420*, $1,275* (ps). 
54 (98) Holiday, $975* (ps); 4-dr. 
$710*; (S88) 4-dr., $845* (ps), $560°: 
Holiday, $510*. 
"53 (88) sedan, $480*, $395*; 
Holiday, $450*; conv., $305*. 
PACKARD — '55 ‘‘400°’ Hardtop, 
(ps): Clipper Hardtop, $920*. 
PLYMOUTH—’58 Fury coupe, $2,395* (ps): 
Belvedere (8) conv., $2,210* (ps), $2.- 
200* (ps). 
’57 Belvedere 
600*: sedan, 
dr., $1,400°*; 
$1.350* ; 


Holiday, 
$1,465*, 


(ps); 


(98) 


$1,005* 


(8) Hardtop, $1,700*, $1,- 
$1,.575*: Savoy (8) 4- 
Savoy (6) 4-dr., $1,400*, 

Plaza 4-dr., $1,265, $1,200 
'56 (8) Suburban, $1,385*, $1,135*° (ps) 

Belvedere (8) 4-dr., $960 

"55 Plaza station wagon 
4-dr., $775°*, $700°; 
Hardtop, $705*. 

’53 station wagon, $350. 

PONTIAC Chieftain Catalina, 

(ps) 

*56 Star Chief conv 
lina, $1,125°; 
100* 

Star 

4-dr., 
$970°. 

'54 Star Chief Catalina, $805* 

RAMBLER—’'56 station wagon 
"55 Cross Country, $1,100*, 

$600 


dr., 
PORTLAND, ORE. 


Auto 


Savoy 
(6) 


, $855; 
Belvedere 


$1,725° 


Cata- 
$1,- 


$1.585° (ps): 
Chieftain Catalina 
"55 Chief 
$950* 


Catalina, $1.100° 
(ps); Chieftain 


(ps) 
Catalina, 


$1,375° 


$1,025°; 4- 


Sale every 
17 


Auction, Inc 
are for sale of June 


BUICK—'56 Super Riviera, $1,475* 
$1,350; Super 4-dr., $1,245*° 
‘55 Super Riviera, $1,190° (ps), 

(ps). 
"54 Super Riviera, 
Riviera, $850°. 


Portland 
Tuesday. Prices 


(ps). 
$1,180* 


$850°; Century 2-dr 


CADILLAC—’'56 (62) conv., $2,785* (ps) 
"54 (62) 4-dr., $1,575* (ps), $1,550° 
(ps). 


"52 (62) 4-dr., $595°. 
"51 (62) 4-dr., $295°. 
CHEVROLET 


030°. 

‘57 Bel Air (8) Hardtop, $1,980° (ps). 
$1.875* (ps); Two-ten (8) 4-dr. sta- 
tion wagon, $1,855; 4-dr., $1,575*; 
Two-ten (8) Del Ray, $1,535; Two- 
ten (6) club coupe, $1,425. 


"56 Bel Air (8) Hardtop, $1,440°; Two- 


$595* 


Mont- | 
$1,325*. | 
Montclair | 
4-dr., | 


(ps). | 


| 


‘58 Biscayne (8) 4-dr., $2,- | NASH 





Model Breakdown 
Of Auction Averages 

















June, May, April, 

Model 1958 1958 1958 

oe $2,561 $2,619 $2,646 

1957. 1,653 1,612 1,652 

1956 1,191 1,164 1,152 

ne 918 899 906 

1954.. 586 589 606 

1953 364 361 369 

1952 228 232 237 

1951... 193 174 182 

Overall ee 

Average $ 962 $ 956 $ 969 
ten (8) Del Ray, $1,350*; Two-ten (6) 
2-dr., $965. 

"55 Bel Air (8) conv., $1,380*; Bel Air 
(8) 2-dr., $1,245*; Two-ten (6) 4-dr., 
$1,145; Bel Air (6) 4-dr., $1,100*; 
Two-ten (8) 2-dr., $850. 

53 Bel Air (6) 2-dr., $725, $675; Bel 
Air (6) 4-dr., $570; Two-ten 2-dr 
$525, $480*. 

"52 4-dr., $435. 

"51 Bel Air 2-dr.. $360*, $335* 

"50 Bel Air 2-dr., $260*°; Conv., $195 

DESOTO—’'56 Firedome (8) 2-dr., $1.535* 
(ps). 
"53 Firedome 4-dr., $650* (ps). 
DODGE—’58 Coronet (8) Lancer, $2,390* 
(ps). 

"56 Coronet (8S) 4-dr., $985* 

"55 Coronet (8) Suburban, $1,220*; Royal 
(8) Lancer 2-dr., $1,025* (ps); Royal 
(8) 4-dr., $950* (ps). 

"54 Coronet (8) 2-dr., $570*, $510. 

"53 Coronet (8) 4-dr.. $360* 

"52 Wayfarer (6) 2-dr.. $240° 

FORD—'57 Fairlane (8) 500 conv., $1.975* 
(ps); 4-dr. (8) station wagon, $1.730*; 
Del Rio (8) 2-dr. Ranch Wagon, $1.- 
670;; 2-dr. (8) station wagon. $1.650 

56 Fairlane (8) Hardtop, $1.430* (ps); 
4-dr $1,275°, $1,250°; Custom (8) 
i-dr.. 2 at $1,150*; Custom (6) 2-dr., 
$1,005 

‘55 Fairlane (8) Hardtop, $1,310*: Cus- 
tom «®) 4-dr., $1.050, $950°: 2-dr.. 
$950* 

"54 Main (8) 2-dr. Ranch Wagon. $935: 
Custom (8) 4-dr.. $600. $400 

‘53 Custom (8) club coupe, $485 

"52 Custom (8) 4-dr., $380°; 2-dr., $325° 

5 r., $350° 

‘52 Wasp 4-dr., $190* 

MERCURY —'5S Monterey Hardtop, $2,- 
495" (ps). 

"56 Montclair Hardtop, $1,595* (ps). 

"55 Montclair 2-dr., $1,095 

"54 station wagon 4-dr., $1,050° (ps): 


Monterey coupe, $900*; Monterey Hard- 
top, $650° (ps). 

"53 Monterey 4-dr., $425°. 

"S51 4-dr., $280°. 


‘54 Ambassador 4-dr.. $730°. 
| OLDSMOBILE — ‘58 (98) 4-dr Hardtop, 
$2,790° (ps). 
"S7 (88) 2-dr. Hardtop, $1,985*, 
"56 (S88) 2-dr. Hardtop, $1,560°. 
‘55 (88) 2-dr. Hardtop, $1,405* (ps). 
"54 (88) 2-dr. Hardtop, $1,050°; (88) 


Super 2-dr., $970° (ps). 








0 


iS A BIG DIFFERENCE 


Maximum Dent-Resistance 





GENERAL OFFICES + CLEVELAND 1, OHIO 


| 


ae 
50 (88) 4-dr., $165°*. 
PACKARD—’57 4-dr. station wagon, $1. 
900* (ps). 
PLYMOUTH—’57 2-dr. station wagon, $1, 
710. 
55 Savoy (6) 4-dr., $775; P a (8) 
2-dr., $700*. 
’54 Savoy (6) club coupe, $46(* 
| °52 4-dr., $240*. 
PONTIAC—’55 Star Chief Hardtop, $1,199¢- 
Chieftain (8) 4-dr., $975*. 2 
’54 Chieftain Deluxe 4-dr., $558/ 4-dr, 
sedan, $475*. 
’53 Chieftain (8) 4-dr., $440*, £370*, 
’52 Chieftain Hardtop, $325*. 
’51 (8) 2-dr., $120. 
RAMBLER—'56 4-dr. station wagon, §1,. 
550* (ps). 
°55 4-dr. station wagon, $1,355*, $1,290¢. 
WILLYS—’55 4x4 (6) station wagon, $1,. 
020. 
’53 2-dr. station wagon, $610*. 
MISCELLANEOUS — '51 Chevrolet %-ton 
pickup, $420. 
"46 Chevrolet %-ton pickup, $17: 
’57 Ford %-ton pickup (8), $1,400, 
"56 Ford %-ton pickup (8), $960* $859 
"56 Ford Courier (6), $800. 
"55 Studebaker %-ton pickup (8), $829, 
WAREHOUSE POINT, CONN, 
Southern Auto Sales, Inc. Sale every 


AINLESS STEEL BRIGHTWORK 


Helps you sell by promising 


REPUBLIC STEEL 


Wednesday. Prices are for sale of June 18, 

Weather cool, market steady with » 
high demand for good cars. Clean mer. 
chandise will bring top dollar value, 
Sold 148 cars out of 215 consignments, 


BUICK—'57 Special Hardtop, $1,850* (ps), 

"56 Century conv., $1,250° (ps). 

’54 Super Hardtop, $680* (ps); Speciaj 
2-dr., $675*, $480*; Century 4-dr., 
$535* (ps). 

"53 Special coupe, $365*; Super Hard. 
top, $295. 

*52 Special 2-dr., $120. 

CADILLAC—'57 coupe de Ville, $3,390 
(ps) 

"56 coupe de Ville, $2,735* (ps); (60) 
4-dr.. $2,275° (ps); (62) Hardtop, 
$2,230* (ps). 

53 (62) conv., $1,.000°; 4-dr., $810*; 
coupe de Ville, SS00* (ps) 

"52 (62) 2-dr., $735*. 

CHEV ROLET—'57 Two-ten (6) 2-dr., $1, 
250 

"56 Two-ten (6) station wagon, $1,300, 
$1,225; 4-dr., $1,185*, $1,175*, $1,140° 
$900, $825; Bel Air (6) 4-dr., $1,080*, 

"55 Bel Air (6) 4-dr.. $880; Two-te 
(6) 4-dr.. $750; Two-ten (8) 2-dr, 
$675*; One-fifty (8) 2-dr., $635. 

"54 Bel Air (8) Hardtop, S700*; One 
fifty (6) station wagon, $585; 2-dr, 
$360; Two-ten (6) 2-dr., $480. 

"53 Bel Air 4-dr., $525, $295; Two-tes 
station wagon, $495, $385; One-fifty 
station wagon, $490, $400 

"52 station wagon, $400 

CHRYSLER—'5S Windsor 2-dr., $1,310*. 
DeSOTO—'57 Firesweep (8) Hardtop, $1. 
830°. 

"51 Custom 4-dr., $160°. 

DODGE—'57 Coronet (8) Hardtop, $1- 
675° (ps). 

'55 Coronet station wagon, $750°; Royal 
Lancer Hardtop, $640° (ps). 

"54 Coronet 4-dr., $460°. 

‘53 Meadowbrook 4-dr., $210°. 

EDSEL—'58 Ranger 2-dr., $1,650°, $1, 
625°. 


(Continued on Page 35, Col. 1) 











Stainless steel trim, unlike less versatile metals, is functional as well as 
decorative. Being tough, solid, inherently strong, it can resist the impact of 
parking lot bumps and garage door scrapes. Body moldings of stainless 

steel help to prevent paint from being chipped off doors and fenders. Protect 
body surfaces from dents and scratches. 


The extremely high dent-resistance of stainless steel is a big point in your 
favor when it comes to costs of reconditioning cars for resale. The 
trade-ins that require the ledst amount of renovation—the ones that have kept 
their good looks—the ones that move fast—are the cars that shine 
with stainless steel brightwork. 
Know the stainless steel trim on your product. Then sell your prospects 
by telling them about all the plus values that only glamorous, 
durable stainless steel can promise. 





IN BRIGHT TRIM...INSIST UPON STAINLESS 
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’56 (88) Holiday, $1,395*, $1,245°*. ’5S Bel Air (8) conv., $1,100* (ps); 4- Savoy (6), $890, $825. 
’55 (88) Holiday, $1,200* (ps), $1,150* dr., $890* (ps), $745; Two-ten (8) 2- ’55 Belvedere (6) Hardtop, $775*%; 4- 
$1,- e ° (ps). dr., $745. dr., $770*, $640*; Plaza (6) 2-dr., 
54 (98) Holiday, $770*. ’54 Bel Air 4-dr., $555; Two-ten 4-dr., $480. 
$1, se ~ ar uc ion rices '53 (88) sedan, $330* (ps), $265°. $525; One fifty 2-dr., $315. ‘54 4-dr., $510*, $210; station wagon, 
"52 (88) sedan, $320*, $195°, $105°*. 53 Bel Air 4-dr., $475; Two-ten 4-dr., $445. 
(8) PACKARD—’ 55 Clipper coupe, $850* (ps). $305; One-fifty 2-dr., $200. ’53 2-dr., $285; 4-dr., $130. 
’54 coupe, $300*. ’51 2-dr., $120. ’52 conv., a 
PLYMOUTH—’58 Suburban, $2,250*. ; SLER—’ . 51 conv., $155. 
(Continued from Page 34) ’57 Savoy 2-dr., $1,235. Se ee ig | PONTIAC—'57 Super Chief 4-dr., $1,595°. 
190°; ’55 Savoy 2-dr., $650*. DESOTO—’55 Firedome (8) 4-dr., $760*. ’56 Chieftain Hardtop, $1,010*; 4-dr., 
FORD — ‘57 Fairlane (8) 4-dr., $1,650*| CHRYSLER—'57 Windsor coupe, $1,875°.| °54 4-dr., $240. oS a ore Seee’, fer’, sie". - $400. 
4-dr. :); Country sedan (8), $1,225°, $1,-| DESOTO—'56 Fireflite 4-dr., $1,275*. '53 2-dr., $245. DODGE—’55 Custom -Royal (8) 4-dr., $900°| +55 Chieftain 4-dr., $840*, $800°. 
| Custom (8) 4-dr, (police), $775*. 55 Fireflite 4-dr., $1,110. 51 station wagon, $210, ,_ Ps); Coronet £8), 4-dr., $820°*. | °54 Chieftain 4-dr., $680* (ps). 
0°. ‘54 Fairlane (8) conv., $1,220* (ps);| DODGE—’57 Royal (8) 4-dr., $1,955* (ps). | PONTIAC—'57 Chieftain Catalina, $1,575*.| {54 Royal 4-dr., $585*. '52 4-dr., $220*. 
ystom (8) 2-dr., $1,085* (ps), $475 ’50 Coronet 4-dr., $175. 55 Chieftain Catalina, $840*. 53 4-dr., $195*, $180*. © s775°. RAMBLER—’56 station wagon, $1,225°*. 
slice). ’39 coupe, $145. '53 Chieftain Catalina, $295°, $250*; 4-| FORD—’57 Custom (8) 4-dr., $785°, $775°. | wILLYS—'53 2-dr., $360. 
$1,- ountry Sedan (8), $980* (ps); Fair-| EDSEL—’58 Corsair 4-dr., $2,255* (ps). dr., $255*, $250*. ,56 Fairlane (8) 4-dr., $1,030° (ps). MISCELLANEOUS—'56 Chevrolet %-ton 
200 ne (8) 2-dr., $860*; 4-dr., $780°;| roRD—'58 station wagon, $2,325* (ps). | RAMBLER—'’56 station wagon, $1,195. — oo” 2-dr., 9616; Main (6) pickup, $730; Ford Courier (8) deliv- 
<00°, Custom (8) 2-dr., $745. 57 Fai 8) £ 5; 785* : | STUDEBAKER—’54 4-dr., $300*. me com ’ ; — ery sedan, $600*. 
$1,- ‘ ‘Country Squire (8), $710, $640°; "Wisteein siecoe;, a Bt ge: * 7 tee” =x fae: eeno (6) ’55 Chevrolet %-ton panel oun, gems. 
stom (8) 4-dr., $510*, $490, $485, . ‘ :* 675°. e ~ CIT |, A@-ar., » $210; 4-dr., > . ’54 Chevrolet %-ton panel truck, 30. 
$175, $460,, $425, $405¢; Main (8)| +5 ‘Thunderbird, $2,405° (pe); Fairlane NEW YORK CITY San gin gra  Cumom (S)| 52 GMC %-ton truck, $140. 
2-ton 2-dr., $485, $450. (8) conv., $1,225*; Victoria, $1,090*,| Skyline Auto Auction. Sale every Tues- | 52 . oe A. "om > : $170*: Main (6) | ’50 Chevrolet %-ton truck, $135. 
Custom (8) sedan, $525*, $425%, $900; sedan, $995*; Custom (8) 2-dr.,| day. Prices are for sale of June 17. Deal-| 5 — $165. ) 2-dr., oo; == 
$305. $780. ers a little more selective here this week. KAISER. 52 sed 150 | BUFFALO 
00 2 Custom (8) sedan, 2 at $310*, $225.) +55 Ranch Wagon, $500; Fairlane (8)| Clean cars bringing top dollar, Rough and | KAISER —'0? sedan, $150. — 
$850 $205, $200. Victoria, $895°. ’ off cars down in value, Sold 123 cars out} ne ‘aan. ae" 4-dr., $270°° (ps). | Thruway Auto Auction, Inc, Sale every 
51 Custom (8) 2-dr., $115. 54 Crest (8) conv., $725, $600*;: Custom| of 161 consignments. MERCURY 56 M ‘ Tuesday. Prices are for sale of June 17. 
2 , : ME J —- ontclair Hardto 1,- 9 
$820, 50 2-dr., $100. __ sedan, $625*, $515*, $440, $330. BUICK—’58 Special Hardtop, $2,605* (ps). 240°; Phaeton 4-dr., $1,225°. P, $1,-| Sold 76 cars from 112 ———— 
. MERCURY—’53 Custom 2-dr., $350*. 53 Custom 2-dr., $400; Main 4-dr., $235. | °56 RM 4-dr., $1,200°; Super Riviera; ‘54 Monterey 4-dr $560*, $450*° | BUICK—’54 Special Riviera, $775*. 
NN, " +51 Custom 4-dr., $195, $115. "52 station wagon, $350, $190; sedan, | coupe, $1,145* (ps). | °'53 Monterey Hardtop $395° E | —. conv., $500; Special Riviera, 
° , ‘ “ * $170. "55 Century Riviera coupe, 20° (ps); | OLDS) t's ox . ne 10*. 
CMP RenamOBILE 55 (08) Hardtop, $1,125°| ‘80 2-dr., $100. | a ee dae RM Hardtop, $110°. 
ha ae LE—'55 (s a P, , HUDSON—'55 Wasp 4-dr., $760*. ’53 Super 4-dr., $300° (ps). | °54 (88) 2-dr., $615*. a) : - a $1,350* (ps). 
mer- 154 (88) Hardtop, $745°. ’53 Hornet 4-dr., $140. | ‘51 Super 4-dr., $225°. "53 (98) 4-dr., $480° (ps), $205° (PS); | CueWROLET $7 Bel Air (8) 2-dr., $1, 
alue. ‘53 Super (88) Hardtop, $500*. LINCOLN—’53 Capri coupe, $370*. CADILLAC—’53 coupe de Ville, $760°| (88) 4-dr., $300°*. 820 a = 7 es . 
nts. ead om “ ° ’51 4-dr., $110*. (ps); (62) 4-dr., $670* (ps). *52 (98) 4-dr., $205°. ‘ . . 
PACKARD—'54 Clipper 4-dr., $350°. MERCURY—’54 Monterey coupe, $700. '49 (61) 4-dr., $200°. ‘51 (88) 4-dr., $200*; (98) 4-dr., $150*,| |56 Two-ten 2-dr., $900. 
"" PLYMOUTH—'57 Savoy (8) 4-dr.. $1,200. | ‘53 Monterey coupe, $375*, $365°. | CHEVROLET—'58 Two-ten (8) 4-dr., $1,-|_ $105*. ; | °55 Bel Air sedan, $890°, $820°; Two- 
pect "56 Belvedere (8) conv., $1,200) (PS);) +52 coupe, $265°. | 870"; One-fifty (8) 2-dr., $1,700, PACKARD—'53 Clipper 4-dr., $175°. | | ten 4-dr., $690°. 
7 Savoy (8) 4-dr., $900; 2-dr., $845. '51 4-dr., $160 "57 Two- ten (8) 4-dr., $1,245, 2 at $1,-| ’52 4-dr., $100° 54 Bel Air 4-dr., $620. 
i-dr., 5 Iv Hardtop, $650; Plaza 2-dr.,| ~ 4 - ‘ , 1TH ’57. .| 53 Bel Air Hardtop, $545; Two-ten 
54 Belvedere Hardtop, Lease +| NASH—'’54 4-dr., $355. 200; 2-dr., $1,215. PLYMOUTH— 57 Savoy (8) 2-dr., $1,275*; ae be 
nail aft $400; a ‘7258. S00" "53 coupe, $375*; 4-dr., $245°, '56 Two-ten (8) 4-dr., $1,050*, $1,040*, 4-dr., $1,200; Belvedere (6) 4-dr., $1,-| , COV, yt 2-dr., $375. 
" 53 oS aan $290. 230, . OLDSMOBILE —’58 (88) Super Holiday, $915; 2-dr., $985°, $935, $925, $900, 265. 52 4-dr., $175°. 
ve € 2 . ¢ ° ve "5 , = 75? . 
al PONTIAC_’57 Star Chief 4-dr., $1,675°,| _ $2,830* (ps); (88) Holiday, $2,600°. $875, $865. 56 Belvedere (6) 4-dr., $975 (ps); (Continued on Page 36, Col, 1) 
se $1,575°. 
: 56 Chieftain Hardtop, $930*. | 
(Se) 55 Chieftain (8) 2-dr., $700. 
top ‘54 Deluxe (8) 2-dr., $510°. 
53 Chieftain (8) Hardtop, $405*, 
310°; '51 Chieftain (8) 4-dr., $150°. 
RAMBLER—’ 54 station wagon, $675. 
'52 station wagon, $185. 
$1,- STUDEBAKER — °55 Commander 4-dr., 
$540°. 
1,300 ‘53 Commander Hardtop, $345. 
140°, MISCELLANEOUS — ‘55 Chevrolet panel | . TY aa 
080° truck, $500. t t i h it t 0 
ie Boss Pte ee-ton pickup, $370; panel, mounts in seconds! completely waterproof! es 
_ $350. 
'50 International %-ton pickup, $130. 
ae '87 Ford dump truck, $135. 
yo-ten OMAHA 
p-fifty Richard Abel Auto Auction, Sale every 





Thursday. Prices are for sale of June 19. 
Market very good on all clean cars. 


ne 
pie Lots of buyers. 
$1,- BUICK—'57 station wagon, $1,360°, 
‘55 Special 4-dr., $930°. | 
$1 ‘54 Super 2-dr., $625*°; Riviera, $625°. | 


"53 Super 4-dr., $355°. | 

R CADILLAC—'57 (62) 4-dr., $3,395° (ps). | 
voyal ‘56 sedan de Ville, $2,690° (ps). 

CHEVROLET—’57 Bei Air (8) sedan, $1,- 


700°, $1,600°, $1,510°. 
” '56 Bel Air (8) conv., $1,395°; 4-dr.,| 
- $1,350°; One-fifty 2-dr., $845. | o- 
‘55 Two-ten (8) sedan, $900°, §890*, e 


$850; Two-ten (6) Deiray, $885. 

— "54 Two-ten Delray, $720°; Bel Air 4-| 
dr., $480°, $225°; One-fifty 2-dr., 
$390. | 

52 2-dr., $240. 
CHRYSLER—'55 NY 4-dr., $1,180° (ps)./ 
"54 Windsor 2-dr., $550. 
CONTINENTAL—'57 4-dr., $3,850° (ps). | 
DESOTO—'55 Fireflite 4-dr., $1,020° (ps). | 
DODGE—'56 Custom 2-dr., $1,600°. | 
54 Royal 4-dr., $1,110°. 
FORD—'57 Fairlane (8) Victoria, $1,665° ; | 
Country sedan, $1,630; Custom (8) | 
2-dr., $1,350°. | 





‘56 Fairlane (8) Victoria, $1,165* (ps), It’s today's most revolutionary antenna! 
$1,055; Gustemn (8) 2-ar. $1015, Ghent 4 Truly a “fingertip” installation—done in 
RINCOLM bs Promos coupe, 92.018" , seconds—by one man—entirely from the outside! 
(ps); Capri 4-dr., $1,525° (ps). ss , 

Se ee ee ee 

"S54 Monterey 4-dr., $660*. oe ; , 

msn wee | interlocking: parts fall into place automatically—provide 
OLDSMOBILE—'S$ Fiesta station wagon, tighter, easier installation. The only completely waterproof 
eb tae) Eases mening, 01.000" Con: mount—highest “Q” ever. The Lok-matic antenna extends 


(a6) Metiday, $1406; 4-dr., $1,400"5| . ae ig to 55” from 19%” collapsed. Has 3 sections. Adjusts 
pa geet —, 2 we... | a see | to 43°. 54” low-loss Elektran lead cable. Fits any hole 
———— "| ig ‘ from "*/,,” to 1%". Popularly priced. Put the easiest mount 


56 Belvedere 4-dr. sedan, $1,095*, 
‘55 Savoy (6) sedan, $895. 


of all at your fingertips—order the Lok-matic antenna 
"54 Belvedere 4-dr., $470. | 


(Model L-1000) from your distributor today! Pre-assembied — 
no loose parts. Only Ward has it! 


"53 4-dr., $275. 
PONTIAC—'57 Custom Chieftain Catalina, 
$1,750° (ps). 
"56 Chieftain station wagon, $1,190*; 
Catalina, $1,075*. 
55 Chieftain Catalina, $1,245°; 4-dr., 
$1,110*. 
RAMBLER—’57 4-dr., $1,515° (ps). 
STUDEBAKER—’ 52 4- dr., $165. 
MISCELLANEOUS — '55 Chevrolet 1-ton 
truck, $790. 
"53 Chevrolet 2-ton truck, $580; Ford 
2-ton truck, $455. 
50 GMC ie ton pickup, $350. 
40 GMC -ton pickup, $310, 


DYER, IND. 


len Pollak’s Dyer Auto Auction. Sale 
+ Friday. Prices are for sale of June 


Sold 178 cars from 261 consignments. 
BUICK—’57 RM Riviera, $2,085* (ps); 
Super Riviera, $1,910* (ps); Special 
Riviera, $1,755°. 
‘56 Century 4-dr., $1,290* (ps); Special 
con $1,280*; Super Riviera, $1,175* 
8 
a 4-dr., $630° (ps); Super 4-dr., 
‘53 RM 4-dr., $335* (ps), $195*; Super 
Riviera, $290*, $275; Special 2-dr., $305*. 
*52 Super conv., $335°*. 


"50 4-dr. $105°. 
CADILLAO — '56 coupe de Ville, $2,550° 7 rT 


(Ps), $2,450° (ps). 
55 (62) coupe, $1,690* (ps). 
’49 4-dr., $155°. 

CHEVROLET—'57 Bel Air (8) sport coupe, 
$1,670*; 4-dr., $1,610* (ps), $1,595°. 
'56 Two-ten (8) station wagon, $1,145°*. 

= poe (8) station wagon, $1,145*; 

, r 15*, $850. 
sf dt $1 -, Rise. igusens enten 1148 Euclid Ave., Cleveland 15, Ohio 
$635*, $435. 
$225*; coupe, ' ah ce tad i ts 


p Sie. 
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Used-Car Auction Prices 


(Continued from Page 35) 





DODGE—’56 Coronet Hardtop, $1,130*. "53 4-dr,, $125. 
5S Suburban, $300. 51 2-dr. $150°. 

’52 Coronet 4-dr., $155, $125. RAMBLER—’56 4-dr., $850. 
5S 4-dr., $865. 


FORD—’58 Country sedan, $2,325° (ps). 
’57 Country sedan, $1,830°; Fairlane (8) 
500 Hardtop, $1,395; Custom 300 2- 


'54 sedan, $600. 
"63 4-dr., $435. 
WILLYS— 52 2-dr., $130. 


. 
156 Hakch Wagon, $1,005; Fairlane (8) | MISCELLANEOUS — '53 Chevrolet %-ton 
conv., $1,315* (ps); sedan, $1,090*, pickup, $440. 
$950*; Country sedan, $1,200°; Cus- 


tom sedan, $840*, . 

"55 Country sedan, $785; Fairlane 4-dr., 
$730; Ranch Wagon, $755; conv., $1,- 
100; Main 4-dr., $570. 

'54 Custom sedan, $565*, $335; 
Hardtop, $400°. 

53 station wagon, $400; sedan, 
$365, $235. 

"61 2-dr., $130°. 

HUDSON—’55 Wasp Hardtop, $660*. 

’54 Hornet 4-dr., $120°. 

MERCURY—’55 Monterey 4-dr., $900*. 

*64 Mohterey 4-dr., $510. 

"52 Monterey Hardtop, $265°. "53 

OLDSMOBILE—’55 (88) Hardtop, $1,180; 
(98) Hardtop, $1,010. 
’52 2-dr., $210°. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 18. 

The sales on clean cars were excellent. 
A lot of the cars were sold before they 
reached the block. 
BUICK—’56 Special 4-dr., $1,110*. 

"55 Super 2-dr., $1,015° (ps). 

‘53 Special sedan, $380° (ps), $365*, 

. 


Crest 


$370, 


$355°*. 

"652 Special 4-dr., $335. 
CADILLAC—’56 (62) 4-dr., $2,390°, 
(62) 4-dr., $880° (ps). 
CHEVROLET—'58 Impala (8) 2-dr., $2,- 

255°; Bel Air (8) 2-dr., $1,870°*. 

"57 Bel Air (8) 4-dr., $1,505°; Two-ten 





PACKARD—’'55 Clipper Hardtop, $855*. (6) 4-dr., $1,140, $1,175, $1,255*. 
PLYMOUTH— 57 Savoy (8) 4-dr., $1,275*. ‘56 Bel Air (8) 4-dr., $1,000*; Two-ten 
56 Plaza 4-dr., $800°. | (8) 4-dr., $1,250; 2-dr., $1,095. 
"55 Belvedere coupe, $760; 4-dr., $705. 55 Bel Air (8) 2-dr., $1,130; Bel Air 


PONTIAC—'56 Chieftain 4-dr., $1,100*. 
’55 Chieftain conv., $850° (ps); 4-dr., | 
$800° (ps). | 
"54 4-dr. station wagon, $460, $420°. | 


(6) 2-dr., $450; Two-ten 4-dr., $1,100*, 
$710, $530. 


Two-ten sedan, $430°, $430, $400, $305. 


DODGE—’55 Royal 


FORD—’58 Fairlane (8) 500 4-dr., $2,105*. 


PLYMOUTH—’57 Fury (8) sedan, $1,285; | 


PONTIAC—’57 Chieftain 2-dr., 


‘53 Bel Air (6) sedan, $450, $430, $380; | STUDEBAKER —’'55 Commander 4-dr., 


MISCELLANEOUS —’'56 Ford %-ton 
pickup, $840, $810. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
’57 Fairlane (8) 2-dr., $1,485°; Custom 01 of 
(8) 4-dr., $1,256, $1,285", $1,170, $1,- Se ne re 

115*; 2-dr., $1,215°, §$1,210*. Mnsiet ve eo 
156 Fatriane (8) ‘Victoria, $1,256°, $1,-| .. Market very firm, eatre hiss © ca. 
180*; sedan, $1,200*, $1,045*; Custom ments. 
sedan, $1,310*, $1,180°, $1,070°; sta-| 
tion wagon, $1,285*. 
‘55 Fairlane (8) Victoria, $1,080*, $1,- 


'52 sedan, $430, $340, $365, $315*, $310°*, 
$305. 

(8) 2-dr., $805*. 

’53 Coronet (8) 2-dr., $505*. 


BUICK—’56 Special 4-dr., $1,190°. 
’55 Super 2-dr., $1,010° (ps). 
’54 Super Riviera, $700*; Special sedan, 


155; sedan, $875*, $775; oie 4-| $585° 
dr., $755; station wagon, ,0 . | untae" 
54 bea Saeen sedan, $605, $575, $275, | 51 RM sedan, 2 at $130*. 
$205. | CADILLAC—’55 (62) sedan de Ville, $1,- 
’53 Custom sedan, $340°, $290, $285, 785° (ps). 
$240*, $205, $205°. "52 (62) coupe de Ville, $675* (ps). 
’52 Crest (8) 2-dr., $275°*. ’47 (60) sedan, $200°*. 
HUDSON—'55 Hornet 2-dr., $750. “Lie wtea = 
MEROURY—'57 Montclair 4-dr., $1,775°.| +57 ‘Bel Air (8) conv, §1,625°: 4-dr., 
*55 Monterey 2-dr., $945*. $1,550* (ps). F 
’53 Monterey conv., $620°. | °56 Bel Air (8) sport sedan, $1,275°; 
*52 Monterey 2-dr., $405. Two-ten (8) sedan, $1,025°*. 
OLDSMOBILE —'58 (88) 4-dr., $2,430° "55 Two-ten (8) sedan, $925° (ps). 
(ps). ’54 Two-ten station wagon, $440; sedan, 
’56 (88) sedan, $1,635*, $1,500°, $1,405°*, $395. 
$1,220°. ’47 sedan, $140. 
"55 (98) 2-dr., $1,405*, $1,255*; (88)| CHRYSLER—'49 Windsor club coupe, 
4-dr., $1,245°; 2-dr., $1,300° (ps), $1,-| $170°. 
205* DESOTO—’53 Custom sedan, $300* (ps). 


54 (88) 4-dr., $785*, $780°, $775° (ps); 
(98) 2-dr., $930° (ps). | 
'53 (88) 4-dr., $480°. 


DODGE—’'57 Coronet sedan, $1,430*. 

’54 Coronet sedan, $235. 

*52 Coronet sedan, $225°. 

"51 sedan, $135. 

FORD—’58 Fairlane (8) 500 Victoria, $2,- 
130° (ps), $2,125° (ps). 

"57 Custom (8) 300 sedan, $1,400° (ps), 
$1,300, $1,300*; Country sedan, $1,- 
225° (ps); Victoria, $1,000°; Fairlane 
(8) conv., $1,095. 

*55 Custom (8) sedan, $820*, $745; Ranch 
Wagon, $775. 

"54 Custom sedan, $410°. 


Savoy (8) 4-dr., $1,005°. } 
"55 Belvedere 4-dr., $855; Savoy 2-dr., | 
$605. 
52 4-dr., $105. 


"54 Chieftain 4-dr., 


$1,625°. | 
$525°. 


$530°. 





UNDER-CAR SEALER AND SILENCER 


not only silences squeaks and rattles... 


IT SILENCES COMPLAINTS! 
eo-aamd it gives 50% more profit, too! 


Undercoat each new car with Nokorode. That’s a 
sure way to keep your service shop relatively free 
of customers who tie up expensive personnel on 
non-profit body complaints. 


And when you use Nokorode Under-Car Sealer 
and Silencer you get nine perfect jobs at the cost 
of six! That’s because Nokorode’s patented proc- 
ess results in a coating of greater density...a 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.383.774 


SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-F, El Dorado, Arkansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 

Se Rictireces 

icicnteentapcinndtiedatinn 


Oy $$ $__ State_._._.. 





LION OIL 


A Division of Monsanto 
Chemical Company 


coating uniquely tough. Consequently, heavy appli- 
cations, such as are recommended for other 
nationally advertised brands, are absolutely un- 
necessary with Nokorode. The thinner coat rec- 
ommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness 
gives you nine undercoating jobs at the cost of 
six—50% more cars coated from every Nokorode 
drum—50% to 100% more profit! 


INCREASE YOUR PROFITS ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car 
comfort and quiet— increases re-sale value. 


COMPANY 


Ei DORADO, ARKANSAS 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 





ee, 


*53 Custom sedan, $425. 
HUDSON—’56 Hornet sedan, $900* (ps), 
LINCOLN—’56 Premiere sedan, $1,675° 


(ps). 
MERCURY—'56 Custom 4-dr. station 
wagon, $1,160*. 
54 Monterey Hardtop, $695*. 
OLDSMOBILE — '56 (88) Super Holiday, 


$1,200°. 
*55 (88) Holiday, $1,040*. 
’54 (88) Holiday, $800* 
"53 (98) sedan, $410*° 
"51 (88) sedan, $245*, 
"50 sedan, $135°*. 
PLYMOUTH— 56 Belvedere (8) conv., $1, 
050° (ps). P 
’55 Belvedere sedan, $710*. 
52 Custom sedan, $180. 
PONTIAC — ’57 Chieftain sedan, 
(ps). 
"51 Chieftain Catalina, $210. 
STUDEBAKER —’57 President sedan, $1,. 
400* (ps). a 
a NEOUS—’55 Ford %-ton Pickup 


(ps). 
(ps). 


$1,750* 


LITTLETON, COLO. 


Colorado Auto Auction, Inc. Sale every 
Monday. Prices are for sale of June 16, 
Market very active. 

BUICK—’55 Special Riviera, $980". 
’54 Century conv., $ e. 
"50 Super Riviera, $195*; Special 4-dr,, 


$120°. 
CADILLAC—’58 (62) coupe de Ville, $4, 
880° (ps); coupe, $4,265° (ps). 


’57 (62 sedan de Ville, $3,670° (ps), §2,. 


900° (ps); coupe, $3,190° (ps). 
"56 (62) 4-dr., $2,770° (ps); coupe, $2. 
400° (ps), $2,325* (ps). 


’55 (62) coupe de Ville, $2,350° (ps). 


OCHEVROLET—’58 Impala (8) sedan, §2- 
510°, $2,350°; conv., $2,405°; Bel A 
(8) Hardtop, $2,145*; Biscayne (8) 
2-dr., $1,945° (ps), $1,935. 

’S7 Bel Air (8) sedan, $1,830°, $1,735 
$1,710°* (ps), $1,640°, $1,585; Two-tes 
station wagon, $1,650; 4-dr., $1,625, 
$1,550° (ps); One-fifty (8) 2-dr., $1- 
310. 

"56 Bel Air (8) 
370°, $1,300°, 


Hardtop, $1,515*, $1,- 
$1,285*, $1,220, $1,100; 
Two-ten (8) 4-dr. station wagon, $1, 
505° (ps), $1,500°. 
’55 One-fifty station wagon, $900; 4-dr, 
$750, $745, $700. 
"54 station wagon, $740; conv., $700. 
CHRYSLER —'56 NY Hardtop, $1,550 
(ps). 
54 NY station wagon, $1,090° (ps); 2 
dr., $770° (ps). 

"50 Windsor club coupe, $200°. 
DODGE—'57 Coronet 2-dr., $1,720*°, $1- 
625°, 3 at $1,600°, 3 at $1,585°. 
"55 Coronet station wagon, $1,040; 4-dr., 

* 


FORD—'58 Fairlane (8) 500 conv., 4 a 


$2.200* (ps); Custom (8) 4-dr., $1- 
945°. 

'S7 Country sedan, $1,850°, $1,720; Fai 
lane (8) 500 4-dr., $1,645°, $1,625" 
$1,565*; Custom (8) 300 sedan, §$1,- 
400, $1,220°, $1,140, $940. 

"56 Country sedan, $1,440°, $1,245*; 
Fairlane (8) 4-dr., $1,345°, $1,150*, 


$1,150; Custom (8) 2-dr., $1,000, $975*, 
$900°; Main (8) 2-dr., $885, $790. 
"SS Thunderbird, $1,605*° (ps); Fairiam 


(8) sedan, $1,075, $925; Custom (8) 
2-dr., $885, $815; Main (8) Rand 
Wagon, $695. 
HUDSON—’'56 Hornet (8) sedan, $1,155 
(ps). 
"65 Hornet (8) 4-dr., $805° (ps). 


"54 Wasp 4-dr., $220°. 
LINCOLN—'57 Premiere Hardtop, $3,080" 
(ps), $3,035° (ps). 


"ST Capri 2-dr., $2,700° (ps); Landag 
$2.700° (ps). 
"54 Capri 2-dr., $950° (ps); Cosmopolitas 
2-dr.. $760°. 
MERCURY—'57 station wagon, $2,185*; 
Monterey Hardtop, $1,800° (ps). 


"56 Custom station wagon, $1,265*. 
"55 Montclair Hardtop, $1,305° (ps), $1- 
120°. 
"54 Monterey 4-dr., $385. 
"53 Custom 2-dr., $455. 
"52 Monterey 4-dr., $355°. 
OLDSMOBILE—'58 (88) 4-dr., $2,560°. 


‘S7 (98) Hardtop, $2,280° (ps); (88) 
Super Hardtop, $2,110°; (88) 2-dr. 
$2,050°, $2,025°, $1,975° (ps), 2 a 
$1,880° (ps). 

"56 (98) Holiday, $1,615° (ps), $1,450 
(ps); (88) Super Hardtop, $1,630 
(ps), $1,485° (ps), $1,275°. 


"55 (98) 4-dr.. $1,260° (ps). 
"54 (88) Super conv., $1,175°* (ps); 4-dr. 
> 


$815°. 
PLYMOUTH—'5S8 Belvedere (8) 4-dr., $2- 
450°, $2,285° (ps). 

"S57 Custom station wagon, $1,895*, §1- 
800°; Savoy (8) 2-dr. Hardtop, $1,425; 
Plaza (6) 2-dr., $1,100, $985. 

"56 Belvedere (8) 4-dr., $1,035°. 

"55 Belvedere (8) station wagon, $1,035". 

PONTIAC—'57 Chieftain (8) 4-dr., $1,585", 
$1,465°. 

"56 Star Chief (8) Hardtop, $1,410° (ps), 
$1,300°; Chieftain 2-dr., °, 

"55 Chieftain Hardtop, $1,215*. 

"48 2-dr., $225°. 

RAMBLER—'56 4-dr., $1,060, $985° (ps). 
STUDEBAKER—'52 Commander Hardtop, 


$255. 
WILLYS—'51 station wagon, $275. 
MISCELLANEOUS—'58 Ford %-ton pick 
up, $1,570. 


"57 Dodge %-ton pickup, $750*; Cher 
rolet %-ton pickup, $1,230° (ps). 
'55 Ford %-ton pickup, $670, $665; 


Chevrolet pickup, $725. 
"50 Dodge 1%-ton truck, $475. 


LOS ANGELES 


Harold Henry’s Los Angeles Auto Aue 
tion. Sale every Tuesday. Prices are for 
sale of June 10. 

BUICK —’'57 RM Riviera, $2,330*° (ps); 
Super Riviera, $2,230* (ps), $2,200° 
(ps); Special Riviera, $1,620. 

"56 Super Riviera, $1,450° (ps); Century 

ee. $1,425*; Special Riviera, $1- 

"55 Super Riviera, $1,285* (ps), $1,145° 

(ps), $1,035* (ps), $910* (ps); Special 
Riviera, $1,235* (ps), $1,110° (ps)i 
Century Riviera, $1,095*. 

"54 Super Riviera, $790*, $745° (ps); 

Century Riviera, $780*; Special Riviera, 
$630°; 4-dr., $600°. 


"53 Special 4-dr., $460; Super 4-dr. 
$280° (ps). 

"52 Super Riviera, $290* (ps); RM 4-dr., 
$155* (ps). 


"50 RM Riviera, $125°*. 

CADILLAC—'57 Eldorado Seville, $4,010° 
(ps); (60) Special 4-dr., $4,010* (ps), 
$3,550* (ps); coupe de Ville, $4,000° 
(ps), $3,500* (ps); sedan de Ville, $3,.- 
— (ps), $3,760* (ps); coupe, $3,475° 
ps). 

"56 coupe de Ville, $3,100* (ps); sedan 
de Ville, $3,045* (ps); coupe, $2,625" 
(Continued on Page 38, Col, 2) 
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The following prices inciude the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
duded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 

(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
ged., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
pardtop, $2,744; conv., $3,041; 4-dr. 2-seat 
gat. wag., $3,145; 4-dr, 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
gat. wag., $3.831, Super—4-dr, hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
_4-ir, hardtop, $4,667; 2-dr, hardtop, $4,- 
557; conv., $4,680. Limited—4-dr. hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flght-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
gtandard on Roadmaster 75 and Limited.) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr, hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Series 
75—S-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 

CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Biscayne — 4-dr. 
ged., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734. Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-se at Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
{(V-8 std.), $3,631. 

CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., 803. 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
ged., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 


25th Year Marked 
By DeSoto Dealer 


PORT ARTHUR, Tex. — DeSoto 
presented Fred Mingle a plaque 
commemorating the 25th anniver- 
sary of Mingle Motor Co. the 
oldest DeSoto-Plymouth dealership 
in Texas and New Mexico. 

In observance of the occasion, 
Mingle Motor offered a silver dollar 
to each person taking a demonstra- 
tion ride between May 5-17. Each 
guest driver also received a chance 
on a silver tea service. 

Mingle operated Chandler and 
Willys-Overland dealerships before 
signing with DeSoto. 













































| $2,735; 





conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr, sed., $6,072; 4- 
dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr, 2- 
seat stat, wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr, hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 
DODGE — Coronet Six —4-dr, sed., $2,- 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed,, $2,556.25; 4-dr, hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. 
Royal—4-dr. sed., $3,030; 4-dr, hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 
$2,970.25; 4-dr., 


tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr. 
dr. sed., $2,519; 4-dr. hardtop, $2.678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
4-dr, hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr, hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr. 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD (Prices are for six-cylinder 
models. For V-8s add: $107 for station 


sed., $2,592; 2- 





wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custom 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., $1,967. Fairlane—-4-dr. sed, 
$2,275; 2-dr. sed., $2,221; 4-dr. hardtop, 
$2,418.73; 2-dr. hardtop, $2,354.12. Fair- 
lane 500—4-dr. sed., $2,427.72; 2-dr. sed., 


$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 standard), §$3,- 


162.69. Station Wagons 2-dr. 2-seat 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 


Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr., 3-seat 


Country Squire, $2,793.90. Thunderbird — 


(V-8 standard)—2-door hardtop, $3,630.85; | 


conv., $3,913.85. 


IMPERIAL — Imperial —4-dr. sed., 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. $5,388 ; 
conv., $5,758.50. LeBaron—4-dr, sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
sed., $2,547. Monterey—4-dr. sed., 
2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 


529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, | 


Custom | 


4-dr, 3-seat Sierra, $3,176.25; 4-dr, 2-seat) 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus-| 


$4,-| 





conv., 
hardtop, $3,577; 
hardtop, $3,498. 


muter, $3,035; 


ger, $3,635; 
$3,775. 
steering, 


4-d 


$2,837; 
$2,971; 


2-dr, 
2-dr. 








2-seat Suburban, | 
2-seat Sierra, $3,034.75; | 


Truck r 
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2-dr, hardtop, 
away Hydra-Mati 
brakes standard on Series 98.) 


Current Prices on U. S. Cars 


$3,536; Turnpike Cruiser 4-dr, 
Turnpike Cruiser 2-dr. 


Park 


top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station aa aaa 2-seat Com- 
-seat 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr, 
2-seat Voyager, $3,535; 4-dr, 2-seat Voya- 
2-seat Colony Park, 
(Multi-Drive Mere-O0-Matic, 
power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr, sed., 
sed., $2,772; 4-dr. 
$2,893; conv., 
221; 4-dr, 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat, wag., $3,395. Super #8 
—4-dr, sed., $3,112; 4-dr, hardtop, $3,339; 
| 2-dr. hardtop, $3,262; conv., $3,529; 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 


4-dr, 


r. 


hardtop, 















-dr. hard- 


dr. 


sed., 
Commuter, 


456.50; 


power | 2-dr. 


luxe, $2,4 
485.50; 2 
4-dr. 


hardtop, 
$3,- 


2-dr. sed, 
4-dr. | 


834; 4-dr. 





conv, 


$2,254. 


31.50; 
-dr. 


, $2,573; 


25; 


4-dr, 


4-dr. 








4-dr. 


$4,020; conv., 


2-seat Custom, 
2-seat Custom, $2,607; 
Custom, $2,747; 
759.75; 4-dr. 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr, sed., $2,638; 
4-dr, hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. | 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr, sed., $2, 
hardtop, $2,961; 2-dr. 


$2,762. 


4-dr, 
2-seat Sport, 


$4,300. Jet- 
ic, power steering, power 


PLYMOUTH —-(Prices are for six-cylinder 
models. For V-8s, add $107.) 
ged., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
hardtop, 
399.50; 2-dr, hardtop, $2,328.50, Belvedere 
—4-dr, sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
(V-8 std.), 
hardtop (V-8 std.), 
tion Wagons (Suburbans)—2-dr. 2-seat De- 
2-seat Deluxe, 


Plaza—4-dr. 


$2,553. 


$2,- 


Fury— 
$3,066.50. Sta- 


25; 
3-seat 
$2,- 


hardtop, 


4-dr. 2-seat stat. wag., 


—2-dr. hardtop, $3,481; conv., 


$2,880. Star Chief—4-dr, sed., $3,071; 
dr, hardtop, $3,210; 2-dr, hardtop, $3,122; 
Bonneville 


” $3,586, 


$3,350 


37 


4- 


PACKARD — 4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr, 2-seat stat. wag.,| RAMBLER — American — Deluxe 2-dr. 
$3,384. Hawk—2-dr, hardtop, $3,995. ae ak aa an bet oa ete 
Fligh le uxe x: -ar. “* , . Super al 
ard cn all modsin) ee rane are wand | «ar, sod., $2,212; 4-ér, hardten, OL2071 


4-dr, 2-seat stat. wag., $2,506. Custom Six 


$2, 


4-dr. 











—4-dr. 
wag., 
sed., 


$2,751. 


wag., 


352; 
$3,282. 


sed., 
$2,621. 
$2,342; 
636. Custom — 4-dr, 
hardtop, $2,532; 


$2,327; 
4-dr. 
4-dr, 


4-dr, 
Rebel V-8—Super — 4-dr. 
2-seat stat, 
sed., 
2-seat stat. 
Ambassador — Super — 4-dr. 
$2,587; 4-dr, 2-seat stat, wag., $2,881. Ous- 
tom—4-dr, sed., $2,732; 4-dr, hardtop, $2,- 
822; 4-dr, 


2-seat 


$2,457; 


stat. 


wag., $2, 


4-dr. 
wag., 
sed., 


2-seat stat. wag., $3,026; 4-dr. 


2-seat hardtop stat. wag., 


116, 


STUDEBAKER—Scotsman 6—4-dr., sed., 


Golden 
(Overdrive 


6 — 4-dr. 


sed., 


$1,874; 2-dr. sed., $1,795; 2-dr, 2-seat stat, 
$2,055. Champion 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
2-seat Provincial stat. wag., 
| President V-8—Classic 4-dr. 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
Hawk V-8 2-dr. 
standard on Golden 
Hawk. Heater standard on Scotsman.) 


sed., 


$2,644. 
$2,639; 


hardtop, 


| New Commercial Car Registrations, 


25 States for May, 1958-1957 


istrations by states are 









































released @ weekly, as compiled 
| by R. L. Polk representatives in 
state capitals. 

Six States Previously *58| 2008 | 32) 233; 1336) 1) 725) 168) 36} 82) iit} 162 
| Reported for May ‘S7| | 2612| = 48] 354) 2491] 465] 794) 13 49| 122) ~—145]_——s133 
| Connecticut 58) 2 182) 2) 33) 142) 157) 83) 10 5 20) 27 s° 
‘57 | 3} 249] =] SSS] ~—270 55) 123|_— 4 2 2 28 48 
| Delaware "58 74 1 9 28 14| 4! 4 " 6 x 
‘57| _8 1] te} D 59 15 1 i 6 3 

Idaho "58 219| 2| 32 113 b4 80 3 7 I 6 20 
‘57| . z= cc, oe, oo eo 4) OS 
| lowa "58 450| 17| 62 350) 57| 229 9 2 \6 3 2 
‘57 390 8 65| 474, ~— 68] 204 S| So} si lL 
Kansas ‘58 646) 5) 59) 476 | 126} 166) 6 15 7) 37) 9) 
‘57| _ 45] ty] 48} 449] 8] 2 so ) 
Maryland "58) 3) 253) 1| 49) 212) 49) 113) 23 2) 14 27) 24 
‘57 4| _ 326| | _10!_~—426|_—SB7]_—st7|,_— “= 7 32 5} sI2 
Montana ‘58 | 180 6) 34 149) 43) 83) | 7 13) 23) 20 
‘57| 143 | -28,_— |S, w}SCG —— = 7 
Nebraska ‘58) 340) ba 30} 246 | 71} 149) 4) 4) 9) 12) 2 
‘57 | 293| 3] 35] 313] |} et a) oe 
Nevada "58) 3 | 10} 32) 9 13} | 2 | 4) 8 
‘57| 140| o-oo Oe ee et OL: Be ee 
North Dakota *58) | 137) | 19) 135) 25) 115} 1 3) | 2) 5) 
‘57| | _ 135] _ 27185] 2a} a9 9 3} 
Ohio *58) | on 17) 173) 706 | 178) 334) 53) 9 “” 6) 40 
‘57 1049 14) -251|__-1337|_—227)_— 385] st] SH] 130) 
Pennsylvania "58) 5) 918) Hf 25! 41) 196) 433) 139 38 4 122) 143) 
‘57| 8} __1079| 11} _-272|_—«41249)_— 286) = 431] 52) 34] 8} 
Rhode Island *58) 38) | 9 55 28) 26 6 4) 17) 
‘57| J 55] | —., 72; Ss 10) “sé _—_ 16 6} 10) 
| South Dakota ‘ss | 204 3) 32 182 52) 112 ! tt) 1} 14) 7 
*57| 85) 1} _13]_— 106} eS ; 15 5 
Utah *58) 146) I % 127) 41) 53 5 2 3 8) il 
‘57 | 197) 3 35| ez] 32] 4} S| si S| 
Vermont ‘58 86 13 72) 38) 51) | 6 1 28) "9? 
_'5?/ i] 14 ___ 16107), 85] SSH} oe 
Virginia ‘S8) 437 f BS 382 67) 141) 29 14 13) % 33 
57] 623) I 109 649| «108 20! | ) ee <) | iS 24 
West Virginia "58 165) 2) 35 153) 49) 62! 7 4 3 x06 Co 
57) aa 269 68 |  ~=3 14 12 63} ~—si3 
| Wisconsin ‘58 430) 5 57) 314 68 212 25 8) 26) 22) 63 
‘57 _ 485) — 70| 600 9) 252 iS 13 2| 3 31 

25 States Reported ‘58) 10 7718 118 1262 5853 1673 3221, 497 81 383) S86 7s 

To Date for May ‘57 16} 8944) —-106| 1634! 9665} 1842) += 3526] 535) += 235] + S58) += 736] = SO 

Year ‘58) 267| 83433 1048; 13764) 67672) 18102! 32074; 4012 1656 4307; 6681 %%27 

To Date 57) 225| 101924) 1290| 17568) 92411| 23605) 32986) 4767) 2895 5830; 7992) 60272 





2 6. & 





2991 
__ 7% 
183 
_ 7m 
6? 
__ 38 
433 

_ 
3s 

_ a7 
1241 
__ 1858 
$32 

_ 82 
1230 
1619 
222% 
2830! 


242643 
297515 
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New Passenger Car Registrations, 24 States for May, 1958-1957 




















































































































"The information contained in this report has been compiled from official state documents. Every reasonable precaution hes been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
‘olk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L, 











Previous Report 58) 1384 66| 1450) 222 62) 206| + 566] +1804] += 2860] (5254) —s«178 102| 595| 6129) 1524 573| 6088; 1483) 1215{ 10883} 8 198; 206) 1259) 22787 
For May ‘S7 991 44| _1035| 467 138} 457 1202} + 2630) 4894) 8069 | 39] 1429| 9637) 2293) 660} 7507) 1907)_—«1742|_“«*14107|—S 31] 335] 366) 567) 30808 
Arkenses "58 66 3| 69 15) 2) Wl 70; 173) ~=S«27k| Ss 59% 18 * 54,673) — «123 60} «792 158/120| ~—«41253! 22) 22; «a3 —s2371 
‘57 | 39) 5 44| 26) 6 34] 145] 316) 527| 975 9| 190| 1174 201 | 90/835, 168} —st8i| «1475 2 21} 2 37| 3280 
Colored 58) 20 | 4, 213 57] . 30). +112| 346) 553| 801 2 23 154; 1000! —*160| 83; 1230! 265 173) 1911 4 28) 32; 37%! 4085 
were HE Ee ee: 33 254| 1486] 260|_—77|_'1139)_—-283|_—244)— 2003S 9] 45|_—S4|_—08| 717 
Delaware 58] 38) 7 45 20) 12 37; 185) 261) 230 16 7 36, 287, 55 45| (429 88, 66] 683} ee a a a 
‘57 15! | 16 20! i2 24) 61} 202 319 334 13 88 435) 90) 53) 400) 106 9) 745 4) 12) 16) 32 1563 
District of Columbia "58 51 9 60 «4 " 25 56] 200| + «326, +~=—-349| e 8 53) 416 73 65; 384) —=«02| ee; 712 2 6) 8) 200) i722 
57) 27 4| 31 33) 14 33 106| 235} ~— 421} _—S2i| H 18 100) 639) 124) 59} 470) 163) 176} Ss 92) SS} 0 15) 92| 2190 
Florida 58) 605; -132)~=—«737 142 65 140/314) 113%) 1800/3017 89 141 432| 3679 726| = 615! 3735| 898} 609] 6583 9) 99| ~—«108| 2514) 16421 
‘57 | 201 54| 255 187) 117; 203] +848) + 1393] 2448) 3635) 122| 642) 4399|_— 882! 454] 3505/7734) 658) 6233) —Ss 8B 83) 91| B18) 14244 
illinois 58) 1292 18) 1310, 366 %| 276; 699) 2240) 3676) 5639) 179 188 822; 6828! 1856| 966) 8715) 2232) 1425) 15194 17} 287) 304) —S«s«979) «229 
‘S7| —s«BI4 21 835! 691 249| 654! + 1365| 3882| 6841) 9187 237) A77\| 11195} 2639) 1014) 9017|__-2572| —«2033| ‘17275 43| 391 434| 643| «37223 
lowe 58| 325 4, 329 87 9 55| 214 +526] += 89l| ~—«ste92 60 19 243! 2014s 342! —Ss«126|~=«2133| S44 415| 3457 | 70} Til 214) 69% 
‘57 | 181 7 188 125| 31} 109] 334) Bt] «1410! 2007 BI] 4222460), 534) 124) 2127] + 423) = 450) +3658) 5] 88 | 93) 67| 7876 
Kansas 58) 294 17) 3 68/ 12 59; 185! +530) + «854| «1615 CT 27 204: «1937/4468 156; 2017; 488! 409| 3538) 9| 58) 67| «259 aes 
‘57 138 1 139 it 30! 105) — 295] 645] 1186) «1798 24 _369' 2191] 476] 130) 2008) 451/439] +3504 | 65 66} 1011s 718? 
Montana "58 7 _- 17| 3} 16 62; 142; 240) (368 15 iD 58,453} %| 37| 446i «st 86 766i 2|s2M)St:*é«<S | Ss«é SCO 
57] g4| sit] =] S32 10| 251 99|_—st2|_— 348] = SOW}, §$“ “(Gs Ss| SA 94, 607} — 143) 57} 499] 13] 92] 90 2| 31 33 77| 2066 
mmr ‘5\ 10 2 12 + I 3 9 29 49° 74 7) 5i 27; «+4134 19) is} —*129) 311 27. —22a)tC<C~«*iziSS 5 ‘| li 
57 4 2 6} ___ 2} st st St SA} 08} 238) sx © 303} 35] 3] 199, = 4] | 375} | 15 16} 76| 879 
ce 15g 70! I 71 24! . 10 50 167} 256| 38 20 13} 47's 46! | 63! 25| 427 89| 55| 659! 2| 12 14, —«So)sSI 
; : 2 ——— 62) —s t]_—s 3}, 37] so} 33} 78} ss82]_ SMO} 455} |] S575] 9227] S384) |B 2| 2? 24 20! 1848 
Pennsylvania ‘58 917 55| 972) + +427 77| 386) +~=—«910| += 2652| +4452] +4623 175 129 760! 5687| 1402! 741| 7086) 1595) 1284) 12106) 22). 219) 241) taal) 24eml 
; ‘57| 584 40| 624) —714|_—s212|_—s8et| 1925) 4289/8001] 4947} || 209) 1701; 8857] 2733 824) 6814! = 2076] 1 911| 13858) 67| 346) 413) 793) 32546 
Rhode Island "58 157| 12; (169 27 5! 20 56 209; 317) S516} 6| 7 36 565| 24) 65| 371! 99|- 52} 671; tt v7) &«28| veo) i@ 
57/8 8} 94! 47 19} «37! ~—s102}_— 268} 473! 608 }_ 18] 84; = 710} = 122) ~— S2} 485] at] stig} 9] 1 19! 20; 101) = 2386 
South Dakota "58 124) 1 ca 36| 7\ 31| 74 199| 347! 655] 16 5| 74| 750! «119 35; «722 140| «132! «1148 4 271 31| S51 2457 
‘57 | soi | SO] __—a ‘| «6}_— 2] 26] a] SS] 98| 31] 406! 74| 66| 675) 5| 22| 27\ 16} 1550 
Utah "5B: 74! 3 77; —-26| 629! Ss] —Ss«s17%6| = 297) 430] S32 10 86} 558, 114) 46] 02! s«136] = s104]—Ssto2|—~—=sS | 11| 200-2147 
; ‘57 46| | 46} — 6}, t2}_ 0} 88] __—sa2t7]_—s437]_—s 85] |} st! = 772] _—t75 Si! 512 46! = 149|_—«1033} 2| 18| 20! 80} 2388 
Vermont "5a a | a 1 4 #82064|Cté‘' 52| 118} | 351} 10) 8| 52! 421| 64,34! 424 55: 73) 650! 1 | | | 
el '57 73| 6| 79} —s 22 3] 3; ay 203 | ae. le A Be ee 21! 472 73! 103! ~=—- 76] 2! mT 33) i. 1800 
Virginia 40% sa}. -=«234).~2Ss=«wS|~=Ssi2S2]~Sti«é|SC=«C 84; 218! += 750| ~=—sT 70! ~=—s:1886| 53| 3! 246! 2216! 427! 173! 1980; 4191 436) 3435! ~—4! 60! 64! —«4637|—=—«oa74 
‘S7| ——-205|—S 26] _—231| sta} = 34] 9S] 420|_—«*1280)_— «2093! 3008} S| 52] 606] ~ 3666] = 733] ~—s87| 2830; 549) += 748) 5047) i} 107} 18 9 11482 
West Virginia "58! 73 9| 82| 53/ 10! 38} 112] 282) 495! 680) 59| Wl 97| 847/220! 70) | 228! «170: —s«1526) 6! 31! 37| «S936 
57) 66 9} 75| «99s 20 70| 244 «577|_«1010)_—«s1455|— ss] 22] 283) _—«17860)~—393] 66} 1323] += 263! 347] —«-2392} 8| 75| 83; 100/ 5420 
24 States "58 6099) 369| 6468| 1754) 398! 1446] 3858| $1867! 19323! 29157| 1052| 751! 4076| 35036! 7935!  3933| 38548! 9048! 6939! 66403! 93! 1228! 1 t 
Reported for May S7| —-3838| += 253] 4091) ~=—-2932] += 960) = 3009) 7354) =«:17921| 32176) 42359) __ | 988] 8522) 51869! 11630! 4008! 41082! 10417! 9681! 76818; 2091 18 1938 1741 171068 
Year "58|  50516| 3654] 54170! 24006| 6461 19749! 49733/ 142491| 242440] 353336! 16446] 11954!  50257| 431993| 105856| 49266! 458510! 121634] 89236! 824502) 1278! 14706! "i i 6 
_To Date 'S7| 36401 3273] + 39674) +41668) 12969] 42115] 94972] 219154] 410878! 535061 | |_15177] 103276) 653514) 162216! 53430] 501394! 147157/ 123185] 987382! as erfle AL 





“The information contained in this 





7 report has been compiled from official state documents, Every reasonable 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 


The 1957 figures for Nash and Hudson are included in the Rambler total. 


2513) 22201} 24714 52409/216857! 





tabulated at the time the report is 
inaccuracies or omissions.""—R, L. Polk 


The 1957 figures for Continental are included in the Lincoln total. 


pet. R. U.’ Polk & Co. cannot assume any liability by reason of 
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Petroleum Firm | 


Shifts Executives | 


CHICAGO.—Harry E. Rotert was | 
elected chairman of Marquette Pe-| 
troleum Products, Inc, He had 
been president since 1946. 

Walter J. Ruby, who has been 
with Marquette 23 years, was) 
named president. Robert W. Barnes 
has been named first vice-president, 
and Robert Orlanski, general man- 
ager. 


(ps), $2,485* (ps); conv., $2,375* (ps). 
55 (62) conv., §$2,125* (ps), $1,750° 
(ps); coupe, $2,115* (ps), $1,900* (ps). 
"54 (62) conv., $1,855* (ps); coupe, $1,- 
820° (ps), $1,700* (ps); sedan, $1,615* 
(ps); coupe de Ville, $1,735*. 
"53 (60) 4-dr., $1,150* (ps), $1,100* (ps); 
(62) coupe, $950°* (ps). 
"52 (62) 4-dr., $835*; coupe, $675°. 
"51 (62) 4-dr., 2 at $385°. 
"50 (61) coupe, $395°*. 






NEW CAR 
DEALERS 






GET THE F 
RENTING and LEASIN 


@ Your factories, your NADA and over 300 top new cor deolers 









testify to the great potential for you in renting and leasing. Don't 






lose profits by defavit! Get the facts to decide for yourself by 






ottending a University sponsored Seminar for new cor deolers 






exclusively. 











Learn of your advantages in captive maintenonce and slack 


period scheduling, how leasing gives you a new sales tool and 






profit insurance, renewing and growing annually. 






Receive proven contracts and learn how to use them to show 





full unit profit each yeor at customer saving. Lease forms, lease 





factors, financing, insurance, rates and charges, depreciation and 






taxes for the leasing company as well os promotion and selling 
the 





rental in 





and leasing program ore studied ond discussed 





great detail. 











You will learn everything you need to know to enter the rent- 
ing and leasing business on the right foot, whether or not you 
ask to join the CARS RENTAL SYSTEM, INC. 






Seminars in Ft. Lauderdale, Fla. limited to 35 authorized new 






cor dealers. You pay $75 registration fee and travel expense. 





All other costs, hotel, food, etc. paid by CARS! You may join 






CARS if qualified and if your territory is open. Next three-day 





Seminars begin July 8 and July 22. Phone collect now for infor- 






mation and reservation! 


¥. L. Jackson, Executive Director 
LOgan 6-4321 







Cars Rental System, Inc. 


938 Sunrise Lane 
Ft. Lauderdale, Fia. 
P.O. Box 7126 A-5 
Cable: Carental 
TWX: FTLDL 7848 














Canadian Office: 
P.O. Box 4! 
Chatham, Ontario 
Elgin 2-0320 


( 
RENTAL SYSTEM 
be a ‘ 


| 





(Continued from Page 36) 


"SO station wagon, $260. 











AUTOMOTIVE NEWS, JUNE 30, 1958 








—— 
(ps); Star Chief Catalina, $1,275*;| strong today, All models sold wel! with 
conv., $1,260* (ps). 78 percent of our consignment. 
55 6 pass. station ba TS e ° ° 
’54 Chieftain sedan, $565* (ps); Star 
Chief 4-dr., $430*, $400*. CHICAGO 
RAMBLER—’58 Cross Country, $2,330*. Greater Chicago Auto Auctior Sale 
STUDEBAKER—’56 Golden Hawk coupe, | every Thursday (June 19). Sold 37! units 
$1,435*, $1,300°. from 528 cars registered. 
'55 President coupe, $775* (ps). . ° ° 
WILLYS—’52 station wagon, $330. FLINT 
CHEVROLET—’58 Corvette, $3,050*; No- | MISCELLANEOUS — '57 Ford Ranchero, | Flint Auto Auction, Inc. Sale every 
mad station wagon, $2,580* (ps); $1,670, $1,625°*. | Wednesday (June 18). The demand seems 
Brookwood station wagon, $2,350*; ‘56 Chevrolet %-ton pickup, $675. to be getting stronger. Top prices for 
Impala (8) sport coupe, $2,455; Bel * * «* clean and sharp cars, particularly in the 
Ale (8) apett coupe, $2,506° (ps); * . . > '55, '56 and °57 models. Sold 221 cars 
dr., $2,150°* {e.. eens: teal — Auctions in Brief — from 277 consignments. 
’57 Corvette, ’ (ps), 2, ; el | * * * 
Air (8) conv., $2,075* (ps), $1,780*; DETROIT 
station wagon, $1,920*; sport coupe, Motor City Auto Auction, Sale every! ALBANY 
$1,900° (ps), $1,885* (ps), $1,875, $1,-| Thursday (June 12). Market steady. Sold) Tim Anspach Dealer’s Auto Aucti: Sale 
825*, $1,815* (ps), $1,725*, $1,620*;| 147 Out of 224 cars. levery Monday (June 16), Car qua ane 
4-dr., $1,810*, $1,700° (ps), ieee | . ° ° model selection above average, Sveld 77 
Two-ten (8) station wagon, ,055*, | + 20 d. 
$2,010*, $1,960*, $1,950* (ps), $1,900*, wii BORDENTOWN, N. J. percent of 204 cars offered. 
$1.795*; 4-dr., '$1,540°; 2-dr., $1,460;| 7 ational Auto Dealers Exchange. Sale . 
Two-ten (6) 4-dr.. $1,245; One-fifty|¢vety Wednesday (June 18). Prices in all VALDOSTA, GA. 
(8) Handyman, $1,735*; One-fifty (6) | Yeats and models exceptionally strong. In- Tom Hewitt Auto Auction. Sale every 
2-dr $1,220, $1,200. | creasing volume _ is bringing an ever- Friday (June 20), Very good « late 
56 Nomad (8), $1,830* (ps); Bel Air (8) | increasing number of buyers to N. A. D. E./| model clean cars and pickup trucks. Sold 
sport coupe, $1,650* (ps); 4-dr., $1,- Sold 81 percent of 485 cars registered. 156 out of 250 cars registered. 
350°; 2-dr., $1,295*; Two-ten (8) Del- ° ° . * * * 
ray coupe, $1,530*, $1,245*; Townsman, | ry ry 
si o0ee giao"; Two-ten (6) 4-dr.,| INDIANAPOLIS stannerm MANHEIM, PA. 
$935; One-fifty (6) sedan, $940; Utility Ken Schaefer Auto Auction, Inc. Sale } anheim Auto Auction. Sale every | riday 
sedan, $650. _ every Thursday (June 19). Despite very| ‘(June 20). Sold 84 percent of 569 cars 
5S Bel "Air (8) sport coupe, $1,305* (ps), | adverse weather conditions the market was’ registered. 
$1,260°, $1,200° (ps), $1,160° (ps);| oo ——=== 
4-dr.. $995°, $975°; conv., $1,295°; 
Two-ten (S) Delray coupe, $1,050°; 4- 
dr., $800°: 2-dr., $785; One-fifty (6) 
2-dr., $630. | 
‘54 Corvette, $1,155* Two-ten Delray 
coupe, $670. 
'53 Two-ten 2-dr. sedan, $460°, $355; 
club coupe, $290; 4-dr., $275; One-fifty 
club coupe, $335. 
"52 4-dr., $340°. 
‘51 sedan, $300, $270, $235, $205°. | 
‘50 coupe, $260; sedan, $255, $195, $175, 
$170, $105 
"49 4-dr., $105 
CHRYSLER—'57 ‘300° conv., $3,175° 
(ps); NY 2-dr. Hardtop, $2,855*° (ps); 
Windsor Town and Country, $2,.495*° 
(ps); 2-dr. Hardtop, $2,300° (ps). 
"54 NY 4-dr., $1,055° (ps). 
"51 4-dr., $135°. | 
"50 2-dr., $145°. | 
CONTINENTAL—'58 Mark III 4-dr., $5,-/ ‘ 
200° (ps), $4,500° (ps). | o 4 ; = ; - 
DESOTO—’'57 Adventurer Hardtop, $2,850° ae : > P. ee . 
‘ ) PY 3 Fs 5 nad a 7 - “ 
"52 "Custom 4-dr., $200°, $110°. and ©) “ ef iN S in 
‘51 conv., $125; 4-dr., $105. ib R in ‘© bh bt 
DODGE—’57 Sierra station wagon, $2,000°; . , 
Coronet (8) club sedan, $1,665*°, $1,- 
630°. 
"S54 Coronet (8) 4-dr., $355. 
‘53 Coronet (6) 4-dr., $270. 
‘51 Meadowbrook 4-dr., $105. 
"49 4-dr., $210°. 
EDSEL—'58 Corsair 4-dr., $2,.490° (ps). 


FORD—’58 Thunderbird, $4,200° (ps), $4,- 
050° (ps), $3,975° (ps), $3,935° 
$3,900° (ps); Country Squire, $2,440° 
(ps): Country sedan, $2,425*. 

'S7 Country Squire, $2.195° (ps); Country 
sedan, $2,005°, 2 at $2,000°, $1,960°, 
$1,870*, $1.840°; Fairlane (8) 500 Vic- 
toria, $2,000° (ps), $1.945° (ps), $1.- 
920° (ps). $1,875° (ps), $1,845° (ps), 
$1,675*;: Town Sedan, $1,765°, $1,700° 
(ps), $1,685°, $1,625°, $1,550°; conv., 
$1,740°; Fairlane (8) Victoria, $1,675*; 
Custom (8) Ranch Wagon, $1,715*, 
$1,675*; 4-dr., $1,500°; 2-dr., $1,320°. 

'56 Thunderbird, $2.410°; Country Sedan. 
$1.590° (ps), $1,.575° (ps), $1,535° 
(ps); Custom Ranch Wagon, $1,350° 
(ps); Victoria, $1,285°, $1,125° (ps); 
4-dr.. $940°; Fairlane (8) club sedan, 
$1.180*, $1,025; Main (6) 2-dr., $740°. | 


(ps). | 








‘SS Country sedan, $1,175° (ps); Fair- 
lane (8) Victoria, $1,165°; 4-dr., $1,- 
025°, $850; Custom 2-dr.. $775°. 

"54 Crest (8) Victoria, $725*° (ps), $500°; | 
conv., $550°; Custom 2-dr., $630°*, 
$495, $425°: station wagon, $680*. 

‘53 Crest (8) Victoria, $475°; conv.,/ 
$415, $330°: Custom (8) 2-dr., $460°, | 
2 at $300, $205; 4-dr., $255; Main (6)/| 
2-dr.. $280. 

"52 Ranch Wagon, $315°. 

"S1 2-dr., $220°, $195°; 4-dr., $245°,/ 
$195*; Victoria, $210°. $195; Country 
Squire, $195° 7 

IMPERIAL—'5S7 4-cdr., $3.460° (ps), $3,-| 
185° (ps). $3,000° (ps). 

"56 4-dr., $2.350° (ps). 

LINCOLN — ‘56 Premiere coupe, $2,300*° 
(ps), $2,000° (ps); 4-dr., $1,575° (ps). 
"54 Capri coupe, $490° (ps). 
"53 Capri 4-dr., $265° (ps). 
MERCURY—'57 Turnpike Cruiser, $2,525° 
(ps). $2,250° (ps); Montclair coupe, 
$2.150° (ps), $2.095° (ps), $1,995° | 
(ps); Monterey coupe, $1,930*. 


"56 Montclair coupe, $1.485° (ps), $1,- 





385° (ps), $1,370°; Medalist sport 
coupe, $1,115°; Custom sport coupe, 
$1,020° 
"55 Montclair conv., $1,130*° (ps); Mon- 
terey coupe, $1,120°, $925°*; 4-dr., | 
$800°*; conv., $1,005*; Custom 4-dr., | 
$770°. 
"54 Monterey 4-dr., $805* (ps); coupe, 
$595°, $475°. 
"53 Custom coupe, $545*; Monterey coupe, 
$445°. 
NASH—’'53 Statesman 4-dr., $175. 
OLDSMOBILE—’'57 (98) Holiday, $2,645* 
(ps). 
"56 (98) Holiday, $1,770* (ps), $1,625° 
(ps); (88) Holiday, $1,535* (ps); 4- 


dr., $1,375*; 2-dr., $1,055*; (88) Super 


Holiday, $1,455* (ps). 

"55 (88) Holiday, $1,350* (ps), $1,300* 
(ps), $1,180*, $1,150*; (88) Super 
Holiday, $1,275* (ps); 4-dr., $1,025*; 
(98) Holiday, $1,225* (ps). 

"54 (88) Super sedan, $900* (ps); Holi- 
day. $820*. 

"53 (98) Holiday, $525*. (ps). 


"52 (98) Holiday, $350* (ps); (88) Super 
2-dr.. $170*. 
PACKARD—’56 Clipper sedan, $1,080*. 
"54 Cavalier 4-dr., $535* (ps). 
"52 ‘200°’ 4-dr., $225°. 
PLYMOUTH—'58 Belvedere (8) 4-dr., $2,- 
175* (ps); Plaza (8) 4-dr., $1,960*. 
"57 Fury (8) coupe, $2,320* (ps), $2,300* 
(ps); 4-dr. Suburban, $1,935*, $1,935; 
Belvedere (8) sport coupe, $1,855*, $1,- 
825*, $1,820°; club sedan, $1,705*, $1,- 





565°; 4-dr., $1,675*; Savoy (8) sport 
coupe, $1,760* (ps); club sedan, $1,- 
465°. 


’56 Belvedere (8) sedan, $1,145*; Savoy 


(8) sport coupe, $1,010*; club sedan, 
$945; Plaza (6) coupe, $700. 
"55 Belvedere (8) 4-dr., $970*, $895*. 
"54 Savoy (6) sedan, $275*. 
"53 Cranbrook 4-dr., $365*; Belvedere, 
$350*. 
— Star Chief Catalina, §$1,- 


56 Chieftain Catalina, $1,185*, $1,150* 


| 
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plastic bonder “mends everything.” 





(Continued from Page 14) 


a high performer, too, with up and 
down shifts smooth and quiet. 

It is more technically described 
in the specifications printed with 
this article as a torque converter 
and an automatic three-speed 
planetary gear box combined. 
The push-button system is a 
sturdy, trouble-free arrangement 
with a single push-pull wire cable 
attached to the gear case and the 
gearshift-control housing. When a 
button is pushed in, the slide con- 
tacts the cable actuator, causing 
it to pivot and movement of the 
actuator around its axis moves 

the attached wire cable. 

The system is a great deal more 
complicated to describe than it 
actually is and it is easily serviced. 
While it seldom requires adjust- 
ment, it is easily adjusted. 

- * = 


Fine Points Outlined 


F THE reverse button is pushed 

in at a speed above 10 m.p.h., it 
automatically moves the control to 
neutral position, and when car 
speed drops below 10 m.p.h. it must 
be pushed again. 

Another fine feature—If the car 
stalls all you have to do is push 


the neutral button in all the way.| 
A vacuum switch on the engine! 


prevents the starter from being 
energized should the neutral push- 
button be fully depressed while the 
engine is running. 

This automatic transmission 





cannot be damaged by mistakes 
made by the driver. 

The hand brake is a full-sized 
brake, fully enclosed, operat- 





Spiral in Prices 
Halted After 25 
Monthly Jumps 


NEW YORK. — The continuous 
rise in retail prices over the past 
25 months was all but halted in 
May, the National Industrial Con- 
ference Board reported. 

A slight rise of 0.1 percent 
the smallest increase recorded thus 
for in 1958—left the May consumer 
price index virtually unchanged 
from the preceding month. Most 


of the cities surveyed monthly 
showed price declines, the Con- 
ference Board noted, including 


New York, which dropped for the 
first time in 15 months. 

Over the month, transportation 
costs rose 0.3 percent, food was up 
0.2 percent and sundries 0.1 per- 
cent. Housing remained unchanged 
from the previous month and ap- 
parel costs were off 0.2 percent. 

The transportation index moved 
higher for the first time since the 
introduction of ‘'58 automobile 
models in the fall of 1957. Renewed 
strength in the used-car market, 
combined with higher gasoline and 
auto upkeep charges, more than 
offset the continued price weakness 
of new cars. 


Rockwell Tests 


New Auto Spring 


PITTSBURGH.—Shareholders of 
Rockwell-Standard Corp. were told 
that products under development 
include a new suspension spring 
and swivel seat for cars, higher 
efficiency brakes and a higher- 
traction differential for trucks and | 
& new accessory drive for trailers. | 

Col. W. F. Rockwell, chairman, 
said first-quarter sales slipped to| 
$52,521,623 from $75,678,543 last year 
and earnings fell to $2,578,211 from 
$4,505,566. He said the company “is 
in good position both to weather 
any recession and to take advan-| 
tage of any opportunities that may | 
arise.” 

Shareholders approved the firm’s | 
new name (it formerly was Rock- 
well Spring & Axle Co.) and in- 
creased authorized capital stock 
from six million to 7.5 million 
shares. 





Plastic Aluminum 
Hercules Chemical Co., 416 Broad- 
way, New York, N. Y., has an- 
nounced a 49-cent size tube of plas- 
tic aluminum. Hercules said the 





The Man Behind the Wheel. . . 


Sales Testing the New Models 





ing at the rear of the automatic- | 
transmission housing. 

The service brakes are known as 
center-plane brakes on the new 
Dodge models, and even without} 
power steering provide less pedal | 
effort for a given stop, more pedal| 
reserve, less brake fade, longer | 
lining life, smoother operation, less | 


frequent adjustment and when} 
needed, simple servicing opera- 
tions. 


Center-plane brake shoes have| 
contoured webs, different design | 
and support, which gives greater | 
flexibility of the shoe, resulting in 
more uniform pressure throughout. 

y * * 


Power Brakes Vacuum Type | 
OWER brakes, with which the} 
test car was equipped are 
vacuum type, designed for use with| 


reactionary type. This is a smooth | 
and effortless braking system. 

The Dodge uses the Constant- 
Control, Full-Time power steer- 
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ing in which the power assist 
does all of the steering labor. 
The power follows each move- 
ment of the wheel and also equal- 
izes the pressure on the spool in 
the straight-ahead position so as 
to hold the car centered until 
directed otherwise by the driver. 

As one user to whom I talked 
put it: 

“I wouldn’t want to be without 
power steering now because it is 
definitely a safety factor. I was 
forced off the highway onto the 
shoulder by a car in the wrong 
lane and power steering was all 
that made it possible to keep it 
from leaving the shoulder and 
going in the ditch.” 

If you think I enjoyed the 2,000-| 
mile test drive in the new Dodge, 
you’re exactly right. If you're a) 


Auto-Lite Trains Sales Force— 





, On hand at the opening of the first Auto-Lite training school for its replacement 
a master cylinder and pedal of the| prospect or the owner of an older| sales force, held recently at the Cleveland Ignition Co. in Cleveland, were, from left 


‘ 


model, get behind the wheel and|F. S. Stead, Auto-Lite National service manager; Fred Vanzo, east central regional 


see how well you will enjoy driv-| 
ing this superb auto that proudly 
carries the Dodge emblem. 





graduated from the week-long course. 





splays ...in advertising ...in special promotions... 





Let’s face it—the honeymoon is over! The word “sell” is back! 

And don’t blame the times! You’re living in a growing America! 
Between now and 1975, there will be more people . . . more jobs... 
more income . . . more production . . . more saving . . . more research 
... and more needs than ever before in our history. 

The business is there! BUT . . . you have to go get it! It might 
take a little personal attention. It might take a special promotion or 
store display. It might mean more—and better—advertising. It 
certainly means asking for the order! 

Check your stock. Bring it up-to-date! Then do the same with 
your selling ideas! The results will astound you! 


© 


FREE! Get going today! Write at once for illustrated “How To Turn 
the Tide” booklet offering valuable and vital selling ideas. The Advertising 
Council, 25 West 45th Street, New York 36, New York. 


YOUR FUTURE IS GREAT IN A GROWING AMERICA 








manager; W. B. Selb, educational director, and R. A. Kirkpatrick, Auto-Lite regional 
service manager. A total of 45 representatives from the east central region was 
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Willys Promotes 
Washington Aide 


WASHINGTON.—James H.| 
Drum, military representative for 
Willys Motors, Inc., has been named | 
manager of the firm’s Government | 
sales office here. 

He succeeds John E. Myers, who ° 
is retiring after 17 years as head Mechanex Lists Outlets 
of the Willys Washington office DENVER.—A new directory of 
and 42 years in the automotive) distributors, listing Mechanex sales 
business. Myers will continue on a|and service points throughout the 
part-time basis as a sales consult-| U.S. and Canada, has been pub- 
ant. lished for fleet operators by 


What's New... 





Gold in them there acres! 

USDA forecasts the '58 wheat crop 
at 1,270,565,000 bushels 

a third more than the ‘57 harvest 

Successful Farming farmers grow 

about 46% of the US wheat total 

and with current livestock prices 

should earn even more 

than their estimated farm cash income 

of $10,870 of 1957 


For better sales this year 


ind to balance national advertising 


general media lack impact 


ssful Farming 


tor detail: 





Automotive News 


SSageg eer TRAINING DEPARTMENT 
_ For Better Mechanic Education 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


COMPANY PRESENTS A 


NEW PICTURE-STORY 


i) MANUAL WHICH COVERS... 
The Controlled Coupling 

Hydra-Matic 
Covers all Controlled Coupling 


Ca Hydra-Matic Transmissions 


(Jetaeway, Strato-Flight, Flashaway). Over 
250 pages, 600 pictures. 
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Each manual covers .. . 


e Fundamentals 

Diagnosis 

On-The-Car Service 

Total Qverhaul 

Complete Fiat Rate Data 
Tool and Equipment Data 


Clan Covers all 


Dual-Range Hydra-Matic 
Transmissions thru 1957. Over 
250 pages, 500 pictures. 


Landaa 
Ys Covers all 


IE = Fordomatic, Merc-O-Matic 
> ‘ and Turbo-Drive Transmis- 
f sions thru 1957. Over 200 
poges, 450 pictures. 
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Please order by manual number $450 each 


y _Mail orders with check or money order to: 
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Mechanex Corp., manufacturers of 
Mechanex face-type wheel oil seals. 
It is available from distributors or 
the company, 1144 Broadway, Den- 


ver 4, 
ie * + 


Jack-Pack Unveils Rack 


LOS ANGELES. — 
|making merchandiser rack has 
| been introduced by Jack-Pack Mfg. 


to hold a complete jobber stock 
of Jack-Pack hydraulic jack repair 
kits and jack oil. 

* * * 


MEWA Reaffirms Support 


|Of All Industry Shows 


CHICAGO.—A special resolution, | 
pledging the Motor and Equipment 
Wholesalers Assn’s. continuing sup- 
port to the Pacific Automotive 
Show and other successful product 
|shows, was adopted at MEWA’s 
executive board meeting here. 

MEWA also went on record 
| recommending the establishment of 
a trade show board or committee | 
to avoid conflicts of dates and 
| otherwise activities of trade shows. 
> - = 


Stecher Heads Firm 


COLUMBUS, 0. Clarence B. 
Stecher has been elected president | 
and general manager of Columbus 
Automotive Finishes, Inc. jobber 
of automotive paints and body- 
shop supplies. Stecher, formerly 
assistant manager, succeeds Robert 
E. Bailey, who resigned. 

* * > 


DuMont Launches 


Jobber Course 


CLIFTON, N. J. — Allen B. 
DuMont Laboratories, Inc., has 
introduced a training program for 








A sales-| 


Co. The new racks are designed | 





| In Parts and Accessory Distribution 


franchised jobbers handling the 
firm’s oscilloscope engine-analyzer 
line. 

The program is conducted by ter- 
ritorial selling agents under super- 
vision of factory field men, ac- 
cording to E. E. Ecklund, manager | 
of DuMont’s Automotive 
ment division. 





Equip- | 


He said the course was estab-| 


lished “to better equip the jobber 
with the tools necessary for reach- 


DuMont TV-Type EnginScope and 


IgnitionScope.” 


* * * 


|Hall Lamp Appoints Sobol 
| After-Market Sales Chief 


DETROIT.—C. M. Hall Lamp Co. 
has established a new department 
to expand its parts and accessories 
business for the 
market after pur- 
chase of original 
equipment, 


announcement, 


Norman Sobol 
has been ap- 
pointed sales 
manager for the 
Y after-market de- 
partment. Sobol, 
Norman Sobol 34, joins Hall 
Lamp after 10 years with Anchor 
Industries, Cleveland. 
” * 


Jobbers Come to Rescue 


After Total-Loss Fire 


|ing the full sales potential of the| 


In making the} 


the firm said that | 


COMPTON, Calif—aA fire of un-| 


known origin completely gutted the 
interior of Boulevard Auto Parts. 


Robert Francis and Paul B. Handel, | 


| In the Letterbox 





(Continued from Page 12) 


| decent to people whether they be|ing jukebox, and they have made|s 
a “sissy” out of the Mercury. Ford’s/|s 


i 


a retailer, a salesman or a buyer. 

That’s why I am still preaching 
and promoting: You got to see ’em| 
to sell ‘em. 

1. “Never forget your customer— 
he may forget you.” 

2. “Your satisfied customers are 
your best salesmen.” 

A happy salesman making a 
decent living, Mr. Dealer, is your 
most important employe. 

Let’s face it, most of us have 
become lethargic. Most of us are 
saying: “Let George do it!” 

Many are passing the buck when 
actually, one’s own success is when 
one accepts his own responsibilities 
and enthusiastically fulfills his own 
duties in his business and his com- 


munity.— Tom Moss, Thomas W.| 
|'Moss & Associates, Farmington, | 
| Mich. 
a . > 


Auto Slump Laid to Makers 


Recently your Letterbox column 
has been overgrown with many, 
many opinions explaining our pres- 
'ent slump in auto sales. As an out- 
|sider, I think that most of these 
|letters have contained valid facts, 
| but no one yet has really faced up 
to this truly ignominious situation. | 

What has actually happened is| 
that we have hit a plateau in pub- 
|lie acceptance; a plateau that the 
auto industry has built from its 
own complacency. American cars 
have not noticeably progressed 
since 1955, but have grown bigger, 
}and in a lot of cases, homelier. 


Via the pages of auto maga- 
| zines, Motoramas, etc., consumers 
| have had their appetites stropped 
to a sharp edge, developing a 
| hungry urge for progressive- 
| looking cars that would seem to 
fit our future living. There have 
been a multitude of engineering 
promises and proposed designs 
waved in front of us, but for 
some nebulous reason haven’t 
come. 


Today’s Buick looks like an 
angry whale, the Olds is a gallop- 








1957 car basked in the limelight 
for a season on the strength of a 


beautifully designed body, looking | 


lithe and full of verve. Then, in-| 
explicably, the stylists blunted | 
these beautiful lines with stale 
approaches that even a trip around 
the world couldn’t remedy. 

Compounding the auto industry’s 
design failure and “sameness,” 
price packs are foolish; 
tic ventures, 
attitudes toward disgracefully put- 
together cars hasn't always been 
winsom, and the Big Three have 
met head-on in the impractical de- 
sire to elevate us to medium-price 
autos. 

Foreign-built vehicles are no 
threat—they’re a menace. They 
have attacked our exposed flanks 
with beetle-like tactics, feeding 
gluttonously and smugly where 
the meat is tender—and plentiful. 
We are powerless to stop this 
automotive Pearl Harbor — for 
the moment, but the first 
counteractive step will have to 
be taken when the leaders in 
Detroit dispense with their deri- 
sive attitude toward small cars 
and throw away 
sheets. 

Reasons for buying foreign-made 
cars are varied, but it probably 
narrows down to workmanship at 
an interesting price that will fit 
in the garage. Regardless, they are 
selling and the “small ones with 
accents” will likely absorb 15 per- 


|cent of the market in this year of 


boycott. The beetle-backs can do 
no wrong though most certainly 
there must be some weakness 
under their skins. 

Detroit’s alacrity and flexibility 
will largely determine where we go 
from here. The consumer, however, 
has given a rather broad hint by 
demonstrating in essense that 
“automobiles need not be big and 
complex to be exciting.” — Jack 
CLoveR, 2287 Shrewsbury Rd., Co- 
lumbus, O. 


unrealis- | 
dealer and factory) 


their survey 





owners, reported their entire stock 

destroyed at a loss of $30,990, 
Members of the California Auto. 

motive Wholesalers’ Assn. provided 








emergency assistance and criabled 
Boulevard Auto Parts to open its 
doors for business within 24 hours 
of the fire at a temporary location, 

Wondering how new-car and truck Pro- 
duction and sales are making out? AU'T9. 
MOTIVE NEWS gives you the entire story 


every week throughout the year. 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volumel 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 

















Cers Are Located 

result 

In Your Area new 
“T 
CALL US NOW— prici 
his 
MUseum 4-6969 erie 

his 
said. 
nate 
7 e payr 
6850 Cottage Grove Ave. The 
Chicago 37, Illinois to vic 
direct 
Notionwide Automotive Leasing But 


Service merce 


sharp 
hot o 
dill, | 
writt 
d | 
uton 
es 
onsu 
' He 
peopl: 
las th: 
amon 











TO YOUR 
tats: 
HEAD 


and 





the JOHN O. MUNN CO.: 
And we'll send you the current issue font 


= Monthly ADVERTISING andj 
SALES PROMOTION SERVICE } ; 


@ DON'T SELL just half your dealership! | 
Alert dealers have profited by our 
ideas since 1919. 

YOUR FIRM NAME is your only 
natural monopoly. Your most valu- 
able asset, exclusive sales tool! 
EVERY MONTH you will receive 
file folder packed with ideas for new 
and used cor sales — service and lube 
promotions - newspaper, radio and 
direct mail material. 

MUNN AUTOMOBILE NEWS- 
LETTER, authoritative digest of j 
industry news is FREE with each issve ‘ 
of the marketing service! 







MOTOR IDEAS 
the JOHN O. MUNN CO 








free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 


/ 
MOTOR MASTER PRODUCTS CO: 
BOX 96., DEFIANCE, OHIO 


1 UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLO® 
ING AUTOMOTIVE ITEMS. PLEASE] 
SEND DETAILS. 

OGENUINE BLUE CROWN SPARK 


PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 

NAME Forg 


SE 2 atenthatenuneneneeeenne~ i 
CITY & STATE i 











— 






competitive consequences which we 
are seeking to eliminate.” 

The Department also objected 
to a broad clause which would 
make lawful “any act” so long as 
its purpose is “to carry into 
effect” the provisions of the 
agreements. 

“The bill would thus authorize 
the termination of a dealer’s fran- 
chise, permit the manufacturer to 
discriminate in price against those 
dealers who do not adhere to the 
agreements, and permit the manu- 
facturer to engage in numerous 
other forms of presently unlawful 
activity designed to coerce the 
dealer to adhere to the agreement,” 
Justice warned. 

“We do not believe,” the depart- 
ment continued, “that the removal 
of virtually all legal restrains on 
activities of manufacturers in their 
relations with dealers is in the 


public interest.” 
* * * 


Cc CHAIRMAN JOHN W. 

GWYNNE, who testified in per- 
son, claimed that the bill would 
result in a “two-price system” for 
new automobiles. 

“The dealer would pay one 
price for automobiles sold outside 
his territory and another, lower, 
price for automobiles sold within 
his specified territory,” Gwynne 
said. “The lower price is desig- 
nated in the bill as an incentive 
payment.” 

The effect, he went on, would be 
© violate the antitrust laws “by in- 
irect means.” 

But Assistant Secretary of Com- 
merce Frederick H. Mueller differed 
sharply with Justice and FTC. He 
not only favored the intent of the 
bill, but suggested that it be re- 
written to cover “all manufacturers 

d distributors, not only in the 

tomobile industry, but all indus- 

es where similar service to the 
onsumer is involved.” 

He said he thought the antitrust 

eople should be satisfied as long 

s there is competition in any field 


among different makes. 
* & * 
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UELLER said he was convinced 

that “established trading areas 
are desirable to the orderly and 
well-planned distribution of higher 
priced commodities.” 

He pointed out that exclusive 
territory provisions were included 
in auto dealers’ contracts until 
1947-1948, “when they were dis- 
continued as a result of pressures 
from the Federal Government.” 


Mueller said he thought that was 


e &FS 


ari 















“mistake,” which the proposed 

gislation would remedy. 

NADA Attorney Rowland Kirks 
< so defended the “incentive” plan, 





ointing out that “the subject of 
onus payments is not a new or 
ovel one being introduced for the 
rst time by this pending legisla- 
on.” 
For support he turned to Carl 
ibley, Pontiac-Cadillac dealer in 
orwich, N. Y., who said he could 
ll “an interesting one” that had 
appened within two months. Gen- 
tral Motors, according to Fribley, 
las offered Pontiac dealers a $50 
onus for every new car sold to 
doctor of medicine. 

* * * 
ENATOR CHARLES E. POT- 
TER, Michigan Republican and 
acting chairman, asked the dealer 
if he were obligated to pass the 
$50 along to the consumer. 

“Oh, no, Mr. Chairman,” Frib- 
ley replied. “That is an incentive 
for going out and really making a 
4, deal with an M.D. Most of the 
M. D.’s are driving Cadillacs up 
there, unfortunately, and I can- 
not get much of that Pontiac 
business.” 
cofi— Another NADA witness, Thomas 
__—_|fAbbott, chairman of its National 
Mos ffairs committee, described bo- 
c ASE uses paid by GM to dealers in 
large metropolitan areas. 

PARK Another supporter of the bill was 
ADA President Dean Chaffin. 
x * * 
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Forgotten Man’ 






Join Two U. S. Agencies... 


Makers OK Bonuses 
But Slap NADA Bill 


(Continued from Page 1) 


most important factors in the na- 
tion’s economy but is the auto 
industry’s “forgotten man.” 

“The franchised automobile deal- 
ers nationally have an estimated net 
worth of $4,4 billion,” he continued. 
“They employ approximately 750,000 
persons with an annual payroll of 
$3.3 billion. 

“In the year 1957 they paid in 
excess of $250 million in property, 
income and other taxes. These 
same dealers spent an estimated 
$237 million on advertising. Their 
total retail sales in 1957 amounted 
to some $32 billion.” 


But despite the dealer’s impor-| mitchell jr., Waltham, Mass., NADA regional vice-president; Harold D. Draper, Saginaw, 
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Dealers at Potter Hearing— 


; 


Dealers and NADA officials who appeared at the Senate hearing on the Potter | 


territory-security bill included, from left, 


president; Carl E. Fribley, Norwich, N. Y. 


Frederick J. Bell, NADA executive vice- | 


, NADA director; Dean Choffin, Bozeman, | 





41 


Chrysler Doubts 
Need of Bill 


‘Confusion’ Feared 
In Potter Proposal 


WASHINGTON. — Numerous 
questions concerning the Potter 
territory-security bill were raised 
by Charles L. Jacobson, Chrysler 
Corp. dealer-relations vice- 
president, in a letter to the Michi- 
gan senator, who sponsored the 
legislation. 

Declaring that Chrysler Corp. 
believes “most automobile dealer 
problems can be solved without 
resort to legislation,” Jacobson 
said the Potter bill, as drafted, 
“would tend to confuse the rights 
of manufacturers and dealers 
under existing laws. 


“If Congress desires to act in 


Mont., NADA president; Foster W. Talbott, Baltimore, NADA director; William H.| this area, we feel strongly that the 


tance, Chaffin added, he has been | Mich.; Thomas F. Abbott jr., Fort Worth, NADA director and national affairs committee 
overlooked by both the manufac- | chairman; George H. Davis, Lewiston, Me., NADA director, and George D. Reardon, 


turer and labor. 


“If any segment of the industry 
deserves or requires more under- 
standing and assistance, it is the 
automobile dealer,” he said. “While 
factory wages showed substantial 
improvement and manufacturers’ 
profits were consistently high, 
dealers’ profits plunged.” 

* ” * 


INTING out that the makers 

have contended that their hands 
are tied in regard to security, 
Chaffin said: 


“We do not seek, nor have we 
ever sought, to bring the problems 
of the distributive side of our in- 
dustry to the Congress of the U. S. 
except it be to the court of last 
resort.” 


The manufacturers, he con- 
tinued, have agreed that “enact- 
ment of clarifying legislation was 
both desirable and n - 
before they would “feel at liberty” 
to consider business arrangements 
provided by the Potter bill. 


Quoting from a letter to the 
presidents of the five auto manu- 
facturers, expressing NADA views 
on the subject, Chaffin said: 


“The overall number of fran- 
chised dealers is decreasing. The 
number of open points is increas- 
ing. Dealer profits for the year— 
across the board—are alarmingly 
low. This situation is matched by 
the condition of dealer morale. 


“There are exceptions, of course. 
These exceptions, however, do not 
affect materially the overall condi- 
tions on the distributive side of the 
industry as you are, of course, well 
aware.” 





« 


Only Recourse 


* = 


E SAID the manufacturers’ re- 

luctance to act in the matter 
stemmed from Justice Department 
opinions that such business ar- 
rangements “may be” in violation 
of the law. 

Said Fribley: 

“We are not asking for Govern- 
ment control or interference in our 
business, because any type of legis- 
lative control is distasteful to the 
more than four million small busi- 
nessmen in this country, of which 

(Continued on Page 42, Col. 1) 
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Quincy, Mass. 





Ford Sets Security Terms; 
Potter Bill Criticized 


WASHINGTON.— William T. Gos- 
sett, Ford Motor Co. general coun- 
sel, testified that if Congress 
approves specific legislation per- 
mitting establishment of a 
“territorial-security” plan for its 
dealers, the company would at- 


Chrysler Seeks 
New Bank Loans 


Of $150 Million 


DETROIT.—F. W. Misch, finan- 








cial vice-president of Chrysler 
Corp., announced the company is 
arranging a revolving credit of| 
$150 million. This will raise Chrys-| 
ler’s funded indebtedness to $400 
million, including a $250 million 
loan from Prudential Insurance Co. 

Approximately 100 banks across 
the country have been invited to 
participate in the new Chrysler 
credit agreement, which will be- 
come effective in July and will run 
until Sept. 30, 1961. The Hanover} 
Bank, New York, is agent for the 
participating banks. 


“This arrangement is being made 
to anticipate possible short-term 
credit requirements that may arise 
under our forward plans over the 
next few years,” Misch said. “The| 
company has no plans to borrow 
under the agreement this year.” 


Under terms of the credit agree- 
ment, Chrysler Corp. will pay in- 
terest at the prime commercial | 
bank rate in effect at the time of| 
any borrowings. Borrowings will be 
made on the basis of 90-day notes, | 
Misch said. 

Chrysler Corp., Ford Motor Co. 
and General Motors have had lines 
of credit with banks for years. 
Ford Motor’s long-term debt totals 





$250 million, while GM has $300 
million of 3% debentures due in 
1979. 








At Territory-Security Hearing— 


| Seated at the committee table as Dean Chaffin, NADA president, testifies before 
| the Senate Interstate and Foreign Commerce Committee are, from left, Senator Andrew 


| F. Schoeppel, Kansas Republican; 


Senator Charles 
HIS testimony, Chaffin said | David Busby, special committee counsel, and John Fesenden, administrative assistant 
the new-car dealer is one of the | to Senator Frederick Payne, Maine Republican. 


Potter, Michigan Republican; 





tempt to develop a sound approach 
to the problem which would not 
involve a price increase. 

The company charged, however, 
that the Potter bill is “vague,” 
“ambiguous” and “obscure” in its 
objectives. 

“In our opinion the bill, if en- 
acted, would confuse the industry, 
would invite litigation and would 
create more problems than it would | 
solve,” Gossett told the Senate 


| Interstate and Foreign Commerce 


Committee. 

In event of enactment of legis- 
lation “so phrased as to permit a 
manufacturer to establish without 
substantial legal risk a system to 
curb cross-selling,” Ford Motor Co. | 
would “endeavor to devise and put| 
into effect .. . a sound program to 
that end if a substantial majority 
of our dealers desired us to do so,” 
Gossett said. 


“We would not regard as 
sound, however, any system that 
could not be enforced or admin- 
istered satisfactorily or that 
would require that we absorb 
the costs or increase the prices 
of our products,” he added. 


Gossett reviewed “unsatisfactory 
experience” of Ford Motor with 
once-legal provisions for minimizing 
cross-selling and protecting dealers’ 
home market areas in the past and 
declared: 

“We have always sought, and 
shall continue to seek, to improve 
the economic stability and increase 
the profits of our dealers. In the 
attainment of this objective, legis- 
lative intervention has never been 
and, we think, is not now required. 

“No legislation short of com- 
plete Government regulation, and 
certainly not the legislation pro- 
posed by S. 3865, (Potter bill), 
would serve to protect dealers 
from the rigors of intense compe- 
tition. While we agree that any 
effective system of territory se- 
curity for dealers would require 
legislative sanction, we are con- 
fident that it would soon become 
unpopular even among those 
dealers who now espouse it.” 

Gossett raised questions concern- 
ing the territory-security bill, as 
written, from the standpoint of ad- 
ministration, costs and effect on 
the public of restrictions and pen- 
alties it would impose if manufac- 
turers were to implement the pro- 
posed permissive law with territory- 
protection programs. 

“Any system of payments that 
would reward the dealer who sells 
to customers residing within his 
territory, that would penalize 
effectively the dealer who sells to 
customers outside his territory, in- 
evitably would have a significant 
impact upon the public,” he de- 
clared. 

“Actually the great majority of 


(Continued on Page 44, Col. 3) 








Screw Plant Moving South 

GREENVILLE, Miss. — William 
A. Mosow, president of Mosow 
Screw Co., announced he is‘moving 
his operation from Waukegan, III., | 
to Greenville this year. 


bill needs to be amended substan- 
tially to make it absolutely clear 
that its provisions take precedence 
Over all existing law.” 


He said the bill also should be 
amended so that it applies to all 
retail distribution and is not 
limited to the auto industry, 
thereby removing the possibility 
that it might be construed as “class 
legislation.” 

Turning to the questions, Jacob- 
son said: 

“The bill speaks of compen- 
sating dealers for ‘the making 
of sales.’ Where is the sale made? 
Where the prospect hears, reads 
or sees the advertisement? Where 
he lives? Where he works or has 
an office? Where he signs the 
papers? Where the dealer or 
dealer’s agent signs the paper? 
Where the customer takes de- 
livery? 

“Would it be the dealer's re- 
sponsibility to determine the ad- 
dresses (summer or winter, home 
or office) of prospective customers 
and to decide what price to quote 
on the basis of uncertain criteria? 

“How would the validity of a 
purchaser's avowed address be de- 
termined, and who would be re- 
sponsible for determining it, the 


| factory or the dealer? 


“Would an effective system re- 
quire penalties for dealers who 
sell to customers outside their 
closed territories, as well as in- 
centives compensating dealers 
for sales within the territories? 
“Who polices the system? In al- 

lowing incentive contracts with any 
‘franchise retail dealer,’ does the 
bill permit manufacturers to vary 
incentive arrangements among or 
between dealers? 

“How would sales to national 
companies employing large fleets 
of vehicles for company and em- 
ploye use be dealt with? Would 
ears sold to leasing or renting 
companies, which may have differ- 
ent locations, require special treat- 
ment? 

“Would a man who prefers to 
lease a car for his personal use, 
rather than to purchase one, find 
that his freedom of choice is 
restricted? Would leases with an 
option to the lessee to buy be 
considered a sale or a lease? 

“Many other questions arise out 

of proposals to permit manufac- 
turers to require dealers to render 
specified services and maintain 
specified facilities —- matters that 
the parties now deal with by mu- 
tual agreement and, we believe, 
on a mutually satisfactory basis. 

“Could a manufacturer ‘compen- 
sate’ dealers in excess of their 
actual costs or in amounts less 
than those costs? 

“Who would ‘specify’ the serv- 
ices — the manufacturer or the 
dealer? If the manufacturer, 
would there be any limit on the 
services and facilities it could 
specify? 

“Would the specified services and 
facilities have to be the same for 
all dealers? Who would police pay- 
ment to see that they were for 
for specified services and specified 
facilities? 

“These and other questions that 
the bill does not answer give us 
considerable concern,” Jacobson 
said. 

Since the Potter bill would cut 
across many existing laws, he 
added, “the problem before the 
committee now is how to clarify 


| the legality of what we may do.” 


i 
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Big Three, 2 U. S. Agencies United... 


Bonuses OK'd, NADA Bill Knifed 


(Continued from Page 41) 


automobile dealers are an important 
segment.” 


He said he was seeking “en- 
actment of legislation which will 
free our industry and forestall 
further possibility of Government 
interference.” He said NADA had 
been advised by the Justice De- 
partment that legislation is the 
only solution to the problem of 
security. 

“Our objective is the reestablish- 
ment of a quality-dealer program 
which helped make this industry so 
important to our national economy,” 
Fribley continued. 


Stressing the importance of serv- 
ice to the program, he said “ade- 
quate, permanent facilities, com- 
plete stocks of parts, modern equip- 
ment for analysis and correction 
and competent technical personnel, 
who must continually be sent to 
factory training centers, are the 
pattern for today’s franchised 
dealer service operation.” 

> 2 > 


H® TOLD the legislators the old 
territory-security system, “cor- 
nerstone of the quality-dealer pro- 
gram originated and developed by 
W. E. Holler of Chevrolet,” led the 
industry out of the depression of 
the 1930s. 

He said the decline in effective- 
ness of retail-selling organizations 
started in 1950 when the manufac- 
turers removed territory-security 
provisions franchises, saying the y 
felt these provisions could be at- 
tacked under antitrust laws. 

Under the Potter bill, he pointed 
out, the dealer would be compen- 
sated by the manufacturer with a 
service bonus for every car sold 
in his own area of responsibility. 
On cars sold outside his area, he 
added, the dealer would neither 
receive a bonus nor be penalized 
as he was under the old security 
system. 

“There is no question in the 
minds of dealers throughout this 

country that this arrangement, if 
elected by the manufacturer, would 
and could be made without increas- 
— cost to the public,” Fribley 


How It Developed 


more dealer and former chair- 


committee, traced the development 
of the franchised-dealer system. 
“In adopting this method of dis- 
tribution,” he said, “the manufac- 
turers gave recognition to their 
need for: 
“National representation, a self- 
source of risk capital 
provided by the retailer, a whole- 
sale market which would provide 
their necessary working capital. 
“Readily available service for the 
product, a substitute for the ware- 
housing space and parts inventory 
normally provided by a manufac- 
turer, local identity inspiring con- 


this effort. We have proposed a 


Pensacola Dealers 
W. TALBOTT, Balti-!' 


Headed by Yaste 


man of NADA's Industry Relations | 





| 
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fidence in the product and its 
maker and a system to accommo- 
date the tradein problem.” 


The manufacturer sets the stan- 
dards which the dealer must meet 
and failure to do so can result in 
termination of the franchise, Tal- 
bott pointed out. 

“As one writer puts it,” he added, 
“when the dealer has committed 
his capital and entered the business, 
a power relationship unites manu- 
facturer and dealer. It is then that 
a manufacturer's threat to cancel 
the franchise takes on meaning, for 
the dealer is no longer a free par- 
ticipant in a market process. 

“He has committed himself 
deeply. His firm’s name is now 
associated with that of his manu- 
facturer, and it is not easy to shift 
the capital he has invested in 
plant and equipment, let alone in- 
vested in good will.” 

7 of > 

ALBOTT said the manufacturer 

thus is in “the fortunate posi-| 
tion of having available to him a 
captive market for his products, 
and thus does not have to contend 
with price competition in marketing 
his products.” 

He said the demand for volume 
sales, big discounts, gimmicks, 
overallowances on tradeins and 
other practices today have made 
the discount from list-pricing struc- 
ture meaningless insofar as the 
dealer's return is concerned. 

Talbott pointed to NADA statis- 
tics showing that dealer operating 
profit before Federal income taxes 
had plunged from 6.3 percent in 
1950 to a loss of 0.8 percent in the) 
first quarter of 1958. 

He said dealers are not re- 
ceiving proper compensation for 

the facilities and services re- 
quired by the manufacturer. 
“Under these circumstances, it is 
reasonable for the dealer to look 
to the manufacturer for such com-| 
pensation since the manufacturer 
is responsible for the costs incurred 
on his behalf,” Talbott added. 

He said the industry has tried to 
work out its own salvation. 

“NADA has made great strides in 





PENSACOLA, Fla. — Guy E. 
Yaste jr, Guy E. Yaste & Son 
(Dodge-Plymouth), has been) 
elected president of the Pensacola) 
Franchised Automobile Dealers) 
Assn. Other officers are: 

Lioyd G. Howard, Mayfair 
Lincoln-Mercury Sales, Inc., vice- 
president, and E. M. Robinson, Su- | 
perior Motors, Inc. (Volkswagen), 
secretary-treasurer. 

Directors are Howard W.| 
Mitchell, Mitchell Motors (Cadillac- 
Oldsmobile), and Richard Turner 
jr.. Pensacola Buggy Works (Chev-| 
rolet). 











a natural partner 


Automotive dealers find that selling mobile 





homes is a mighty logical subsidiary operation. The 


initial investment requirements are low enough 


| to make the idea interesting . . . the returns high enough 
to make a franchise exceptionally inviting. Alma’s 





promotional programs, factory training, merchandising 
aids — make it easy for the newcomer to step 
right into a profitable position. 


€,- For the facts you'll find most enlightening 





contact KEN MITCHELL, General Sales Manager. jai 


Wire. ..or phone Alma 920 
Alma, Michigan 





code of business standards for the 
industry. We are revising our code 
of ethics by putting teeth in it. We 
are cleaning up advertising through 
our code of advertising principles 
and working with the Better Busi- 
ness Bureaus. We are urging an 
immediate return to a true and 
meaningful quality-dealer pro- 
gram.” 
+ * = 
Warns of Confusion 


N A letter to Potter, Charles L. 

Jacobson, Chrysler Corp, dealer 
relations vice-president, said Chrys- 
ler appreciated the objectives of 
the bill but “our feeling has been 
that most automobile dealer prob- 
lems can be solved without resort 
to legislation.” 

He added: “We are now inclined 
to favor some form of territorial 
security, provided we can find a 
practical means of resolving fun- 
damental problems that are in- 
volved in applying the principle, 
and provided the legality of what 
we do is clear.” 

Jacobson said Chrysler felt that 
the bill, as drafted, would confuse 
the rights of manufacturers and 
dealers under existing laws. 

William F. Hufstader, GM dis- 
tribution vice-president, said GM 
opposed the bill on the ground that 
it “is merely declaratory of exist- 
ing law.” He charged it would not 
exempt territory-security programs 
from antitrust laws. 

“We recommend that legislation 
be proposed and enacted that will 
specifically legalize, as an exception 
to the antitrust laws, territory- 
security plans and provisions as 
incorporated in General Motors 
franchise agreements in the past,” 
Hufstader said. 

* 


> . 


i Wass T. GOSSETT, Ford 
Motor Co. general counsel, 


called the bill “vague,” “ambiguous” 
and “obscure” in its objectives. 

“In our opinion the bill, if en- 
acted, would confuse the industry, 
would invite litigation and would 
create more problems than it would 
solve,” he told the committee. 

Harold D. Draper, Saginaw 
(Mich.) Chevrolet dealer and for- 
mer president of the Michigan 
Automobile Dealers Assn., said 
the bill is “clearly in the public 
interest.” 

“All we ask is that we be per- 
mitted to improve our ability to 
serve the customer better at no 
extra cost to him,” he said. 

Enactment of the bill would as- 
sure the customer that he would 
receive the proper service on his 
car no matter where he purchased 
it, and enable the factory “to assist 
importantly in the retention of the 
owner good will without which no 
product can for long be successful.” 

7 7 > 


Bell Introduces Witnesses 


ADA officials and dealers who 

testified were introduced to the 
committee by Frederick J. Bell, 
NADA executive vice-president. 

Other dealers who testified or 
were introduced included: George 
Reardon, Massachusetts Chevrolet 
dealer; Will Mitchell, regional 
NADA vice-president representing 
Maine, Vermont, New Hampshire, 
Rhode Island and Massachusetts; 
George Davis, Lewiston (Me.) 
Chevrolet dealer and chairman of 
NADA’s Public Relations commit- 
tee, and Anthony Stonina, Chicopee 
Falls (Mass.) Buick-Oldsmobile- 
Cadillac dealer. 

David Busby, who is special coun- 
sel on the Monroney committee, 
also served as special counsel at 
the present hearings on the Potter 
bill. 





Judge Saves Franchise 


In Tax Evasion Case 


CHICAGO. — A Federal court 
order last week forbade General 
Motors from terminating its fran- 
chise with Walter A. Mack, Chi- 
cago dealer convicted of tax 
evasion who is serving a six- 
month sentence at Milan, Mich. 

Judge Julius H. Miner kept the 
dealership agreement in force 
pending a hearing in the fall. He 
said GM could have cancelled 
with Mack in 1956 after his con- 
viction, instead of waiting until 
he began his sentence. 


ae 





The Opel Kapitan— 


The new German-built Opel Kapitan is a longer, lower and wider cor with 
emphasis on U. S. styling. The car has a short-stroke, six-cylinder engine and a uni- 
tized body. Available in two models, standard and deluxe, the car has an air inlet 
in front of the windshield, electrically operated windshield wipers and padded dash- 


board. 





GM Favors Area Security 


—— 


But Slaps Pending Bill 


WASHINGTON.—General Motors 
asked Congress to authorize auto 
manufacturers and their dealers to 
restore “territory-security” plans as 
incorporated in GM franchise agree- 
ments in the past. 

GM opposed the Potter bill on 
the ground that it “is merely 
declaratory of existing law” and 
would not exempt territory- 
security programs from the anti- 
trust laws. 

GM’s views were outlined before 
the Senate Committee on Interstate 
and Foreign Commerce by William 
F. Hufstader, GM distribution vice- 
president. 

“We recommend that legislation 
be proposed and enacted that will 
specifically legalize, as an exception | 
to the antitrust laws, territory-| 
security plans and provisions as} 
incorporated in General Motors 
franchise agreements in the past,” 
Hufstader said. 

Territory security “arose as an 
integral part of quality-dealer 
programs established by General 
Motors and its divisions,” and op- 
erated in the best interest of the 
customer as well as of the dealer 
and manufacturer, Hufstader 
said. 

GM abandoned it in 1949 on ad- 
vice of counsel, he explained, be- 

cause of indications that “a new) 
trend or philosophy in antitrust 
law” exposed the corporation and 
its officials and employes to the} 
hazard of criminal prosecution. 

Subsequent comments by Justice 
Department officials and suits in- 
stituted by the department chal- 
lenging different forms of territory- | 
security plans proved that this) 
hazard was real, Hufstader said, 
even though GM counsel did not 
believe that the new antitrust con- 
cept was sound or should properly | 
be applied to the GM territory-| 
security plan. 

Urging legislation to eliminate | 
this hazard, he said: 

“I am told that the objectives) 
which would be accomplished with | 
territory-security are legally pos-| 
sible if a manufacturer were to 
handle the retail distribution of 
his products directly or through 
agents. I find it difficult to under- 
stand what is so objectionable in 
extending the same rights to inde- 
pendent retailers who are small 
businessmen.” 

Under the territory-security 
—— formerly administered 

y GM, each GM car dealer was 
assigned a selling area, based 
upon market potential and other 
considerations. If he sold a ve- 
hicle to a customer from an area 
designated for another dealer in 
the same line of cars, he paid 
that dealer an amount ranging 
from 3 percent to five percent of 
the manufacturer’s list price, de- 
pending upon the car division and 
the car model. 





by dealers outside their own terri- 
tories have became “deliberate and 
frequent.” 

He said this “cross-selling” not 
only has hurt the profits of many 
franchised dealers but also has 
made it difficult for many car 
owners to obtain adequate service, 
including warranty service for 
which GM dealers are reimbursed 
by General Motors. 


“It may be argued that the 
customer in the cross-selling 
transaction benefits by getting a 
bargain price,” Hufstader said 
“However, considering the 
amount of the investment the 
customer is making in purchas- 
ing a new car, the importance of 
the condition of that new car 
for its intended use, future war- 
ranty and service requirements 
of the motor vehicle and whether 
the obligations of the selling 
dealer will be fulfilled on the 
basis of sound business ethics and 
practices, irrespective of legal 
rights, the bargain purchase is of 
questionable value.” 

He said that “certainly, if cross- 
selling increases and dealership 

profits decrease there will be less 
incentive for automobile dealers to 
remain in business.” 


“Of even greater importance is 
the fact that such a condition in 
the retail automobile business wil 
have a deterring influence on 
prospective new dealers and new- 
comers to the business,” he said 

Hufstader told the committee 
that the Potter bill “neither im- 
munizes anything which is now un- 
lawful nor authorizes something 
which is now prohibited, with the 
result that it is merely declaratory 
of existing law.” 


“I wish it would clearly legalize 


| territory security as we understand 


it, but we do not believe that it 
does,” he said. “In fact, I am ad 
vised by counsel that effective 
territory-security provisions should 
not be incorporated in our fram 
chise agreements under the pro 
posed legislation, if enacted.” 


— 








Hufstader explained that “the| Signing a Dealer— 


philosophy of the plan was not to 
prevent selling out of territory but 
was to partially compensate the 
dealer in connection with expendi- 
tures he incurred in carrying out 
his sales and service responsibility 
in his designated area.” 


Since the abandonment of terri- 
tory security, Hufstader noted, sales 


A handshake seals the signing of © 


dealer franchise between Peter Satori, 
left, president, Peter Satori Co., Ltd» 
Pasadena, Calif., distributor for Avie 


Union DKW, and Bernard Knust, right, 
European Motors, ! 
is John H. 
of the new 


vice-president, Texas 
Inc., Houston, Looking on 
Gibavt, genera! manager 


dealership. 
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Third Good-Faith Test . . 


$2.4 Million Sought 
In 3 Dealer Suits 


By Maynard M. Gordon 
News Editor 

HE $1,540,000 suit of Chicago 

Distributor S. H. Arnolt against 
Renault is the third known test 
ease filed since the two-year-old 
dealer good-faith law took effect. 
Total damages asked in the three 
eases is $2,420,000. 

It is the first suit filed by a 
distributor against an importer of 
cars, although Volkswagen of 
America is a respondent in a price- 
fixing and territory-splitting suit 
jnitiated by the Department of 
Justice. 

MacLaren Motors (Dodge- 
Plymouth), of San Leandro, 
Calif., is the plaintiff and Chrys- 
ler Corp. is the defendant in one 
good-faith lawsuit. MacLaren has 
asked damages of $480,000. 


The untested good-faith law also| 


Jooms as an issue in a third dealer- 


factory litigation Woodard 
Motor Co. (Chevrolet), Greenville, | 
Tex., vs. General Motors. Wood- 


ard has claimed contract breach 
in suing for $400,000 damages. 


o * > 


HE Automobile Dealer Fran- 

chise Act, effective Aug. 8, 1956, 
permitted dealers to file damage- 
recovery suits for failure of auto 
manufacturers “to act in good faith 
in complying with the terms of 
franchises or in terminating or not 
renewing franchises with their 
dealers.” 

Digests of the three test cases 
follow: 

1. Arnolt vs. Renault Arnolt 
claims it was promised 450 Renault 
cars a month during 1958, with in- 
creased allotments for later years. 
Renault allegedly cancelled the 
Arnolt franchise as of March 26, 
for which the distributor asks dam- 
ages of $1*%< million. Another $40,- 
000 is sought for unreimbursed 
costs because of alleged generator 
and regulator defects. 

2. MacLaren vs. Chrysler— 
Dealer charges he was shorted on 
cars early in the °57 model run 
and then swamped in the summer 
when sales fell off. He also 
claims warranty-payment delays 
and pressure from the factory to 
compel him either to stay in 
business or discontinue opera- 


Republic Steel 
Unveils ‘Bar Mill 


Df Tomorrow 


CHICAGO. — The “Bar Mill of 
omorrow” was unveiled here at} 
nme of the nation’s most modern 
ntegrated steel operations — Re-| 
public Steel Corp.’s South Chicago 
plant. The $18-million mill produces | 
igh-quality alloy and carbon-steel | 
ar products. 


T. F. Patton, Republic president, 
aid the company incorporated all 

the most advanced design fea- 
ures of existing bar mills and then 
dded some other features in its 
evelopment of the “mill of to- 
norrow.” 


Operations at the mill, which is 
almost automatic, consist of uni- 
formly heating three and four- 
inch square steel billets and then 
passing them through a series of 
alternate vertical and horizontal 
tolling stands where the steel is 
gradually reduced to specified size 
and shape. 

After the bars pass through the 
last mill stand, they are run off 
onto one of two cooling beds, where 
they are gradually cooled before 
being shearer into specified lengths 
for shipment. 

Steel being rolled for coils is 
passed through the last finishing 
stand and then into a coiler and 
onto a conveyor where the coils 
are gradually cooled and then made 
teady for shipment. 

Some of the new features in de- 
sign and operation are: Straight- 






“‘~away operation, alternate horizon- 


tions, rather than sell to another 
party. 

3. Woodard vs. GM — Its Chev- 
rolet franchise was terminated last 
October, the dealership alleges, be- 
cause it was unable to locate in a 
new separate building. GM de- 
fended its termination action, de- 
nied acting “oppressively” and said 
Woodard had admitted his facili- 
ties were “wholly inadequate and 
unsatisfactory.” 

= * = 


‘.o Arnolt complaint filed in 
Chicago Federal District Court, 
used the language of the Automo- 
| bile Dealer Franchise Act in mak- 
ing its charge against Renault. 


failed to act in a fair and equitable 
manner in the performance of and 
}in compliance with the terms of 
|said franchise agreement.” 
Cancellation of the agreement, 
| Arnolt continued, was done “in 
a coercive, unfair and inequitable 
manner” at damage to the dis- 
tributor’s profits, business prop- 
erties, reputation and goodwill 
and expansion and parts inven- 
tory appropriations. 

Renault has not replied formally 
to the allegations. 


The MacLaren and Woodard 
| cases are pending in U. S. District 
Courts in San Francisco and 
| Dallas, respectively. Chrysler 
Corp.’s answer to the MacLaren 
complaint is expected soon. 


Sales-Tax Law 
Eases Burdens 


‘On R.I. Dealers 


PROVIDENCE.—The Rhode Is- 
land Automobile Dealers Assn. has 
|labelled the State’s new sales-tax 
\law a triumph for dealers. 


Robert W. Pierce, association 
| president, said the law “frees deal- 
ers from any liability of collecting 
a tax on deliveries made to pur- 
chasers who buy cars or trucks 
which are registered outside Rhode 
Island and places the usual sales 
tax on all casual sales (between 
individuals).” 

He said two other provisions 
backed by the association were 
held out until the next session of 
the Legislature. 


He said they would apply the tax 
to the money difference only (used- 
car trades excluded) and provide 
for collection of taxes at the time 
|of registration or transfer, thus 
freeing dealers of the responsibility 
for collecting and remitting the 
levy. 

The law also set up a system of 
car and truck inspection by li- 
censed dealers under supervision of 
the Registrar of Motor Vehicles. 
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Vertical Looping of Steel— 


Renault, said the complaint, “has | 
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Automotive Advertisers Council Elects— 


Members of the Automotive Advertisers Council elected officers during their annual 


spring meeting at Hot Springs, Va. The group, composed of advertising representa- 


tives from major automotive replacement 


ports companies, meets twice yearly to 


| discuss mutual problems. Seated, from left, are Lester C. Dobrunz, Wagner Electric 
| Corp., vice-president; Frank F. Schuhle, General Electric Co., president; M. Robert 
Wolfson, Maremont Automotive Products, Inc., treasurer. Standing: Albert Joseph, AP 
Parts Corp., corresponding secretary; Robert C. Calderone, Raybestos-Manhattan, Inc., 


recording secretary. 


32 Dealers, 23 Employes 
Cited for Tenure by S-P 


SOUTH BEND. — Thirty-two! 
dealers and 23 employes of 
Studebaker - Packard dealerships 
have been honored for periods of 
service ranging from 50 to five 
years by S. A. Skillman, sales vice- 
president. 

Thirty-five years— Maynard F.| 
Arthur and Broaddus E. Chewning, 
Roanoke, Va.; Dilliplane Motors, | 
Inc., Yardley, Pa. 

Thirty years—Hollingsworth Mo- 
tor Sales, Marion, Ind. 

Twenty-five years—Ray B. Cralls 

Co., Tampa, Fla.; McNeer Motor 

Co., Portsmouth, O. 

} Twenty years—Hodgins Motors, 
Stockton, Calif.; Wynn M. Crad- 
dock, Berea, O.; W. W. Lusher, 
Inc., Elkhart, Ind. 

Fifteen years—P. R. Henderson, 
Easton, Pa.; Edward K. Cummings 
& Co., Inc., Elizabeth, N. J.; Stew- 
art I. Jones, St. Petersburg, Fla. 

Ten years—Brooke-Shorter Mo- 
tor Co., Inc., Virginia Beach, Va.; 
Bruno's Garage, Mt. Shasta, Calif.; 
Knoeskern Motor Sales, Decorah, 
Ia.; Ed Wehe Motors, Inc., Mil- 
waukee; Warsaw Motor Sales, 
Warsaw, N. Y.; Blair-McLeod Mo- 
tors, Hendersonville, N. C.; Norm 
Snyder Sales, Inc., Oneida, N. Y.; 
Carleton H. Banks, Inc., Biddeford, | 
Me. 

Five years—Curry Motors, Wen-} 
atchee, Wash.; Allen Motor Co.,| 
Tacoma, Wash.; Frank K. Brad-| 
ford, Newburyport, Mass.; D. A. 
Wiley, Inc., Essington, Pa; Melik| 
Motors, Racine, Wis.; Johnson Mo- 
tors, Iron River, Mich.; Stokes Mo- 


'tor Co., Crestview, Fla.; Swenson- 






A new principle in American bar-mill design, vertical looping of steel, is shown at 
tal and vertical rolling, vertical| Republic Steel Corp.'s “Bar Mill of Tomorrow" at the firm's South Chicago plant. 
looping and antifriction bearings. | The new mill consists of 16 alternately placed vertical and horizontal roll stands. 





Rayl Motor Co., Worthington, 
Minn.; Brach Motors, Fairfield, IIl.; 
Burgoyne Brothers, Auburn, Ind.; 
Arnold Motors, Clifton, Tex.; Cen- 
tral Motors, Akron. 

Dealership employes and terms 
of service are: 

Fifty years 
Beaumont, Tex. 

Thirty-five years— George M. 
Tice, Roanoke, Va.; Ed H. Eck- 
enroth, San Antonio; August J. 
Ober, Kenmore, N. Y.; J. Aldous 
Shaffer, Lemoyne, Pa.; Charles 
Hoecker and Orval M. Christison, 
Woodland, Calif. 

Thirty years—Archie C. Wright 
and Robert I. Patterson, Roanoke, 
Va.; Herb Maiman, Larson Broth- 
ers, Inc., Montevideo, Minn.; Wil- 
liam N. Diehl, Lemoyne, Pa. 

Twenty-five years— Albert Bor- 
gen, Montevideo, Minn.; Chester 
E. Davis, Champaign, Ill. 

Twenty years—Langford B. 
Warren, Bakersfield, Calif.; How- 
ard J. Spaniol, St. Cloud, Minn.; 
C. Roger Russel, Nashville, Tenn.; 
Russel M. Snavely, Lemoyne, Pa.; 
Lawrence Ginesta, St. Petersburg, 
Fla. 

Fifteen years—Edward Raymond 
Renz, Bakersfield, Calif.; Jake 
Frederick and L. S. Royce, St. 
Petersburg, Fla.; Donald Jacob 
Krantz, Easton, Pa.; Albert L. Hem- 
mesch, St. Cloud, Minn. 


Dee Forrest Page, 





Obituaries 


Stanley H. Franklin 

BARRINGTON, R. I.—Stanley H. Frank- 
lin, 61, research director for Fram Corp.. 
and son of a cofounder of the firm, died 
June 17. His father and T. Edward Ald- 
ham founded the corporation in the early 
1930s, using the first two letters of Frank- 
lin and the last two of Aldham to create 
the company’s name. 


Richard E., Heil 
WORTHINGTON, O. — Richard E. Heil, 
34, a partner in Worthington Motor Sales 
(Ford), died June 19 after a long illness. 


Rance M. Cooke 
EVANSVILLE, Ind.—Rance M. Cooke, 
Evansville auto dealer, died June 18 of a 
heart attack. He was a brother of Almond 
and V. V. Cooke, Louisville auto dealers. 


John W. Brice 
CHESTER, 8. C.—John W. Brice, 53, a 
Dodge-Plymouth dealer, died at his home 
here June 13. 


George Schneider Sr. 
PITTSBURGH. — George Schneider sr., 
55, 
McKees Rocks, died June 18. He was with 
Gulf Refining Co. before opening his 
dealership 12 years ago. 
Frank W. Schick 
CAMBRIDGE, 0.—Frank W. Schick, 63, 
president of Frank W. Schick Buick Co., 
died June 15 in a hospital here. 
Ralph S. Martin 
WEST LEBANON, O.— Ralph Samuel 
Martin, 74, a former Pontiac dealer, died 


June 11. 
John Fritsche Jr. 

BRYN MAWR, Pa.—John Fritsche jr., 
49, president of Bryn Mawr Imports, Inc., 
distributor of foreign cars, died June 17. 

Earl W. Morse 

BURBANK, Calif.—Earl W. Morse, 71, 


founder of Burbank Auto Parts, died 
June 9. 
Don Harris 
RUSSELLVILLE, Ky.—Don ‘Harris, an 


auto dealer here, is dead at 65. 


owner of Park Circle Motor Co.,/; 





“|J & L Merges 


o 
Stainless Steel, 
. . . . 
Strip Divisions 

DETROIT.—Jones & Laughlin 
Steel has initiated the merger of its 
stainless steel and strip steel divi- 
sions, it was announced last week 
by M. K. Schnurr, president of the 
two divisions. The new division will 
be known as the Jones & Laughlin 
stainless and strip division. 

The merger is designed to weld 
into a single production and mar- 
keting unit the specialty divisions 
of the company. The stainless steel 
division formerly was Rotary Elec- 
tric Steel Co., and the strip steel 
division was the former Cold Metal 
Products Co. of Youngstown and 
Indianapolis. 

The first step in the merger, 
Schnurr said, is the combining of 
the sales forces of the two divisions 
and a merging of the district sales 
offices. 

John H. Abbott, formerly sales 
vice-president for the stainless di- 
vision, has been appointed to the 
same post for the combined divi- 
sion. 

J. T. Bachman, formerly in 
charge of sales for the strip steel 
division, has been appointed gen- 
eral manager of the former strip 
division operation. 

H. N. Steinberger, formerly gen- 
eral manager of sales for the stain- 
less steel division, has been ap- 
pointed general sales manager for 
the combined division. 

Current plans call for the com- 
bined operation of six district sales 
offices, Schnurr added. These in- 
clude Detroit, Newark, Chicago, 
Indianapolis, Cleveland and Los 
Angeles. T. G. Kuzma, formerly 
district sales manager, stainless 
steel division’s Detroit office, will 
serve as district sales manager at 
the combined division’s Detroit 
office. 


Car Wash Spray 
Is Distributed 
By Tulsa Dealer 


TULSA, Okla. Auto Dealers 
D. B. Wilkerson jr. and his father 
have embarked on a new venture 
which they believe will benefit the 
car washing business. 

The Wilkersons, owners of Wil- 
kerson Motor Co., Inc. (DeSoto- 
Plymouth), are national distribu- 
tors for a new process, Sprayaway, 
designed to take most of the hand 
labor out of washing cars. Cars 
can be washed and rinsed in less 
than 10 minutes with no hand rub- 
bing, according to the Wilkersons. 

A tank-compressor unit and a 
chemical are the components of the 
Sprayaway process. Two coats of 
the chemical are applied to the car, 
and then rinsed with water. A rag 
or chamois is then used to wipe off 
the excess water. 

The Wilkersons say the chemical 
works on the principle of elec- 
trical charge repulsion. Dirt parti- 
cles develop like charges which 
push them away from each other 
and the car surface. The solution is 
said to be harmless to paint, rub- 
ber, chrome, glass, plastic and alu- 
minum. 

According to the Wilkersons, the 
process makes car washing a profit- 
making service instead of a cus- 
tomer convenience. 

* * > 





Spray Washing— 


The new Sprayaway process permits a 


serviceman to wash and rinse a car in 
less than 10 minutes with no hand rub- 
bing. The job can be done without put- 
ting on boots or rubber apron. 


—— 
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Ford, GM Experience Outlined .. . 





History of Territory Security 


WASHINGTON.—Ford Motor Co. 
had a territory security clause in 
its selling agreement as early as 
1917—the system has been tried and 
found wanting, William T. Gossett, 
the company’s general counsel, told 
a Senate committee last week. 

Gossett and William F. Huf- 
stader, General Motors distribu- 
tion vice-president, sketched the 
history of territory security at 
their companies. Both opposed the 
security bill offered by Senator 
Charles E. Potter, Michigan Re- 
publican. 

In 1917, Gossett said, the Ford 
selling agreement specified that 
out-of-territory sales were damag- 
ing to other Ford dealers and to 
the company. Dealers agreed to pay 
$100 to the company as liquidated 
damages with each such sale, 

In turn, the company agreed to 
pay the dealer a commission of 10 
percent of the list price if the com- 
pany made a direct sale to a retail 
buyer in the dealer’s territory. 

As a result of litigation and dis- 
satisfaction with the plan among 
dealers, the agreement was changed 
in 1920 to provide that extraterri- 
torial sales by the dealer might be 

a basis for cancellation of the 
agreement. This provision was de- 
leted in 1921. 

This situation continued until 
1938 when it was stipulated that 
if a dealer sold a new Ford to a 
customer residing in another 
dealer’s area, the selling dealer 
would pay a $30 service commis- 
sion to the other dealer. The 
company was to act as umpire in 
disputes. 

The plan didn’t work, Gossett de- 
clared. Many dealers failed or re- 
fused to make payments to other 


dealers, and the company “came to 
be looked upon as a collection 
agency between the dealers.” 

Gossett continued: “Finally the 
number of disputes grew to unman- 
ageable proportions. Illwill spread 
among dealers, often involving cus- 
tomers. Company personnel found 
themselves devoting inordinate 
amounts of time to these unpro- 
ductive controversies. 

“After several years, the company 
ceased trying to enforce the provi- 
sions, and in 1953 they were dropped 
from the agreement.” 

Hufstader noted that GM con- 
tracts had no specific provision for | 
territory security prior to 1936, but 
Buick, Cadillac, Oldsmobile and 
Pontiac in the ’20s attempted to 
provide some compensation in the 
case of sales made by a dealer to| 





a customer in the designated terri- 
tory of another dealer. 

Bulletins were issued setting 
forth the amount to be paid to 
the infringed dealers, but the 
claims were settled among the 
dealers themselves, and the car 
divisions assumed no direct re- 
sponsibility for payment. 
Chevrolet had a similar plan, but 

it lost its effect in 1928 because a 
Chevrolet dealer’s territory was 
designated to be the entire area 
covered by the zone in which he 
was located. 

“In the mid-’30s,” Hufstader said, 
“territory security was established 
as an administered program. It 
really arose as an integral part of 
the Quality Dealer Programs estab- 
lished by GM and its divisions.” 
One reason for the security pro- 





Top-Level Parley Sought 
To Fight ‘Moral Relapse’ 


(Continued from Page 3) 


of public confidence in the home- 
town automobile dealer. 


“If positive approaches were 
worked out by such a conference, 
the implementation could be car- 
ried out by the field representa- 
tives of the manufacturers in 
coordination with state, local and 
metropolitan dealers’ associa- 
tions.” 

(The bulletin apparently was | 
careful not to mention coordination | 
with a “national” dealer associa- | 
tion.) | 

“Such a plan is a mammoth task,” 








INTERNATIONAL MOTOR SHOWS 


IN LONDON 


Once again attention will be 
focused upon London where 
these two great Motor Shows 
will present the latest develop- 
ments in commercial road 
transport and the world’s most 
representative display of 
private cars. 


COMMERCIAL 
MOTOR SHOW 
Sept. 26—Oct. 4 


MOTOR SHOW 
Oct. 22 — Nov. I 


A welcome is extended to 
visitors from overseas. Free 
admission and other facilities 
to ensure their comfort and 
convenience will be available 
on presentation of credentials 
at the Exhibition entrance. 


THE SOCIETY OF MOTOR MANUFACTURERS & TRADERS LIMITED 
LONDON W.I 


148 PICCADILLY 





| 





Oct 22- Nov! 
eA aT 


ENGLAND 


|}are accustomed to nothing but 
| total success. 


|of operation employed by both the} 


| manufacturer has its regional and 


| such a hope.” 


the OADA continued, “but the auto- 
mobile business is a mammoth busi- 
ness and it employs executives who 


“The plan is a rude departure} 
from the ‘chain-of-command’ type 


manufacturer and the dealer. The 


district executives who report to 
the top level. 

“The dealer does his bargain- 
ing through a national association 
which has some state directors 
who have been perpetuated in 
office for so many terms that the 
forest has become obscured by the 
trees.” 

The association concluded: 
“While we offer no claims that an 
approach such as this one is an 
all-conquering cure-all, we believe) 
it does offer a means and a method | 
whereby the mountain can come 





|to Mohammed, and little breasts| 
|}and big breasts alike can be bared | 


at the conference table. 

“Frankly, we think it is going) 
to take a drastic departure from| 
the standard and usual to get 
something done. This method offers 





Potter Bill Criticized . . 


gram, Hufstader explained, was 
that it was felt that the home 
dealer’s advertising, salesmanship 
and service facilities usually helped 
the outside dealer to make the sale. 


“Experience shows,” he said, 
“that a customer who buys a new 
car outside the area in which he 
lives has, in many instances, de- 
cided what car he will purchase 
after a visit to the showroom of 
his local dealer.” 


Under the GM plan, the amounts 
to be paid to the infringed dealer 
ranged from 3 to 5 percent of the 
manufacturer’s list price, depending 
upon the car and model involved. 

The territory-security clause be- 
came a part of the Buick, Oldsmo- 
bile, Pontiac and Cadillac selling 
agreements in 1937. Chevrolet 
adopted it in 1940. 

The GM programs, with minor 
variations, remained in effect until 
Nov. 1, 1949. At that time, Hufstader 
said, “they were abandoned, upon 
advice of counsel, by the exclusion 
of territory security provisions from 
the new selling agreements issued 
as of that date.” 

Court decisions indicated that a| 
new trend or philosophy might be 
developing in antitrust law which 
would rule out such provisions, 
Hufstader said. 

He added that the attitude of the 
Justice Department “was clearly| 
stated” by Attorney General J. 
Howard McGrath in a speech before 
NADA on Feb. 7, 1950. 

Referring to small businessmen, | 
McGrath said: “They must be 
permitted to buy where they 
please, to sell where they please 
and to seek the patronage of any 
customer.” 

Hufstader referred to a state-| 
ment by GM President Harlow H. 
Curtice in a closed-circuit telecast 
to dealers on March 2, 1956. 

Curtice said: “It was with great 
reluctance that the clause on terri- 
tory security was removed in 1949. 
If today such a clause were con- 
sidered to be legal, such a clause 





would be incorporated in the 
agreement.” 
Hufstader declared: “Nothing 


has happened since the corpora-| 
tion’s position on territory security| 
was stated in March, 1956, to cause | 
any change in that position.” 


Dealers Elect Moos 
MOSCOW, Id.—Howard W. Moos | 
has been elected president of the} 
Latah County Auto Dealers Assn. 
R. E. Fahrenwals was named vice- 
president, and William Emerson, 
secretary-treasurer. 





Ford’s Security Terms 


(Continued from Page 41) 


cross-sales are, in fact, cross- 
purchases initiated by the cus- 
tomer himself,” Gossett explained. 
He said a system of dealer re- 
wards or penalties for sales with- 
in a prescribed area would impose 
hardship on the purchaser who 
changed his place of residence 
and wanted to continue doing 
business with his original dealer. 


Gossett said a poll of Ford Motor 
dealers by an independent agency 
showed that 64 percent did not 
favor any plan to minimize cross- 
selling if Federal legislation were 
involved. 

On the other hand, he added, 65 
percent favored some plan to 
minimize cross-selling without Fed- 
eral legislation. Other findings of 
the poll, he said, indicated that: 

About one sale in seven is a 
cross-sale and that, in balance, 
cross-selling cancels out. 

Sixty-three percent of the dealers 
said cross-sales and intra-territorial 
sales were equally profitable to 
them. 

Thirty-eight percent thought 





Firestone Establishes 


Nashville Sales District 


AKRON.—Nashville has been 
selected as headquarters for a new 
sales district to be established by 
Firestone Tire & Rubber Co. 

Harold S. Laird, a former staff 
member in Firestone’s Southeast 
division, will manage the Nashville 
operation, The new district absorbs 
ee of the firm’s Charlotte (N. 


Atlanta, Birmingham (Ala.), 


| Memphis and ‘Cincinnati districts. 


they would experience increased 
sales if a plan for territorial 
security were established. 


Twenty-six percent believed their 
sales would be decreased as a 
result of a plan to minimize cross- 
selling. 

Penalties or “incentive payments” 
of up to $100 per unit have been 
suggested by automotive dealer 
trade associations and dealer groups 
as a means of controlling cross- 
selling, Gossett said, but the pro- 
posals leave in doubt the source 
of the proposed payments. 

“In these days of decreasing profit 
margins, when most of the automo- 
bile manufacturers are operating at 
a loss,” Gossett declared, “they 
could not afford to absorb the 
payments. 

“Certainly a price increase to 
cover the payment would not be 
popular with the dealer’s cus- 
tomers, who are already com- 
plaining that automoblie prices 
are too high. And the language 
of the bill does not seem to con- 
template that the dealer would 
absorb the incentive payments. 
Many dealers would, I think, ob- 
ject to any such idea.” 

He said that unless “basic ambi- 
guities” in the bill are clarified, no 
manufacturer or dealer could 
safely enter into agreements pro- 
viding for payments of withhold- 
ings in the nature of rewards or 
penalties, because of the risk of 
action by the Government under 
the antitrust laws, private suits 
under those laws and suits by 
aggrieved dealers under the good- 
faith law. | 


English Fords Hit 
Record U.S. Pace 


Nance Cites New 
Distribution Pattern 


DEARBORN.—A new and ex. 
panded distribution pattern for 
English Fords has resulted in a 
record-breaking 136 percent in- 
crease in retail sales in the 
January-through-May period, it wag 
announced last 
week by James J. 
Nance, general 
manager of 
M-E-L division. 

Formed last 
Jan. 15, the new 
division is respon- 
sible for the en- 
gineering, styling, 
merchandising 
and sale of Mer- 
cury, Edsel, Lin- 
coln and Contin- 
ental cars and the sale of imported 





dames J. Nance 


|Ford cars. With five separate car 


lines, it is the most diversified car 
division in the automotive industry, 
Nance said. 

In a progress report covering 
the last five months since the 
establishment of M-E-L, Nance 
said that 148 dealers have been 
added to sell the English Ford 
line and the German-built Taunus 
models. 

“The great majority are from 
within the Mercury, Edsel, Lincoln 
dealer group and they provide 


|sales and service for the imported 


Ford products on a greatly e- 
panded basis,” Nance said. 

“In addition, the 15 East Coast 
dealers who have just been fran- 
chised to sell the Taunus 17-M 


| cars report they have sold out their 


original stocks and new shipments 
of cars from Germany are being 


| rushed to them to meet customers 


demands.” 

Retail sales of English Ford cars 
and light vans in May totalled 2- 
921 units, making it the highest 
sales month in the 10 years the 
English products have been sold 
in this country, he added. 

During the January-through-May 
period, 12,555 English Fords were 
sold, compared with 5,313 units sold 
in the like period of 1957, Nance 
said. 

Based on retail sales of the 
English Ford line products agains 
available registration figures of 
other imported products, the Eng- 
lish Fords now account for 103 
percent of the total U. S. imported- 
car sales and they rank a strong 
third among all imported cars i 
sales, he added. 

By the end of this year, English 
Ford and Taunus sales should 
account for 11% or 12 percent of 
total U. S. foreign-car sales 
Nance said. 

“The popularity of English Fords 
was built over a 10-year period 
since 1948 and it is significant In 
view of the fact that last year 8 
different makes of foreign-built 


ears were sold in the American 
market,” he added. 

While predicting that th 
imported-car market would total 


375,000 for 1958, Nance expressed 
the opinion that the “satisfactions 
of comfort, size, performance and 
prestige of the full-sized America® 
cars will continue to dominate the 
purchase behavior of the ove 
whelming majority of American @f 
buyers.” 


Integrating the English Ford line 
and Taunus dealers into the M-Eb 
dealer organization is part of th 
basic distribution program to pr 
vide buyers with market represe® 
tation in cars in all price classe, 
he said. 

* = > 


3 Florida L-M Firms 


Put Taunus on Sale 


DEARBORN.—The Taunus went 
on sale last week in three Florid# 
cities—Jacksonville, Ft. Lauderdale 
and Tampa. 

Three Lincoln-Mercury deales 
have been franchised to sell the sit 
Taunus models. They are: North 
Florida Motor Co., Jacksonville; 
Ft. Lauderdale Lincoln-MercurfY 
Co., Ft. Lauderdale, and Boyle Me 
tor Co., Tampa. They are being 
added to the 15 East Coast deal 
from Boston to Washington wh? 
began selling the Taunus a montd 
ago. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 





























Week Week 
Ended Same Ended Output, Jan. ito Jan. 1 to 
June 28, Week, June 21, June, June 29, June 28, 
1958 1957* 1958* To Date 1957* 1958 

ERICAN MTRS.** 4,155 2,395 4,117 17,233 55,583 91,764 
A 4,155 2,284 4,117 17,233 50,594 91,764 

RYSLER CORP. .... 16,250 29,732 14,758 54,445 719,073 314,412 
RIED seczecececoesosevccovees 1,500 3,145 1,267 4,229 72,569 29,844 

BENE sxcereveceernseeees 250 1,133 194 656 24,404 7,558 
SEED. desersccsssuvsccuseseecseee 1,600 726 504 3,675 72,930 19,543 
A 3,400 7,528 3,394 10,949 170,112 55,628 
SNEEED. ceversercensceeovsvece 9,500 17,200 9,399 34,936 379,058 201,839 
DRD MOTOR*** ........ 26,305 38,252 19,419 78,926 1,013,535 587,840 
EEE ‘Sunstussetecscovsesevnnccsvess 205 aunanebin 135 a 6,951 
SIIIIITEE <nisceunppustenhecacesveureueneee 22,350 31,938 17,195 67,860 818,445 501,792 
a 335 902 336 1,432 23,474 14,856 
UME — scnveceensssoscrnecenees 3,415 5,412 1,753 9,130 171,172 64,241 

SENERAL MOTORS .. 44,363 54,514 44,930 174,328 1,543,464 1,219,573 
I 3,682 6,554 4,296 16,167 238,919 133,095 
0 ee 3.200 3,342 3,233 11,586 85,050 77,031 
SENET -tctrsecevsesensconsens 7,600 30,337 27,996 109,044 792,364 710,171 
Oldsmobile ......... 7,081 7,816 5,479 23,628 228,624 179,185 
Pontiac 2,800 6,465 3,926 13,903 198,507 120,091 

S&P CORP. . 1,120 1,016 1,212 3,526 37,188 19,556 
Packard : 56 5 52 137 6,079 1,536 
Studebaker ......... 1,064 1,011 1,160 3,389 31,109 18,020 
Total Cars, U. S. ........ 92,193 125,909 84,436 328,458 3,368,843 2,233,145 
Revised _ ; 
**American Motors’ totals for 1957 Include Nash and Hudson production. 
*Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(0. 8. PRODUCTION ONLY) 
Week Week 
Ended Same Ended Output, Jan. ito Jan. 1 to 
June 28, Week, Jane 21, dune, June 29, June 28, 
1958 1957* 1958* To Date 1957* 1958 
oun 5,500 7,664 5,928 23,646 187,095 148,982 
150 122 152 524 2,470 2,823 
60 36 42 162 1,806 1,387 
1,300 1,194 1,373 5,280 41,528 29,907 
5,000 7,489 4,166 17,295 184,587 115,653 
: seennens 1,420 1,624 1,074 4,657 34,873 31,826 
ERNATIONAL 1,523 3,107 1,526 5,962 59,043 48,670 
a 290 362 286 1,114 9,068 7A74 
DEBAKER . Rt 130 160 526 5,798 3,259 

VE NS eis 345 431 335 1,159 10,298 8,829 

VILLYS : 985 1,708 1,875 6,580 33,112 40,380 

SCELLANEOUS** 90 &5 92 365 2,044 2,175 
Total Trucks, U.S. ... 16,8417 23,952 17,009 67,270 571,722 441,365 
Total Cars, Trucks, 

U. Ss. 109,040 149,861 101,445 395,728 3,940,565 2,674,510 
Total Cars, Trucks, Pr 
Canada 9,150 10,386 9,137 36,277 262,335 214,669 
Grand Total, 

Cars and Trucks, 

U. S. and Canada 118,190 160,247 110,582 432,005 4,202,900 2,889,179 


vised. 


Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 


"Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


BH. All U. 8, totals include cars and trucks for military orders. 








ew Checker 


Car Due 


or August Production 


KALAMAZOO, Mich. — Produc- 
pn of the automobile with which 
icab maker Checker Motors 
orp. plans to enter the passenger- 
r field has been scheduled to 
gin in August, according to Mor- 
Markin, president. 
Markin has not announced an 
htroduction date, but the car is 
xpected to be shown before Oct. 1. 
Bhe car had been slated to appear 
st spring, but there have been 
plays in procuring some 800 dies 
Reeded for the new venture. 
Checker will build cabs and pas- 
Senger cars simultaneously, and 
production plans call for about 1,000 
nits a month at the start. The 
company averaged about 325 units 
i ee eee 


Bankruptcy Pleas Claim 
Jordan Owes Three Firms 


TOLEDO.—Bankruptcy petitions 
tgainst Jordan Motors of Toledo, 
Inc., were filed in U. S. District 
Court by three Toledo firms which 
said the company owes them $8,866. 
The petitions said Jordan Motors 
es $4,866 to Motor Parts Serv- 
e, Inc., and $1,000 to Toledo Motor 















sales, Inc., for merchandise, and 
$3,000 to oO. L. Mears, Inc. for rent 
on a building at 3517 Detroit Ave. 


a month last year and has main- 
tained that rate throughout the 
first half of 1958. 


The car reportedly will be re- 
styled so it will not look like a cab 
without a meter. A new grille and 
increased wraparound in the front 
and rear glass areas are among 
the styling changes. The latest re- 
tail price estimate is about $2,350 
at the factory. 

The scheduled volume appears to 
be too small to call for a dealer 
organization. Distribution may be 
handled through Checker’s 25 fac- 
tory sales representatives through- 
out the country and perhaps 
through other cab companies. 

The car will be 200 inches long 
and will be built on a 120-inch 
wheelbase. This is a longer wheel- 
base, but a shorter overall length 
than Ford, Chevrolet and Plymouth 
models. 


It will have an overhead-valve, 
six-cylinder engine built by Conti- 
nental Motors Corp., Muskegon, 
Mich. Markin said the car will 
stress economy and durability. A 
name has not been announced for 
the new entry, and it has not been 
disclosed whether it will be offered 
in other models than a four-door 
sedan. 








Buick First to Halt ’58s... 


3-Month Output Peak 
Ushers In Changeover 


(Continued from Page 1) 


the 27,000 level last week, A brief 

“sabotage” flurry at the division’s 

Kansas City plant caused an after- 

noon shutdown June 18, but the 

trouble was not repeated last week. 
+ oa * 


psec the steel mills operating 
well below 70 percent of capac- 
ity, a sudden spurt in demand 
from the volume auto makes in 
the cleanup season would not 
create any undue supply problems 
at the present. 


But, a steel industry executive 
said, a general business pickup after 
July 1 could suddenly boost steel 
activity to such an extent that in- 
creased auto orders for remaining 
58s or first "59s would take longer 
to fill. 

Predictions of a steel price 

boost were not lessened by a 
U. S. Steel statement that it is 


“continuing its study” of all eco- | 


nomic factors before making a 


final decision, All steel suppliers 


are bound on July 1 to advance 
wages about 5% percent, or more 
than 20 cents a manhour. 

The labor cost increase, accord- 
ing to Armco Steel President R. L. 
Gray, has made a price rise “inevi- 


table.” Estimates of the amount of | 
increase, though, have been nar-| 


rowed to $4 to $5 a ton. 
> * * 


UNE car production will surpass | 
the 344,000 mark by the end of | 


operations today, 
349.474 in May and 500,266 in June, 
1957. 

Penetration gains were racked up 
this month by Chevrolet, Plymouth, 


Dodge, DeSoto, Studebaker and) 
Packard. Output—percentage gain-| 
ers in May which lost ground this) 


month included Rambler, Mercury 
and Chrysler division. 

Continuing its spring surge, 
Chevrolet raced past the 33 per- 
cent mark in June and fell a 
whisker shy of the full one-third 
level. Schedules for July, calling 
at present for 275,000 completions, 


may push Chevrolet near 40 per- | 


cent of the month’s total. 
Plymouth assembled more than 
10 percent of June’s cars after a 
dip below that line in May. Ford 
division dipped fractionally again, 
but still was near the 21 percent 
mark. 
General 


Motors’ medium-priced 


| trio all were on the downside for 


another month, partly resulting in 
decline of the GM share below 53 
percent. Buick, once in the 10- 
percent class, slumped under 5 per- 
cent in June. Oldsmobile and Pon- 
tiac lost slightly less ground than 
Buick. 
> <x ~ 

HE “sabotage” incident in 

Chevrolet-Kansas City was the 
type of damage which many plant 
managers feared might happen 
with the cessation of UAW con- 
tracts a month ago. 

Over a two-day period. paint 
scratches showed up on 58 Chevro- 
let Fisher bodies. Company and 
UAW officials disagreed on the 
extent of the damage, but union 
officials repudiated “sabotage” as a 
harassing device during the no- 
contract period. 

“The union does not condone 
such action as sabotage or dam- 
aging bodies,” a UAW statement 
said, “and will not tolerate such 
action if the guilty people are 
apprehended.” 

Instances of sabotage have been 
surprisingly rare on the assembly 
lines this past month, contrary to 
forecasts that union hotheads in 
various final or feeder plants would 
disobey the stay-at-work edicts of 
UAW President Walter P. Reuther. 

Whether the arrival of the tradi- 
tional wildcat-strike weather of 





Dealer Group in Ohio 
Names Tracy President 


SPRINGFIELD, O. — Raymond 
Tracy, Tracy Pontiac, Inc., has 
been named president of the Auto- 
mobile Dealers Assn. of Clark 
County. He succeeds Richard Lee, 
White-Green Chevrolet, Inc., who 
was elected secretary-treasurer. 

R. J. States, R. J. States Motors, 
Ine., was named vice-president. 


compared with) 


July and August will aggravate 
workers’ tempers and result in a 
rash of vandalism remains to be 
seen. Union discipline in this re- 
spect has yet to undergo a larger 
burden of proof. 

+ Bg * 


7. only Ford Motor plant shut 
1 




















ast week was Mercury-Los 

s 

Car Production 

June vs. May 
June Pct.* Make May Pct. Gain or 
Loss 
1— 33.13 Chevrolet 32.52 -+-0.61 
2— 20.84 Ford 21.64 —0.80 
| 3— 10.68 Plymouth 9.19 +149 
| 4—— %.17 Oldsmobile 7.46 —0.29 
| 5— 5.26 Rambler 5.44 —0.18 
| 6 469 Buick 5.03 —0.34 
7— 4.19 Pontiac 447 —0.28 
| &— 3.55 Cadillac 3.68 —0.13 
9— 3.37 Dodge 2.66 -+-0.71 
10— 2.78 Mercury 3.54 —0.76 
|}11— 1.31 Chrysler 161 —0.30 
12— 1.16 DeSoto 0.69 +047 
13— 1.04 Studebaker 0.90 +0.14 
14— 043 Lincoln 052 —0.09 
15— 0.20 Imperial 28 —0.08 
16— 0.16 Edsel 0.34 —0.18 
17— 0.04 Packard 0.03 -+-0.01 

100.00 Total 100.00 
| 1— 52.73 GM 53.16 —0.43 
2— 24.21 Ford 26.04 —1.83 
3— 16.72 Chrysler 14.43 +-2.29 
4— 5.26 AMC 5.44 —0.18 
| 5S 108 S-P 0.93 +0.15 

100.00 Total 100.00 

* Estimated by Automotive News. 





MOUNT VERNON, N. Y.—To- 
day’s autos are unsafe, inconvenient 
and uncomfortable, industrial de- 
signer Henry Dreyfuss charged in 
the July issue of Consumer Reports. 


“Detroit has lost sight of the 
needs of people who drive cars,” 
Dreyfuss wrote in his article, 
“The Car Detroit Should be 
Building.” “Automobile manufac- 
turers somehow have forgotten 
that cars are supposed to be com- 
fortable to sit in, convenient to 
operate and safe to take out on 
the road,” he said. 

Appealing for new standards of 
quality in automotive design, “both 
for the public good and because 
such standards might really sell 
ears,” Dreyfuss said Detroit's 
primary means of “improving” its 
product is in the realm of styling. 

“Detroit’s reliance on the stylist 
is based on the perverse notion 
that the way to care for a sick 
man is to call in a tailor,” he said. 
“Don’t fret about his organic ills, 
just buy him a new suit. He'll look 
better.” 

Dreyfuss said “the men of De- 
troit have dictated taste while con- 
vincing themselves that they were 
following taste. For all the empha- 
sis on styling, our cars are. vulgar 
and monotonous.” 

Drawing on 28 years of experi- 
ence as product-design consultant 
to many of America’s largest cor- 
porations, Dreyfuss urged Detroit 
to adopt new standards in the 
following areas: 

Seating: “Seat cushions should 
be firm in the middle, soft at the 
forward edge.-Present car seats 
often reverse these principles. 
Soft-centered cushions tire motor- 
ists by diffusing the body’s 
weight, rather than concentrat- 
ing it as nature intends.” 


Controls: “No two makes of cars 
locate all controls in the same 
place, often causing confusion that 
can result in dangerous driving 
errors when drivers switch cars. 
The design and location of controls 
should be standardized by interna- 
tional convention.” ‘ 

Hand Brake: “It should be put 
in the same place in every ‘car, so 
the driver reaches it instinctively; 
make sure that all brake handles 








Design Changes Suggested . . . 


New Auto Standards Urged 


| 
| 


| the 
| mission for the 1959 cars, Brewer 
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Angeles. Thunderbird-Lincoln at 
Wixom, Mich., continued its six-day 
schedule. 


Two Chevrolet plants ran six 
days—Baltimore and Tarrytown, N. 
Y. Three Chevy plants worked only 
four days—Atlanta, St. Louis and 
Oakland, Calif. 


* * * 


Chevy Transmission Plant 
Is Closed for Changeover 


TOLEDO—Production at the 
Chevrolet transmission plant has 
been halted for about a month for 
inventory and model changeover, 
according to C. C. Brewer, man- 
ager. 

During the period there will be 
considerable plant rearrangement 
and installation of additional ma- 
chinery necessitated by changes in 
Turboglide automatic trans- 


said. 

No definite date has been set for 
resumption of production, although 
an attempt will be made to have 
the plant in readiness by July 14, 
Brewer said. 

+ + + 


Chrysler Schedules Shift 
Of Stamping Operations 
DETROIT.—Chrysler Corp. has 
announced plans to transfer stamp- 
ing operations from its Conant and 
McGraw stamping plants here to 
other plants. Most operations will 
be moved to Chrysler plants in the 
Detroit area, and the remainder 
to its new Twinsburg (O.) plant. 


Transfers are being made to 
consolidate operations and to utilize 
more modern and efficient equip- 
ment, Chrysler Corp. said. The 
move begins with the changeover 
period for 1959 models, the firm 
added, with the McGraw transfer 
to be completed by the introduction 
of 1959 models and the Conant 
transfer by the introduction of 1960 
models. 









operate identically and don’t release 
so easily that playful children can 
disengage them.” 


Foot Brakes: “This control 
could be transformed into a 
small, sensitive device on the 
steering wheel rim, like the brake 
on a bicycle’s handlebar, In a 
crisis, the hand reacts faster than 
the foot.” 

Steering Wheels: “The present 
old-fashioned, oversized wheel is a 
space eater and a menace in a 
collision. Cars might just as easily 
be controlled by the small, light 
wheels that run military tanks and 
commercial airliners.” 

Pushbuttons: “For accurate op- 
eration, the driver must have push- 
buttons beneath his hand—like 
typewriter keys—not straight 
ahead, as they are on most of 
today’s dashboards. Pushbuttons 
should have standard locations, 
shapes, sizes and textures.” 

Tail Lights: “Present red lights 
confuse us by using the same glow 
to signal slowing and stopping. An 
internationally standardized light- 
signal system would seek to im- 
prove communications between 
drivers.” 

Visibility: “Though the lowness 
of the American car is supposed to 
be inviolate, it should be practical 
now to install a wide-angle peri- 
scope system (in place of the 
inefficient rear-view mirror) in a 
couple of inches of false roof.” 





Ford Dealer Bids $617 


On Tenn. Patrol Cars 


NASHVILLE.—Chapman Ford 
Co., Donelson, Tenn., submitted a 
low bid of $617 per car, including 
tradein, on 49 Tennessee Highway 
Patrol cars. 

There were 47 bids offering the 
ears for less than $1,000 each, 
said Franklin Pierce, State pur- 
chasing agent. With at least four 
dealers bidding to sell each patrol 
car, Jamestown Motor Co., Chev- 
rolet, was apparent low bidder on 
28 cars and Chapman Ford was 
apparent low bidder on 14 cars, 
officials said, 
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Eisele Offers Profit-Rebuilding ahs + * 


15 Pct. Dealer Discount Urged 


gross profit of $407.25. At the time|a 10 percent discount of $271 and 
of billing the dealer would receive|the remaining 5 percent, $136.25, 


(Continued from Page 3) 


for payment at the end of the cal- 
endar year. 

Based on the suggested list of 
$3,025, this is how he broke down 
the 10 percent to pay for operating 
costs: 

Rent, ohe percent; salesmen’s 
commissions, 2% percent; sales 
supervision, 1% percent; advertis- 
ing, % percent; office and clerical, 
one percent; porters, % percent; 
utilities, such as light, heat and 
phone, ™% percent; demonstrator 
expense, “ percent; flooring, % 
percent; miscellaneous charges, one 
percent, and owners or manage- 
ment salaries, one percent. 

These are his figures on the 
Chevrolet Bel-Air: 

Present suggested delivery 
price is $3,016, including list price 
of $2,526 (freight included) and 
accessories worth $490.75. Federal 
excise tax of $192 and handling 
charges of $20 would bring the 
total to $3,228.75. 

A 25 percent discount of the de- 
livery price would give the dealer 
$754. 

Eisele would cut the price of the 
car by $301 to $2,715. 
of the $186 excise tax and $20 
handling charge would bring the 
delivery price to $2,921. 

A 15 percent discount of the $2,- 
921 figure would give the dealer a 





| resentful 


Addition | 





Dealers Given 
Tips on Spotting 
Bogus Checks 


ORLANDO, Fia. Some good| 
ways to spot worthless checks| 
were pointed out in the weekly| 
newsletter of the Florida Automo-| 
bile Dealers Assn. The advice was: | 

Don’t assume that the endorser | 
is who he says he is, or even that 
he’s who his driver's license, So- 
cial Security card, or whatever, 
says he is. 

Read any addresses or telephone 
numbers aloud incorrectly. Often 
he'll admit you're right because he 
isn’t sure himself what is correct. 

Ask about a fictitious neighbor 
or phony construction in the neigh- 
borhood, The hot-check artist al- 
most invariably will “bite” on this 
line. 

When subjected to probing ques- 
tions, he often becomes nervously 
and fidgety. This alone 
may be reason to refuse a check 


Observe the passer closely for 
scars, moles, tattoos, mannerisms 
and other peculiarities. Note his 


height, weight, general build, color 
of eyes and skin and the license 
number of his car if possible. 


Salesmen’s Peace Offer 
Nixed by Seattle Dealers 


(Continued from Page 2) 


Gregory claims that it tried to in- 
fluence employes against the union. 

Kilbourn has filed a waiver on 

its charge with the NLRB to 
facilitate early representation 
elections for the firm’s auto re- 
pairmen. 

No election can take place while 
charges are pending, according to 
Kilbourn, who said he desired an 
early election. 

The union launched its organiz- 
ing campaign in February. Since 
then it has gained recognition at 
Weidenbacher Oldsmobile. 

. * * 


Auto Talks Drag On 


THE factory front, contract 
talks between the Big Three 
auto makers and the United Auto 
Workers last week continued at a 
leisurely pace. Bargainers met in 
half-day sessions and _ reported 
after each mecting that no visible 
progress toward settlement had 
been made. 


While the contract talks 
dragged into their fourth month, 
the UAW has called for strike 
votes among employes of Ford 
Motor Co., General Motors and 
Chrysler Corp. in an apparent 
effort to bolster its position at 
the bargaining table. 


Of the locals that have completed | 


strike votes, more than 92 percent 


of voting members are in support) 
of strike action, if necessary, ac-| 


cording to the UAW. Most of the 





Dealer Symbol— 


Charles S. French, right, manager of 
the Northern California Plymouth Dealers 
Assn., looks over the new symbol that will 
identify 47 members of the dealer group. 
Dick Rucker, art director for the San 
Francisco office of N. W. Ayer & Son, Inc., 
agency for the dealers, shows the symbol 
to French and Dewey Dewees, N. W. Ayer 
representative in San Francisco. 


locals in the Big Three plants will 
complete strike votes within the 
next two weeks, the UAW added. 


. + > 


S-P Negotiations Open 


EGOTIATIONS for a new con- 

4% tract between the UAW and 
the last of the auto manufacturers, 
Studebaker-Packard, will com- 
mence tomorrow (July 1), at South 
Bend. The present contract expires 
Sept. 1. 

The union indicated its demands 
on S-P will include the entire col- 
lective bargaining package 
adopted by the special UAW con- 
vention in January. However, a 
union spokesman said its profit- 
sharing plan would not apply to 
S-P or any company losing money. 

Harold E. Churchill, S-P presi- 
dent, said he had the “fullest con- 
fidence that union and company 
representatives will be successful in 
reaching an agreement that will be 
in the best interest of the public. 
our company, our employes, our 
dealers and our community in 
South Bend.” 

“Both the union and company 
representatives are fully aware of 
the opportunity ahead of us with 


| the exciting new car we are bring- 
|} ing out in our 1959 line,” Churchill 


said. 

Meanwhile, a $1,000 reward 
was announced last week by 
Fisher Body division for infor- 
mation leading to the arrest and 
conviction of persons responsible 
for sabotage at GM’s Kansas 
City plant. 

The reward notice was posted 
on bulletin boards 
several days after 58 car bodies 
on assembly lines were damaged. 


The reward notice specified that) 
information must be written! 


the 
to a Detroit postoffice box and 
signed in longhand. 


is” Dieclees bo Most 


Aug. 17 in Savannah 


ATLANTA.—The 22nd annual 
convention of the Georgia Automo- 
bile Dealers Assn. will be held Aug. 
17-18 at the General Oglethorpe 
Hotel in Savannah. 

Lloyd Raisty, vice-president of 
the Federal Reserve Bank of At- 
lanta, one of the principal speakers 
at the convention, has chosen as 
his topic, “The Business Outlook.” 

J. C. Lewis, jr.:(Ford), Savannah, 
is president of the state association, 
and Stewart Carter (Oldsmobile), 
also of ‘Savannah, is convention 
chairman. 


in the plant) 


| 
| 








would be withheld by the factory. 


Eisele proposed that the reduced 


list prices be posted on the wind- 
shields of 1959 models. 


“I firmly believe that a dealer 
can operate on this basis if he 
watches his expense, sees to it 
that his service department and 
used-car department stand on 
their own,” Eisele said. 

“I have had certified public ac- 
countants work on this plan and 
I have talked to several finance 
people, including bankers, 
have found no one to disprove this 
plan,” he added. 

He quoted Irving Klubok, of the 
CPA firm of Klubok & Andelson, 
as saying the plan would “force 





New Facilities for Andis Motors— 


Customer service area in the new dealership facilities of Andis Motors, Inc. (Dodge. 
Plymouth), Greenfield, Ind., covers 5,600 square feet. New car display footage totals 
2,000 square feet and 10,000 square feet are devoted to used-vehicle display space, 


and 1 Haton to Acquire 


Fuller; Hoover 


Expands Operation 
DETROIT. — Eaton Mfg. Co., 


many a dealer to tighten his belt| cjeyeland, has announced plans to 
and to trim the fat off his opera-) a-quire Fuller Mfg. Co., Kalamazoo, 
tion if they are to survive in this|/yWich Eaton makes parts and 


competitive economy.” 


equipment for autos and farm im- 


He also said Klubok recom-| plements and Fuller makes trans- 


mended that the dealer be paid the | missions, 


going rate of 
percent withheld by the factory in| 


order not to penalize him “for such | agreed 
borrowing against the retention as| change 


axles and clutches for 


interest on the 5/ autos and farm equipment. 


Directors of both companies have 
to a share-for-share ex- 
of stock. Stockholders in 


he may find necessary under the|both firms are scheduled to vote 


most adverse 
might prevail.” 


conditions whichj/on the proposal July 30. 


Fuller would be operated as a 





| 
| 
| 


wholly owned subsidiary of Eaton. 
Fuller operates two transmission 
plants in Kalamazoo, an axle plant 
in Louisville and a drop-forge di- 


| vision in West Allis, Wis. 


In Ann Arbor, Mich., C. H. Sim- 
mons, president of Hoover Ball & 
Bearing Co., announced acquisition 
of the ball-bearing business and 
certain assets of Ahlberg Bearing 
Co., a subsidiary of Maremont Av- 
tomotive Products, Inc., Chicago, 

Simmons said the acquired assets 
will be moved into Hoover's new 


plant now nearing completion out-® 


side Ann Arbor. 

Hoover stockholders will vote 
July 23 on a proposed merger with 
Uniloy Corp., Saline (Mich.) tool- 
and-die firm. 





CLASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


asl ie) 
Pris) 


engaged in all branches 
PER WORD FOR EACH 


of the nation's automotive 
INSERTION 


industry 
POSITION WANTED ADS 


tic PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


ond oddress at regular rates. 


Add One Dollar 


S30 Me lis 


ee ae ie ee ie et elt ae et ae 


TEN DAYS 
WANT AD DEPT., 


HELP WANTED 


MANAGER 
FOR LARGE VOLUME 
AUTOMOBILE 
DEALERSHIP 


$25,000 PER YEAR 
MINIMUM 


with opportunity to have o percentage of 
profit and ownership. 

Must be operating a profitable dealership 
now. 

Must hove ability to completely revitalize, 





train, and organize one or several 
dealerships. 

Must have ability and “know-how” in 
purchasing, reconditioning, and retail- 


ing used cars. 


Must be completely familiar in handling | 


all phases of dealership management. 
Send complete resume with recent photo. 


Box 8344, c/o Automotive News, 
Detroit 26. 


WANTED — AN EXPERIENCED USED 
CAR BUYER for the Detroit area. Must 
be well recommended and be capable of 
producing results. Salary on a profit 
sharing basis. Should exceed $12,000 
yearly. Send application in own hand- 
writing plus references of employment 
since 1948 and recent photo. All replies 
will be held in strictest confidence. Write 
Box 8352, c/o Automotive News, Detroit 
26. 

SERVICE MANAGER—High volume Ford 
dealer in northern Ohio desires hard- 
hitting man 28 to 35 years old. Salary 
plus ineentive for aggressive, high gross 
results. Write Box 8348, c/o Automotive 
News, Detroit 26. 


MANAGER and sales manager combina- 
tion. Old established dealer eastern North 
Carolina. Box 8322, c/o Automotive 
News, Detroit 26. 





SALESMAN 
AUTOMOTIVE ENGINE 
TESTING EQUIPMENT 


Must be experienced 


in automotive 
engine tune-up. Service Management ex- 
perience advantageous. Vehicle and train- 
ing furnished. Attractive proposition and 
opportunity for advancement. Submit de- 
tails of education and experience to Box 
8288, c/o Automotive News, Detroit 26. 


POSITION WANTED 
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GENERAL MANAGER — Good organizer, 
volume operator, married, reliable and | 
responsible Thoroughly experienced in 


all phases of dealership management and 
operation, with proven buyer's record of 
very successfully and profitably manag- 
ing one of General Motor’s largest metro- 
politan dealerships Have good habits 
and excellent references. Can stand the 
most rigid investigation, and will assure 
you of factory approval and maximum 
operating results of any dealership. Fi- 
nancially able to buy part interest in any 
size dealership if desired 
be kept strictly confidential 
c/o Automotive News, Detroit 26. 
GOT TROUBLES: WHO HASN'T 
trouble is my business. I specialize 
reorganizing and setting-up dealerships 
operating same as general or sales 
manager. Know all phases and problems 
of any size dealership. Over 23 years’ ex- 
perience, 42 years old, excellent refer- 
ences Capable of assuming complete 
responsibility, but must offer worthwhile 
opportunity. Prefer Florida or east coast. 
Available July ist. Box 8353, c/o Auto- 
motive News, Detroit 26. 
WANTED: Small town General Motors 
dealership in the west by western man. 
Experienced in all phases of dealership, 
excellent references. Age 37, stable family 
man. Would like to work for a year for 
mutual accordance and then effect buy- 
out over a period of years. Sincere, hard- 
working, with an eye toward the future. 
No get rich scheme. No town too small. 
Finances limited. Box 8346, c/o Auto- 
motive News, Detroit 26. 
ANUFACTURER’S SALESMAN Avail- 
able in Florida. Energetic and enthusi- 
astic, experienced selling wholesale level. 
Former GM dealer, Harvard Business 
degree in marketing and advertising. Age 
44, financially stable. W. Craig Huntting, 
4910 NE 28th Ave., Pompano Beach, 
Florida. Phone: Boca Raton 5709. 


CHEVROLET PARTS MANAGER—Four- 
teen successful years operating Chevrolet 
Parts Departments, plus twelve years in 
other GM. Consistent Record Club Mem- 
ber once Zone Top Winner. Highly 
qualified, and only interested in a perma- 
nent position. Box 8338, c/o Automotive 
News, Detroit 26. 


But 


M 





duty trucks, transportation engineering. 
Twenty-three years’ experience sales, ad- 
ministration and dealer management. 
Employed, Desire opportunity western or 
southern states. Box 8340, c/o Automo- 
tive News, Detroit 26. 


GENERAL MANAGER or Sales Manager 
——-Unlimited experience with General Mo- 
tors and Ford, Proven background, best 
of references. California preferred. Box 
8341, c/o Automotive News, Detroit 26. 





insertion for use of a box number 


Replies to 


$12.30 per column inch. CLOSING 





All replies will | 
Box 8292, | 


in} 








IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 





POSITION WANTED 

GENERAL MANAGER, EXPERIENCE with 
Ford and General Motors, plus Motos 
Holding. with the know-how to tra 
employes and control expenses. Can take 
complete charge of dealership. Box Sa, 

c/o Automotive News, Detroit 26 

DEALERSHIPS AVAILABLE 
OKLAHOMA—Dealership handling F ord- 


Mercury. suburban to large metropolitan 
area, adjacent to two super highways 
527 new units sold calendar year 1% 
and 130 new units first five months ths 
year. Modern facilities, large service and 
parking area Assignable lease at lw 
rent. Box 8349, c/o Automotive News, 
Detroit 26 

HANDLING DODGE-PLYMOUTH, used 
cars Excellent location northwest of 
Chicago Very low overhead employs 
two salesmen, shows profit every month 
Service absorption 65%. No used caf, 
accounts receivable or real estate to buy. 
Give long term lease. Inventory vale 
$31,000—Sell at firm price of $2200 
cash. Semi-retiring. Write qualifications 
fully. Box 8350, c/o Automotive News, 
Detroit 26. 

MIDWEST HANDLING CHEVROLET. 
150-200 new units per year in prosper 
ous, growing community. Wonderful @ 
portunity for hustler. Full price $27,500. 


Good lease, no used cars or receivabies. 


Selling on account of health and age. 
State qualifications. Box 8342, c/o Auto 
motive News, Detroit 26. 


BIG PAYOFF, LITTLE INVESTMENT— 
As an auto dealer you're ready to make 
money selling Alma Trailers. Fast gro¥- 
ing market for this popular-priced line. 
Simplified service, sales aids, factory 
check-out for salesmen. See page 42 ths 
issue for Alma offer. 


SOUTHWEST 


HANDLING BUICK - 
OPEL - RENAULT 
BUY PARTS ONLY 


Will lease equipment, fixtures, 
building. 300-500 new units. 
Substantial profit 1957—-Show- 
ing a profit for 1958. Would 
consider partner—Need 
Buick’s approval. All replies in 
strict confidence. 


Box 8336, ; 


c/o Automotive News, 
Detroit 26. 
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DEALERSHIPS AVAILABLE 
HANDLING ONE OF THE TWO MOST) 
POPULAR foreign car lines. es 
for many years—operating now. Upper) 
New York state. Two showrooms—two | 
shops—one fully equipped. Complete setup 
available for sale or reasonable lease 
basis. Other lines may be added. This 
offer made only because of conflicting 
business interests. Box 8333, c/o Auto- 
motive News, Detroit 26. 






CARS FOR SALE 


1956 FORDS 








A 


and 
DEALERSHIP FOR SALE HANDLING) Pp LY M 0 U T ui 5 
CHRYSLER and Imperial in most pro-| 
1 9 > 
* 


Four-door ex-taxis with heater 


gressive central Florida town, Trading 
area population 75,000 to 100,000. Buy 
only parts, equipment and signs. Excel- 
lent lease agreement or property can be 
purchased. Box 8310, c/o Automotive 
News, Detroit 26. ee 

- DEALERSHIP WANTED 

LARGE GM DEALER with 


ATTENTION 


every service facility, capital, space, ° 
good reputation and following, wants and defroster. Very good tires. 
top foreign car line—or—will buy-out| | Some wifh Automatic Transmis- 
franchise in or near D. C.—or—will . 
consolidate with small deal for mutual|§} sion and Power Steering. 
profit possibilities. Box 8351, c/o Auto- 
motive News, Detroit 26 * 

300-500 CHEVROLET, FORD or Chevrolet . 

F éual. Single dealer city, Eastern area. Don't wait ... call, wire or 


No real estate. Will pay top price for 
deal which will stand rigid investigation. 
Ample finances and experience. Strictly 
confidential. Can move immediately. Box 
8343, c/o Automotive News, Detroit 26. 
HAVE CASH to purchase Chevrolet or 
Ford dual or single with past history of 


write 


CURRY 
CHEVROLET 





100 to 200 units. Must be in southwest 
or Florida, Strictly confidential. Box 3300 Broadway New York City 
8347, c/o Automotive News, Detroit 26. Call Bill Curry—ADirondack 44630! 


WiLL PAY CASH for dealership with 300 
or more new car potential; however, 
prefer larger deal. Have sufficient cash | 
and operating experience to assure fac- 


tory approval of any dealership. Please . 
send details in confidence. Box 8294, Foreign ars 
c/o Automotive News, Detroit 26. 


CHEVROLET OR CADILLAC DUAL, 250- 


WHOLESALE 


300 cars, vicinity northern or central 

New Jersey. Have sufficient cash for 

partnership. Factory approval assured. Largest Selection of Used Foreign 
Box 8325, c/o Automotive News, De-| ‘ 

troit 26, Cars in the East 





_ DEALER SERVICES 











— — Alfa Romeo Opel 
| Austin Healey Porsche 
MILITARY BUSINESS Borgward Renault 
— Got Your Share? — Citroen Rover 
ilitary people will want to: English Ford Simca 
Finance for 30 to 36 months. Fiat Singer 
Register and Title cor out of state. Jeguer Sunbeam 
Take car overseas without refinancing. Mercedes Triumph 
Get low, money saving, financing rates. | mG Volkswagen 
Take immediate delivery. |  Merris Volvo 
le specialize in such transactions on a sim- Hillman Etc. 


ified, no trouble, without recourse basis for) 
icers and first three grades enlisted per- 


FOREIGN CARS 


| _ Military mil 
| Finance Co. Acceptance C | OF ROCKLAND 
ire cane, Se. 7. O. Sen 206 | Tel: NYack 7-4800 


20 Milvia | Nyeck, New York 


ey 4, Calif. CApito!l 6-268! (Mailing List Available) 
all 3-7423 ° 


“Worldwide Panne} for Military | 


DO YOU WANT 
® © TWO ESSENTIAL SERVICES ® © PROFITS NOW?? 


PHYSICAL INVENTORY SERVICE @ © ' 
Parts, accessories and similar goods. a, = a y 


re Sara ae VOLKSWAGENS 


, equipment, machinery 
For Buy/Sell Agreements 
1958s, 1957s, 1956s, 1955s, 1954s 


Annval Fiscal Reports 
Tex, Banking ond insurance 

Sedans—Convertibles—Karmanns 
Shipped by the 


@ © Call or Write for Details @ @ | 
Astomsereial Co” _—«| World's Largest Independent 
Volkswagen Operation 


Appraisal Co. 
10040 Freeland Ave. Detroit 27, Michigan 
All Cars Selected, Serviced, Cleaned 
ond pertly Shipped Directly to 














and toots. 





WeEbster 3-4445 
x 
All U. S. Ports. Contact our 
can Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
er Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Supplying Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND | 
REPOSSESSION SERVICE | 
| 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily || 
service Cherry Point, Fort Bragg, Camp 
Lejeune, N. . and all beaches in |) 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 
DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; | 








istressed Merchandise 
For Sale 








durable, brilliant colors, Write for sam- | 
ples. Allied Decals, Inc., 8356 Hough, | NEW GOLIATHS 
Cleveland 3, Ohio 
~ CARS FOR SALE "| Station wagons and 2-door passenger 
— — ;\ cars. Below dealer cost—All serviced. 


FOR DIRECT SHIPMENT FROM GERMANY || Selling reason: As of June 2, 1958, three 
MERCEDES 


selling dealers in town. 
all models, used & new, fully equipped. 


Call or Write 


A B C MOTORS, INC. 


DeSoto Dealer 


550 W. Douglas, Wichita, Kansas 
Phone: HO 4-2394 


Contact: 


G. M. TER-MINASSIAN 
5! Maria-Louise St. 
HAMBURG, GERMANY 
Automobile Exporter to all countries. 
Estab. in 1929 











TRUCKS FOR SALE > 


ATTENTION AUTO DEALERS 
AND TRUCKERS 


Four Complete Auto Transport Units 
Two Extra Auto Transport Trailers 


1954 GMC 302 Air W/Head ramps (2) 1946 Traffic Transport Trailers 
1952 IHC L-185 Air W/Head ramps (2) 1947 Traffic Transport Trailers 
1951 White WC-22 Air W/Head ramps One 1949 Traffic Transport Trailer 
1947 White WB-22 Air W//Head ramps One 1947 Mechanical Handling 
Transport Trailer 

These units are adapted to haul seven foreign autos, or five standard American cars. 
All tractors and trailers are in good mechanical condition and are equipped with 
good tires and will meet ali ICC requirements. Reasonably priced! For additional 
information write Kurland Motors, P.O. Box I117, Galveston, Texas. Or Phone 
SOuthfield 5-9776. 


This sale is from private fleet not a truck dealer sale. 

















| 








OARS FOR SALE 


FOR SALE 


Available Immediately 
Final Offering 


60—1957 DODGE 
Swept-Wing Taxicabs 


Automatic Transmission—Four brand new 
750 x 14 tires—Color white over coral. 


Exceptional condition 


$650 EACH 
F.O.B, Philadelphia, Pa. 


Special price on order of 12 or more. 


Available about July 5th, 150— 
1956 Plymouth taxicabs — stand- 
ard transmission, good bodies 
and motors. $185 each, F.O.B. 
Philadelphia, Pa. 


Phone or Wire 


SID LAVENE 


Taxicab Specialist 


John Bartram Hotel, Locust & Broad Sts., 
Philadelphia, Pa. 


Phone: Kingsley 6-1100, Suite 529 


Used Cars 
Still Bring The 
Highest Prices 


From 


R. S. HENRY 
New Brighton, Pa. 


Premium prices of- 
fered for pick-up 
trucks and station 
wagons. 


Call New Brighton, Pa. 


CARS FOR LEASE 





“BIG THREE" 
NEW CAR DEALERS 


Who wont factory approved leasing com- 


pany fleet deals without trades. Local 
delivery in your areo. Advise amount 
over invoice. Replies will be held con- 
fidential. 


Box No. 12, Kensington Station, Detroit 24, 
Michigan. 





CARS WANTED 








Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 








eC er err a a a — — — 


—Call the largest import dealer in the mid- | 


west. No stock too small or too large for 
us to handle. Write or call: 
JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio. CApitoi 8-4514. 





SEVEN-PASSENGER CADILLAC SEDANS 


and limousines. Becker-Taylor, 
Putnam St., Marietta, Ohio. 
FRontier 4-6715. 
LATE MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 
Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 


PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 


Inc., 219 
Phone: 














ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3-6666. 

THUNDERBIRD, 1957, convertible top. 


Beach Auto Service, 1410 Legare St., 
Columbia, South Carolina, 


ACCESSORIES FOR SALE 





Factory Styled 
STATION WAGON LUGGAGE RACKS 


$59.95 


Shipped completely assembled stainless 
bed, permanent and removable 
Write for color photos, 
AUTO TRENDS, INC. 
201 Monroe Ave., N. W. 
Grand Rapids 2, Michigan 


steel 
models. 


55 | 
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ACCESSORIES FOR SALE MISCELLANEOUS 











WILL SACRIFICE—New 1957 Dodge 1-ton 





SCHOOL BUSES WANTED—one or twenty, 





LUGGAGE CARRIERS 
All Aluminum — Permanent Type 


BLUE ® CHIP 


Full Length Half Length 
$62.30 $44.25 
retin | cettm | TOW-PILOT 
CANELL CO. 


Little Ferry, New Jersey 
Send for Details 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 





TRUCKS FOR SALE 


1958 
Demonstrator 
HOLMES 
WRECKER 


Model 470 Holmes 


wrecker with low plat- 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL FeO. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 
ES, 


form type body, grille 


guard, Beacon Ray 





light, spotlights, towing 
cradle, mounted on 


1958 Model 4103 Chev- 


rolet chassis. 





List Price 
Discount 


$6,035 
1,140 


$4,895 


WANTED 
TO BUY OUTRIGHT 


Tools, Dies, Fixtures, etc. for truck directional 
| signals, with or without switches, Also truck 
mirrors, Send literature, details, etc. Replies 
held confidential, Box 8345, c/o Automotive 
News, Detroit 26. 


NET 


Drake-Scruggs 


Equipment Co. 


600 S. 31st Street 
Springfield, Illinois 
Phone: 8-2536 


The “ORIGINAL YELLOW" 


Automatic BrakinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ m gas 
“WRIST ACTION” 51 
incidg. BRAKE HOOK-UP oe 
COMPLETE with 
GUIDE Cases AND §6= $], 45 
BRAKE HOOK-UP 

$4500 


TowKinG ¥4.22's; 


Hook-Up 


Power Wagon, 8 foot body, 900x16-8 ply 
tires, 1600 Ib. front, 3000 Ib. rear springs, 
booster brakes, power take off assembly, 
winch assembly, recirculating heater. 
turn lites, windshield washer, rear drive 


shaft assembly, tow hooks. Harold it’s 
Medow, Ben Medow Dodge-Plymouth, NEW! T R A I L = K I N G 
Inc., 222 North Lafayette, South Bend, 


Alt Foreign & American Cors 937-50 


Indiana. 


SCHOOL BUSES WANTED Liberal “Trade In" or REBUILD 
Your OLD Tow Bars With Our 


SPECIAL CHANGEOVER KIT 
STEEL (Tow Bar) CARRYING YOUR 


1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8232, c/o Automotive 
News, Detroit 26. 





SHOP EQUIPMENT FOR SALE CASE with Wheels & Handies Cuoicg 





NEW LUBRICATION EQUIPMENT—One 


WILL BUY good condition, used off the 


BROWNIE CARRY-ALL Only 
BAG Mounted ON $11 11 


Balcrank Model O S 9 deluxe oilette, 


five Balcrank No. 787 air operated Rubber-Tired WHEELS 

pumps. Brand new—never been uncrated. 

Cost new $1,290 -— Will sell for $800. T B S | C 
F.O.B. Pendleton, Oregon. Childress ow ar a es Oo. 
Olds-Cadillac, Inc. Phone: CR 6-1921. 


Exclusive Factory Distributor 
DE 2-0700 AN 3-8888 Nites: BA 


Call Collect “2 r” 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


s 
1-8717 


SHOP EQUIPMENT WANTED 


car, wheel balancer. Contact Clyde Motor 
Sales, Inc., Clyde, Ohio. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


is ene debe ‘ vedeusosecesecakes Sneke ed eed Rae Peis<kade cocesevsnt 
Street Address............ sua baanadenieaéeee evens coo MORO Obi. isacons 
iin chs cucebes nae ska cnbee tnaenes seccens Di cecvees és vo6 
TRADE CONNECTION: 
Car Dealer (] Truck Dealer (] Manufacturer [] 
Jobber [] Insurance [] Financial [] Supplier [] 
Mee at GIN: i cdiaicaesae ch esnece edness wend ane Olne kas eeenae’ tan 
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... your ride is cooler because of 


COTTON-CUSHIONED SEATS 


When the summer sun bakes the countryside... and 
the road ahead shimmers in the heat waves, that’s 
when you can be really thankful for your automobile’s ; 
cotton-cushioned seats. Better than any other material, ; 
cotton readily absorbs excess heat and breathes it into 
the air in a constant ventilating action. Cotton cushion- 
ing gives you firm and resilient support, yielding gently 
to body pressure without sag or bounce. These and 
cotton’s many other desirable qualities make it the 
reliable standard in automobile upholstery. Combined 
with scientific seat design, it provides the ultimate in 
automotive seating luxury. All of today’s cars use cot- 
ton cushioning to keep you cooler on hot days, more 
Cutaway drawing shows how layers of cotton cushioning comfortable every day. 


are used in automobile seat construction. Seat backs, arm NATIONAL COTTON BATTING INSTITUTE AND 
rests are similarly fashioned for driving comfort. NATIONAL COTTON COUNCIL, MEMPHIS, TENN. 


Sy 
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selling millions of car buyers on ¢offom-cushioned seats 


3 


Es 
? 
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The above advertisement, currently appearing in Newsweek magazine, salutes the automotive 7 
industry’s unanimous choice of cotton for car seat cushioning. The dominant fiber in auto 
manufacturing, cotton contributes to comfort and appearance through its use in seat paddingy 


sidewalls, headlining, foundation sheeting and upholstery material. 


i 


NATIONAL COTTON BATTING INSTITUTE AND NATIONAL COTTON COUNCIL, MEMPHIS, TEN J 


x 





